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“GENUINE DETROIT” 


sizes and threads. 


finished. 





They are strong, durable, well designed and nicely 


They are carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 


Full information gladly furnished upon request. 
Write for catalog and prices. 


Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 
steel, pressed brass and cast brass, in a large variety of 


DETROIT LUBRICATOR (COMPANY. 





DETROIT, MICHIGAN 
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COMUMBIAN VISES 














HE Columbian line of vises, which in- 
cludes a vise for every purpose, not 
only gives you these three qualities which 
every mechanic looks for but gives you a 
full range of sizes. Distributors of the 


Stren roth 








| Utility 





ia 


Durability 





Columbian line are able to meet every vise 
demand from the trade. The many exclu- 
sive patented features found in Columbian 
Vises have made them popular with me- 
chanics everywhere. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 


Trade Mark Reg. U. S. Pat. Off. 
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Whether you have been jobbing such lines or not, concentration 
on Capital Red Cap Industrial Brooms and Brushes offers an 
outstanding opportunity for increased profits in 1928. 


America’s leading jobbers all sell RED CAPS. Most of them 
handle our lines, exclusively. They have learned from years of 
experience, that the CAPITAL Line sells easier, faster and more 
profitably, than any other. 


If you want your share of this fine business in 1928, get our 
jobbing proposition. Write for details of our business-building 
sales cooperation. Start the new year right, with RED CAPS. 


The Indianapolis Brush & Broom Mfg. Company 


126 N. Brush Street Indianapolis, Indiana 
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For All Industrial sa 100 Uses 














Combination Internal 
and External Lathe Grinders 


Tool Room Accuracy 
wide range adaptability 


The unit construction feature of this combination 
grinder is unique. It is a precision grinder for both 
internal and external work, its accuracy being 
definitely maintained no matter how often inter- 
changed. 






A velvet finish can be obtained on any internal or 
external work. For the Tool Room the smaller size 
is invaluable while the larger sizes are adaptable for 
grinding engine cylinders, drums, journals and all 
classes of roll and surface work. 


Upper photograph shows the combination grinder assembled 
for internal grinding See our exhibit, Sixth National Exposition of Power and 
Mechanical Engineering, Grand Central Palace, New York, 
December 5 to 10, 1927 


The grinder at right has ex- ; ! . 
sensién semoved and angle es. Some valuable territory open—investigate 
plate fitted directly to hous- —_* ; ss . 
ing for external grinding : The Hisey Wolf Machine Co. 
© in 24; 34 and 1 P: Manufacturers of 
sizes Electric Drills — Grinders — Buffers 





Cincinnati, Ohio 
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FOR 200 LBS. 
WALWORTH 


WORKING 
BRASS GATE STEAM 
VALVES PRESSURE 





Cross Section Showing Gland 











THE “KEBO” 


The ‘Kebo” is one of the old This illustration shows the gland 
stand-bys of the Walworth line of in the stuffing box which facilitates 
brass gate valves. This enlarged cross repacking under pressure when the 
sectional view shows its strong con- valve is wide open. 


truction and the simplicity of its 
interior design. 


Like all other Walworth Brass 
Gate Valves, the Kebo is individu- 

The Kebo has a non-rising stem. ally tested before it is shipped from 
The gate is a solid wedge. the factory. 


WALWORTH 


Walworth Company. General Sales Offices: 51 Fast 42nd St.. New York 
Plants at Boston, Mass.: Kewanee, IL: Greensburg. Pa.. and Attalla, Ala. 
Distributors in Principal Cities of the World 
Walworth Co. Limited, 10 Catheart St., Montreal, P. Q. 

Walworth International Co., New York, Foreign Representative 
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There’s A Whole Lot 


In Knowing Just How! 


Other manufacturers are buying the same 
quality of material that we use: doubtless 
a few manufacturers have the same 
equipment and possibly there is at least 
one other manufacturer in our line who 
has an organization that is as thoroughly 
trained. BUT—There’s a Whole Lot in 
Knowing Just How! 
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Pressed Steel Skimmer 


We believe that in point of varied ex- 
perience in the manufacture of stampings 
of all kinds. including everything from 
heroic size statues to tote pans, that this 
organization is unique. 


SS 


Everything in the list 





of items we make must 


and 
Kettle 


conform to standards Dipping 


of material and work- Pouring 
manship that have es- 
tablished the 


nameoft Mullins 





as leadersinthis 
industry. That 
list includes el- 
evator buckets. 
ladles. kettles. 
melting bowls. 


Melt ing Bowls 


steel cuspidors, 

tote pans. shop barrels. shipping barrels. 
pressed steel wheels. battery boxes. auto- 
motive stampings. 


Write for Catalog and Special 


Offer for Jobbers 


MULLINS BODY CORPORATION 


102 Mill Street Salem. Ohio 
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Un compromising Quality 


Since “Toledo” No. 1 first saw 
the light of day, more than a quar- 
ter of a century ago, and convinced 
the astonished trade that pipe 
threading need not be drudgery, 
“Toledo” quality has never com- 
promised. 


We have never been content to 
just build “easy” threaders—we 
have held unremittingly to high- 
est standards of design, material 
and workmanship. 


Hence, battered veterans 
many years’ service are 
splendid work tcday. 


of 
doing 


You can sell pipe tools that look 
cheaper than “Toledos” but noth- 
ing you can get offers him more 
than “Toledos” do. 


“TOLEDO” 
wy 


The Complete Line for Every Pip. 


Cutting and Threading Job 


A =) f-® 
ye ¥Y 
Sy 


“> 





“TOLEDO” NO. 1--THE FIRST OF THE SO-CALLED “EASY 
OPERATING” PIPE THREADERS. IT TOOK THE DRUDG- 
ERY OUT OF THREADING 1” TO 2” PIPE. 
“TOLEDO” NO. 3) THREAD. 
ING DEVICE, THREADS 
1%" TO 8” PIPE, SO EASILY 
ONE MAN CAN CUT THE 


THREADS. 


The Toledo 
Pipe Threading Machine Co. 
TOLEDO, OHIO 
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SsKEF Rolls Its Own Steel 
To Guard Quality of Bearings 


EADY for the jaws of the £ rolling mill. Like a the 

living thing, the glowing white ingot of steel ’ trusts no part in the production of its products 

goes back and forth. Under tremendous pressure of the to outside sources. From the raw materials, such as iron 

rolls it will be properly shaped for the making of ore and charcoal from its own mines and forests, to 

Anti-Friction bearings. production in every stage to the finished bearings, hun 

dreds of vigilant eyes and laboratory experts concentrate 
on precision and quality. 


brute jobs of industry throughout the world. 


Here, too, =3¢ maintains a rigid standard of quality. 
A much abused word is quality, and yet, in mills 
it is a goal which earnest workers zealously strive t But the work does not stop there. The men associated 
maintain. For them, there is no such thing as “good with more than 120 factory offices throughout the world 
enough. and distributors everywhere, make certain that “: 
puts the right bearing in the right place.” To the manu- 
facturer of equipment and the ultimate user this means 
satisfactory operation in its truest sense. 


SKF INDUSTRIES, INC., 40 East 34th St., New York, N. Y. 
FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 


The rolling mill, too, operates on SSF Bearings. 
makes bearings not only for the most delicate 
instruments but also bearings which must stand up in 





i More than 100 Factory Offices Throughout the oe Vj 


JK 


_ Puts the 
Right Bearing 


n the 
Ba 11 Right Place Roller 
Bearings | Wi ; 


Bearings 





When writing to Advertisers please mention Mitt Supplies 





)27 ‘ . 
za November, 1927 ’ r TTA C - 


SAE NN CN hh OES TURE 5S EE SAE el RE ER Oe ee 4\V 


~ 





DA SSE YA ine 


Chain Blocks 

































im " k 4 YALE Leadership in 
: | Hoisting Equipment... 


VERYONE who sees or hears about Yale’s un- 

excelled lock manufacturing facilities, instantly 
recognizes the effect of these on Yale’s ability to 
make Yale Chain Blocks. 


Every Chain Block bearing the name Yale is built 
—not merely assembled—in the Yale plant. Yale’s 
own electric furnaces for steel and malleable iron, so 
important in lock making, contribute their part in 
the fabrication of Yale Hoists. 


Likewise Yale’s mammoth fifteen ton malleable 
ovens and Yale’s own heavy drop forging hammers 
and heavy stamping presses. 


Yale’s facilities for constructing jigs and dies with 
the required Yale accuracy in tooling and machining 
of all Yale products, and the same Yale testing 
laboratory skill used in lock making, are applied to 
the making of the Yale Chain Block. 

Part by part, Yale Blocks are vastly superior be- 
cause Yale’s own lock-making plants have helped to 
make them so. It is no mere coincidence that Yale 
leadership in locks is constantly being demonstrated 
by Yale’s chain hoist leadership. 


Illa 


Mi 


The Yale & Towne Manufacturing Company 
Stamford, Conn., U. S. A. 


Canadian Branch 
at St. Catharines, Ont. 


CS IOWAE 
NY ‘ 

















Cut open view of 
Yale Ball Bear- 
ing Spur Geared Do you know? 
Chain Block i : 
Yale makes a complete line of Chain 
Blocks—Spur-geared, Screw-geared, 
Differential—each adaptable to many 
specific purposes. Any salesman of 
Yale Material Handling Products will 
give you full engineering advice and in- 


formation as to how the right Yale 

Cut open view of — block will best serve your purpose. 
Yale Padlock 

YALE MARKED IS YALE MADE 
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Lighter in Weight 
—But You Get 


Longer Service 


REEVES Wood Split Pulleys weigh less 
than cast iron or steel— but they are 
stronger, last longer on the job! And 
REEVES Pulleys are more efficient—they 
run truer, and transmit more power. 


Besides, REEVES Pulleys cost less — in 
the original purchase price as well as in 
upkeep expenses. And this, together with 
higher efficiency and longer life, gives a 
few of the reasons why thousands of man- 
ufacturers will have nothing else in their 


plants. 


What kind of pulleys do you sell? 
REEVES Wood Split Pulleys have been 
money-makers for distributors since 1887. 
Chey are easy to sell because they have so 
many features which quickly prove their 
superiority. Write us today for complete 
information about open territories and dis- 
counts. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana. 


REEVES 


Wood Split Pulley 


Uh ita M-33 


istruction I 
1 the REEVES line 
Send for it and find out wi 
d i nd 

isand fu have found 
hat REEVES Pu are 
the finest they can buy at 























Your customers know that 


the accuracy of Mason 


Regulators does not dimin- 
ish with long, continued 
use 


one of the reasons 
why there are more Mason 
Regulators sold than any 
other make...and why it 
is profitable for you to sell 
them. 


Write for a copy of Catalog 62 
describing the complete line of 


Mason Regulators for every 


pow er and process service. 


r, 1927 











MASON REGULATOR CO, 


Boston, Mass. 
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Dependable — Power — Transmission 





The First Step Towards Power Saving 










N transmitting power, bearing friction, shaft 
misalignment, slipping belts, and many other 
factors may be entirely avoided if the Power 

e Transmission Machinery and Appliances are 


THE 
OO 

















SONS CO. chosen with care. 
LINE The T. B. Wood's Sons Co. has been manufac- 
— turing and perfecting its transmission equipment 
of Transmission since 1857. With 70 years experience in success- 
Products fully reducing power transmission costs among 
the numerous industrial plants the world over, the 
—— Company feels that with its prestige and the con- 
ss A fidence it enjoys, it can offer its power transmis- 
Rope Drives sion appliances under the broadest possible 

Friction Clutches 


guarantee to the user. 


Pulleys 

Pha onal Whether it is a Pulley, Hanger, Coupling or a 
pee ‘ 5 ‘ ; 

Conveyors complete installation, the product is so carefully 
Ball Bearings _ designed and manufactured that the name—T. B. 
ter See Wood's Sons Co.—stands as a guarantee of 
and the “U. G.”’ Auto- 5 


matic Belt Contactor 


quality. 
{ Worth-While Line for Dealers 


T. B. Wood’s Sons Co. 


Chambersburg, Pa. 








Pulleys Hangers 


Clutches Couplings 


See our Exhibit at the POWER SHOW, December 5-10 Spaces 
179-480, Grand Central Palace, New York City. 
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And Now the 
New Badger 


Comes Out ina 
New Dress of 


Battleship Gray 
and Royal Blue 


For many years we have been making mechani- 
cal improvements in New Badger Car Movers 
to make them deliver maximum power with 
minimum labor, wear and breakage. In both 
principle and workmanship we know they are 
unexcelled by any other mover. 
Now we have added the final touch by improv- 
ing their appearance. The castings will be 
dipped in Battleship Gray, instead of the cus- 
tomary black, and the natural finish handle will 
be set off with a well designed transfer done in 
blue and gold, with the badger in his natural 
color. 
The new style finish will also be used on the 
Advance Safety Car Wrench. Although this im- 
provement adds to the cost of production, the 
prices of these car tools will remain the same 
and your next order will be filled with tools 
with the new finish—and with new sales possi- 
bilities. 

Write to us for further details and prices 


The Advance Car Mover Co. 
Appleton, Wis. 
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New Badger 





















car movers 
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Sell Customers This 
M-A-N S-I-Z-E 


Steam Trap 


Selling a customer a small, weak. 
undersized steam trap is compara- 
ble to sending out a boy to do a 
man’s job. 

When a customer wants a steam 
trap he thinks of a steady, positive. 
continuous drainer of condensation 
that will give a maximum of heat in 
the heating system and show a sav- 
ing on the fuel. 


He wants a trap that will func- 
tion 100% with a minimum of 
trouble and upkeep expense, and 
he looks to you to select that trap 
for him. What trap will you give 
him? 

Sell him an Anderson Steam 
Trap — man size — sturdy, strong 


and capable of any job. 


They are made of good strong 
materials, wonderfully well-de- 
signed. No “free trials” are neces- 
sary, yet they are fully guaranteed. 
Anderson Man-Size Traps bring 


back satisfied customers. 


The V. D. Anderson Co. 
1944 West 96th St. 


Cleveland Ohio 
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Why This I ncreasing Demand 


for Ohio Brass Valves? 


STANDARD, recognized quality of materials and 
workmanship for every class of service. Close co- 
operation with Wholesalers, through whom ail O-B 
Valves are sold. These are the chief reasons for a de- 
mand that has increased steadily and surely ever since 
&88, when the first Ohio Brass Valve was made. These 
are the reasons, too, for the favorable opinions and 
recommendations of both users and Wholesalers, when- 
ever mention is made of Ohio Brass Valves. 


Show O-B Globes and Gates to all your valve customers 
and prospects. Let them examine critically every detail 
of O-B design, workmanship, finish; note the easy oper- 
ation and tight shut-off of all Ohio Brass Valves. Then 
compare them with other valves. If your customer is 
a good judge of values, another steady valve user is 
added to your list right there. 


Are you taking advantage of the opportunity which Ohio 
Brass Valves give you for increasing sales? For com- 
plete details address 
Ohio Brass Company 
Mansfield, Ohio 
7i2v 


Ohig,Brass Co." 


NSU STORS 
UNE MATERIALS 
RAIL BONDS 
CAR npr sagged 








v'SALES NEW ) YORK PMY ee ely PITTSBURGH CLEVELAND MATE SERIALS 


B 
OFFICES: SAN FRANCISCO LOS ANGELES 





DAGGETT Ball Bearing Loose Pulley 





DAGGETT Ball Bearing Journal 








The CHICAGO Line _ Ball Bearing Equipment 


Profitable Specialties 


In the smallest plants and in the 
largest industries, you will find 
CHICAGO LINE Ball Bearing 
Specialties rendering satisfactory 
service. Well advertised — Gener- 
ous Profits. 


Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 
All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
19 No. Desplaines St., 
Chicago, Ill. 
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ONVINCING records for long, steady, economical service have 

been made by U.S. Grinders throughout the world. And 
no wonder! They are designed and built to withstand continuous 
production under most severe conditions. Rugged construction 
eliminates vibration; only finest materials assure minimum wear. 
When you sell the U.S. line, you have the sales advantage from 
every angle. And the right kind of policy and co-operation are 


back of you. Write for new catalog today. 


U.S. 
Heavy Duty 
4-Ball-Bearing 
Grinder 


for A.C. or D.C. 


Powerful motor is of 40 degree 
que centigrade rating, with 100 per 
te cent momentary overload capac 

peer hica, | ity. Four heavy SKF Ball Bear- 
; soo! 60 CG ings (in dust-proof be x8) support 

i heavy one-piece nickel steel 
spindle. Remote control in base 
assures motor protection under 
all conditions. Overload cut-out. 
No voltage release, etc. Six sizes 
from 18” x 3” to 30” x 5”. For 
220, 440, 550 volts two or three 
phase; 25, 40, 50, 60 cycles A.C.; 
110, 220 volts, D.C. 





THE UNITED STATES ELECTRICAL TOOL COMPANY 


Oldest Builders of Electric Drills and Grinders in the World 
2498 West Sixth Street Cincinnati, Ohio, U.S.A. 





Portable Electric Drills 
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Enduripgas the Hills | 


That basic quality which means long life, enduring service, rock-ribbed 
strength is part and parcel of Cocheco Belts. 





Records of twenty years’ constant service are common for Cocheco; heavy 
service, too, continual strain that would take the heart out of any but the 

















best belting, and out of any belting 
except leather. 


For a long pull and a strong pull 
specify Cocheco. Adapted for every 
service from the extra heavy, extra 
wide main drive to the single ply nar- 
row band for high speed machines. 


We'd like to mail a booklet describing 


Cocheco in the making. 


I. B. Williams & Sons 


Dover, New Hampshire 


New York Detroit 
: Chicago Dayton 
¢ .% Boston Greenville 
. ‘ ’ | 
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What Linke Sys 
bout Timken Bearings 





Why We Use Timken Anti-F riction Bearings ere 





Ey o= ne H- 
en een tert te w 


Reproduction of Pass ; 
Data tet se 144-page UST as any structure to be secure must rest upon a firm pase. so a fe 
the Link ipa by successful conveyor idler must be built upon 4 substantial bearing. r 
-Belt Company The efficiency of the idler, more than any other one thing. determines Ae 
the service given by the conveyor. For this reason we Use the + F 
best bearing for a belt conveyor ;dler—namely. Timken Tapered § 
Roller Bearings. 
EVER in the hi The durability of Timken Bearings has been thoroughly proved in eZ 
Belt Con e history of many fields, notably the automobile industry. In automobile front iY 
Seis tenet veyor construc- wheels. these bearings operate under similar conditions but more 
an ee ere been so strong severe than that which 1s imposed upon bearings mounted in belt ft 
+ orsement of Timk conveyor idlers. e use as large bearings as are found in many Les 
apered Roller B en automobile front wheels, yet the diameter of idler rolls (and conse- Be 
Years of experien sccaghare i quent shock 1n belt conveyor service) is VETY much less than that of iy 
every condition of “est pra the automobile wheels. eh 
a have satisfied ce ee Belt conveyor service demands a bearing that will carry both iy 
ompany that no “Belt heavy radial and thrust loads, on an anti-friction basis. At the eats 
of bearing is st gp type same time, the bearings must run with very little attention year in ah 
enous tee — y and rigid and year out. The fact that Timken Tapered Roller Bearings eats, 
herd servi s extremely have successfully demonstrated their ability to meet these require- ee: 
rvice. ments is Our reason for using them exclusively 1m Link-Belt Anti- eae 
THE TIMKEN R Friction Belt Conveyors: Hig 
co? OLLER 4405, 
MPANY, Saeaa aeene Be 
LINK-BELT Bate! 
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The Empire Jvew Process 
Bolt with threads that 
match the accuracy 
of gauge threads,and 
withits tensile strength 
up beyond 80,000 lbs. 
is worth.alot more mon: 
ey to you than anybolt 
you can buy. Yet the 
price remains the same 


RUSSELL, BURDSALL & WARD 
©® BOLT & NUT COMPANY © 


PORT CHESTER.NY,. 
Branch Office: Branch Office : Branch Strimple & Gillette | Maydwell & Hartzell, Inc. 
Street 8-168 th Street 


Straus Building General Motors Bldg. Factory: 169 Jackson Stree 158-168 Eleven ree’ 
CHICAGO DETROIT ROCKFALILS, Ils. SEATTLE SAN FRANCISCO 





Y MEGkErs or Bolte wWuis ¢vd Rivets Sin eats.) 
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Operates Tt ~~ 


— Eally 


No Tarzan — no Giant — not two men — but just one 
ordinary shopman is needed to force a row of Clipper 
Belt Hooks cleanly and uniformly into both ends of a 
belt up to 8 inches in width in 12 minutes — if a Clipper 
No. 8 SPEED Lacer is used. 





It seems fantastic that by a simple turn of a crank a 
machine so small and so compact can develop a pressure 
of 45,900 pounds on a belt surface. It seems more fan- 
tastic that an ordinary man can turn a crank that devel. 
ops such power. Yet this can be done — and is 
done -— all over the country —~— every day. 












To join the ends of any belt up to 8 ing 
114 minutes, a speed unequalled by 
device, is a feat in itself. Yet it 
day work of the Clipper Ng 


Noor 
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“Fairbanks - » Hand Fone *ks are a Universally Well- 
known and Satisfactory Product. 


Go where you will, in small town and large alike, throughout the breadth of the land 
(and in a great many parts of Europe and South America too) these trucks with the well- 
known name “FAIRBANKS” down the sides of the handles or along the edges of the plat- 
forms can be identified along the sidewalks, on the steamship piers, railroad and express 


loading platforms, in mills, factories and warehouses— and everywhere standing up and 
giving far more than an average service. 





st Make no mistake, when you buy a “FAIRBANKS” Hand Truck, you get dollar for 
» dollar. 


i This reputation for value received has been built up, not in a year or so, but over a 
period of some fifty years—fifty years of dependable service and complete satisfaction. 


“FAIRBANKS” —the Universally Known and Used Hand Truck. 


“Wood for Flexibility and Strength 


& 
naa 


Steel Bound for Protection” 
The Complete Line-—-A Type for Every Purpose 


The FAIRBANKS COMPANY 































Boston New York Pittsburgh London. England Factory Rome, Georgia 
oe Distribution in All Principal Cities 
pu 2 . er S + ioe me Hi, Sites . : 
J} 
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Value — 
Equipment 


WHEN you SELL a piece of Lupton equipment, 
you do the buyer a favor. You give him an Lupton Pipe and Bar Racks 
article of lasting utility and economy which 

will render a lifetime of service 

Here are two Lupton items which have large 
sales possibilities. Ifyou place them with only 
a part of the shops and factories that want 
them, you'll observe a healthy growth in your 
sales volume. 

Get going on Lupton Steel Equipment now. 
Write for prices, discounts, and full details. 
D sh LUPTON'S SONS COMPANY 


Alleot vy Avenue , Ph ilade *Iphia 
tke ape eel Products since 1871 


Lupton 


STEEL Paeowear: 
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Strong angle tron 
struction, riveted an d 
weldec Base 22” x 22” 
fetal itz” - Shippe d assem- 
bled. Pric e, $2 rach, 


F. O. B. Philade Jphia 


Lupton 
Tool Cabinets 


A handy cabinet that 
keeps tools close to home. 
Shelves adjustable on 3” 
centers. Door has a good 
doe k. Price, $25.20 each. 


F.O.B. Philadelphia 
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and we have developed the largest 
business in the world in Mechanical 
Rubber Goods on the basis of 


Effective Co-operation with 
Ine 1radae. 





i 


Let us tell you about our specific facilities along this line! 
BOSTON WOVEN HOSE & RUBBER eR Cambridge, Mass. 


Makers of High Grade Mechanical Rubber Goods for 50 Years 





» © 
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“Makers of 


| Business Prosperity” 











The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--acode 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 


dependable products. S 
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USINESS journalism has established a great clearing 
house of information,” says Mr. Schwab, probably as 
widely recognized for his human understanding of selling 
as for his capacity as a great manufacturer. 
“You cannot have prosperity,” Mr. Schwab, “with- 
out confidenc cannot have confiden 


says 
1 

e, and you 

free and honest 


ce without a 
exchange of information.” 


That is the platform this publication stands on. Business 
publications which succeed are more than a collection of 


editorial and advertising pages. 

* * * * 
Every publication has its specialized field of service and 
plays its part intimately in the interchange of information 
and opinion, which is the basis of prosperity to which the 
captain of steel refers. 

x * * x 
Both editorial and advertising pages are made to fulfill 
this great responsibility. The men and methods the editors 
select for their pages and the advertising which the clients 
of this paper buy to inform its readers of their products, are 
brought together between the covers of a business journal 
for intimate help and service 

When you have read both editorial and advertising 

sections and you have a complete knowledge of the service 
the publisher of this journal has prepared for you; then you, 


like Mr. Schwab, will see it--a Maker of Prosperity. 





THE AssociaTED BUSINESS Papers, Inc. : 


This salient is a member oe 
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LEFT: View showing Fainir 
Ball Bearing Hanger Boxes 
on line shafting at The Arter 
Grinding Machine Co.. 
Worcester, Mass. 


RIGHT: The Fafnir Double 
Ball Bearing Hanger Box. 
Fits all standard frames. 


Read what one user says about 
Fafnir “continuous satisfaction” 


“TN 1920 we equipped our line 

shafting with Fafnir Ball 
Bearings. Result—immediate re- 
lief of an overloaded motor; sub- 
sequently we drove new equip- 
ment from the same line. 


“The continuous satisfaction given 
warranted our ordering additional 
Fafnir Bearings for line shafting 


in our new factory just completed. 
We found the old bearings after 
six years’ service to be in excellent 
condition, and so used them in 
jack shafts and countershafts 
throughout the plant.’”—Quoted, 
with permission, from a letter re- 
ceived from The Arter Grinding 
Machine Co., Worcester, Mass. 


A typical Fafnir installation! 


THE FAFNIR BEARING COMPANY, NEW BRITAIN, CONN. 


Makers of high grade hall bearings—the most 
complete line of types and sizes in America 


IRAIFINIIR 


BALL BEARINGS 


Molybdenum 


IN BOTH RINGS AND BALLS. 





When writin 
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that excels in Service 
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fer Pacemaker 
ee ‘Belting 
Pacem au, 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 



































KIELEY 











Secure 
This 
Book 


The New Kieley No. 57 Catalogue 
of Steam Specialties is practically 
a Catechism of Specialties for Job- 
bers of Steam Heating and Plumb- 
ing Supplies. 


Kieley & Mueller, Inc. 
34 West 13th Street 
New York City 




















INJECTORS 





600,000 


Satisfied Users of U. S. Automatic 
Injectors requiring repairs and 
replacements, together with an 
assured and proper profit to the 
jobber through our established re- 
sale prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 
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No. 888 ~ A//-Hard 








ee te oe da dn ee 


No. 9777 ~ Flexible—Soft Center 


HARD CENTER—SOFT CENTER 
Hack-saw Blades 


Famous for temper and cutting qualities 
No. 888 Goodell-Pratt A//- ally tested by us, under actual shop condi- 


Hard hack-saw blade is made _ tions, in order to guard against any devi- 


from high-grade, hot-rolled steel, ation from our high standard. 


.025 inch thick, with length running You cannot buy better hack-saw blades at 
with grain. any price. 
No. 777 is flexible. It has hard back and We also make special tool-room hack-saw 


teeth, with soft center. It is not apt to break — blades, and special .028, .035, .050, and .065 


when subjected to severe twists and side hack-saw blades in all lengths for power 


strains, through operator’s awkward stance. machines. Complete details of this line and 
The teeth of all Goodell- — . —_____—_ the rest of the 1500 Good 
Pratt hack-saw blades are GOODELL-PRATT HACK- Tools, for carpenters, ma- 


SAW BLADES ARE MADE - ; 
formed, sharpened and set, chinists and mechanics, are 


14 teeth to the inch 





and the holes are punched For Iron aud Steel Rods o- Bars covered in our 400- page cata- 
‘ 20 teeth to the inch : ’ 

by our own special labor- Fer tous Talingar Plan log, which will be sent you 

: , . 24 teeth to the inch s — 
saving machinery, Every step se Sd Matalin Rieke talons free on request. No finer 
. ° 32 teeth to the inch ; 
in the hardening and temper- tools are made than 

Pe For Thin Steet Sheets or Tubing 
ing process is controlled by Regular blades, 14 teeth to the those that bear the 
. i inch, will always be shipped 

electric devices. | unless otherwise specified in | name Goodell- 


| ordering. 


These blades are continu- aS | Pratt. ee 





tf "F ° 
GOODELL-PRATT COMPANY e49e(m1tifa, GREENFIELD, MASS. 
————— 


ODELL PRAT 


1500 GOOD TOOLS 















STANDARDIZE 
o* GOULDS PUMPS 
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Fig. 1531 
Pyramid 
Double-Acting 
Power Pump 
6 to 114G. P.M 


i 


Fig. 1741 
Automatic Oiling 
reamed Pump 
8 to 43 G. P. M. 


ed 


Fig. 1281 
wer Rotary ee 
ae P. 


wt 





Fig. 3010 
Centrifugal Pump 
15 to 1050 G. P.M 


€ 


Fig. 1695 
Automatic Oiling 
‘Power Pump 
210 to 720G. P. H 


Smaller 
Investment 


Ability to meet all the de- 
mands of the trade with a 
small, standardized line of 
pumps is advantageous to 
every mill supply man. It 
means a smaller investment, 
with less money tied up in 
stock. It eliminates the neces- 
sity of warehouse storage, 
with its consequent expense. 
It removes considerable over- 


head. 
More Sales 


Salesmen become thorough- 
ly familiar with the standard- 
ized line, are able to talk 
intelligently about each par- 
ticular pump, regarding the 
service it will give and its 
operating conditions. Where 
the salesman is thoroughly 
familiar with his product, 
there can be no question that 
more sales will result. 


Greater Profits 


The Goulds _ standardized 
line of pumps brings greater 
profits to the mill supply man 
because of the smaller invest- 
ment, smaller overhead in- 
volved in handling and re- 
duced selling costs. 


A Pump 
for Every Need 


Among the Goulds stand- 
ardized line of pumps is a 
pump for every known pur- 
pose: for city and country 
water supply; Booster Serv- 
ice; Mine and Quarry Drain- 
age; Road Construction; 
Handling Sewage; Gasoline 
and Oils; Brine Circulation; 
Irrigation; all kinds of Liquid 
and Semi-Liquid Products; 
Vacuum Service, etc. Let 
Goulds cooperate with you in 
building a more _ profitable 
pump business. Mail the cou- 
pon below. 


GOULDS PUMPS 


Incorporated 


Seneca Falls, N. Y. 


Goulds Pumps, Incorporated 
Seneca Falls, N. Y. 
Dept. MS No. 


We are interested in increasing our 
Pump Business. Please send us fur- 
ther intormation regarding the 
GOULDS standardized line of 
pumps. 


Name 


Address 


When writing 
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A superlative belt 
plus our help in 


selling it 


Our plans for fall and win- 
ter business are complete. 
Never have we been in bet- 


ter 
jobber 


position to assist 
in the sale of 


product. 


the 
our 


A new direct-mail cam- 
paign will go to buyers in 


your territory. 


We will 


gladly explain it to you be- 
fore it is released. A chat 
with us incurs no obliga- 
tion. 


xB 
(BELTIN 


TRADE MARK 


42 FERRY STREET 


Main Office and Factorv 





Tanners 


Belt Manufacturers 


NEW YORK 


DUXBAK 


WATERPROOF 


LEATHER BELTIN G 














tse mention Mitt Supprirs 
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Piece Outside Inside Approx. 
Number Diameter Diameter Length Weight 
A 1 1, 12 2, 
\X % 12 1% 
13 1% li, 12 4 
BW 1% fs 12 3% 
13N 1% 1 12 a 
Ox 1% i, 12 1% 
c 11% 12 14 
CA 1% 12 5 4 
I> I i L2 Y 
DA 1% l le 6 
IX 1 34 }1 12 41, 
ae » 10 
In rs l le S% 
KA ? 11, 12 71, 
EB ’ 1% 12 
IX ? 12 11 
I" é LY 12 10 
IrA oY, 11% 12 $4 
Gx 216 12 1 
GY 214 114 12 133, 
G 21% 1% ie 1034 
GA 21 134 12 O14 
GE 2% 1 12 19%, e 
wooo es Making It Easy to Job 
ew 2% 1%, 12 1514 
H 2% 1 12 12% 
HA 2% ° 12 1014 
re a Ce ronze Bars 
TA 3 114 12 29 
IW : 11% 12 21 : ; 
11 3 18, 12 18 You can buy 88 stock sizes of Bunting Phosphor 
| 12 14% Bronze Cored and Solid Bars. You can get as 
2% Be 11 ‘ . 
oa , t?, ‘9 oa many or as few as your stock needs require when- 
> i i le -6 4 P 
ie 1, 11, 12 25 ever you want them. Ali our branches carry ample 
IG M4 + 12 22 stocks. And your customer knows and respects 
1 Pd ly, 
1H 2% 2 12 18% the metal. 
J ,Y, 2%, 12 1614 
JD 1% 12 33 
Je il, 11, 294 
Ce a) ee THE BUNTING BRASS & BRONZE CO. 
JE iM 7 - ae TOLEDO, OHIO 
A 3% 2, 2 2 
Ix 31% 21, 12 18 BRAN( ES AND WAREHOUSES A 
, ae ey 
KG 3% i% 12 34% NEW YORK CHICAGO BOSTON 
Ne oy 1 lo 76 Lafayette St 2015 S. Michigan Ave 36 Oliver St 
INA 3% 2 12 291% Canal 1374 Calumet 6850-0851 Iancock $ 
IKIe 33 21, 12 2614 PHILADELPHIA SAN FRANCISCO 
KB 3%, IU 12 23 1330 Arch St IS Second St 
KX 3%, 2%, 12 24) Spruce : i Douxlas 6245 
Kxc* 4 1 je 43 34 Export ee 
KH ' 11, 1° 4014 Toledo, Ohio 
KD { 2 12 35 s 
= a a SOLID BARS 
= ' : . ed Me Outside Diameter Length Approx. Weight Outside Diameter Length Approx. Weight 
sl> t 1% 
LE 114 ? 12 4114 ‘ 12 11 21% 2 15%, 
1 41% og 12 241% ; 13 14 = 58 2 22 
LD 4, 3 12 26 3% “8 12 214 - 20 
: ° 9 ° 1 12 : 1 2 31 
\i 11, ZY, 12 21 = i. 2. 
MA 414, 1% 12 521 1s af i - wo 
MD 114 214, 12 11 14 = + 
; as ae Ft 13, ‘2 Vy 4 12 46 
MI 4% 2% 12 1 11 12 63, 11, 12 53 
MAA 3 3 17 Ls, 12 . 1, + “ 
Mile 5% 2% 12 70 9 12 121, 1? ree 
ML 6 12 79 o4 1? ng 6 12 10 


























Machinists and Pipe Fitters will tell you— 


‘The Only way to appreciate a Yost is 
to own one” 























Machinists’ 
Vise 


Machinists’ 
Vise 






Drill Press Vise 











Guaranteed 
Throughout! 


A Complete Line for Your 
Customers to Choose From 


24 STYLES 109 SIZES 











Chain a 
(Pe Ef Pipe Vise Combination 








Pipe Vise 





Hinge Pipe 
Vise 


o1ze 
Holds pipe 1% 











Ask for Catalogue of the Complete Line 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 
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Where 40 tons erected was considered a good day’s work, this superintendent with a 


Universal Crane 


and 
Telfax Tape Marked 
Factory Certified 
erected 65 tons of light steel daily. 
This crane belonging to Flint Builders Supply Company, equipped with a 24 ft. boom 


and standard 16 ft. boom head extension, erected the steel for a 3300 ft. conveyor 
system, which necessitated placing 80 ft. booms 29 ft. in the air. 


When you have a job that must be finished on time, Williamsport is the safe wire rope 
to use. You get what you pay for when you buy Williamsport Certified Ropes. 


Williamsport Wire Rope Co. 


Vain Office and Works General Sales Office 


WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 


Use MADESCO Tackle Blocks—They Stand the Gaff 
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Chisholm-Moore 
manufactures a 
complete line of 
overhead material 
handling equip- 
ment. Below are a 
few C-M Products. 
The catalog de- 
scribes them all. 
Write for it. 


Model K Cyclone 
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I qn duires 18% on 
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Matchless Trolley 
ie ’ © ficient Sizes are Prop 
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Low Headroom Hoist 
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HESE features 

make the 
WY, Cole (3 Gia etem enters 
Potitatselepenleiacaen 
peveyeetter:Te-vetem Ceyettc 
est-lived light- 
weight high-speed 
chain hoist you 
can buy. 


L. 


Anti-friction bear- 
ings in all rotating 


parts. 
ee 


Load wheeland gears 
of spécial alloy steels 
insuring long life 
and safety. 


2. 


All moving parts 
packed in grease in 
a dust-proof, oil-tight 
housing. It needs 
refilling only once a 
yer tam thete (a amelucttat tay 
usage. 


4. 


Steel swivel hooks, 
drop forged,'heat 
treated and proof 
tested. Lower hook is 
equipped with aTim- 
land elattiam ele tattle 


5. 


The patented exclu- 
sive gyrating princi- 
ple which makes pos- 
sible keeping more 
than twice the usual 
atttelels ame am ttiamicts 
teeth in mesh at all 
times. Another im- 
portant safety fea- 


ture. 
6. 


Special, electric 
welded, heat treated 
and proof tested 
chains. Guaranteed 
the strongest and 
best wearing chain 
rel ole-ttet-te) (cree batitta tat 
safety again. 


a. 


There are many 
more points of su- 
periority. Write for 
them. 


iy 





‘T’S the weed which has definitel 


~~ ig 
taken the Model K Cyclone out of the 


“Médets” 


category of “Ime and has 


garked:it-as setting entirely new long-life 
“Aroist standards. | 


In atésthaone-ton Model K Cyclone, chosen at 


random from stock, Was operated: continuously, 
lifting a one-ton load, day and night, for 320 
hours —the equivalent of lifting and lowering 
38,400 one-ton loads. 


At the end of 320 hours the hoist was eke 


apart and thoroughly examined. 


Not a défective part-and very little’sign of wear 
could be found in the hoist mechanism. 


When it is considered that under exactly sim- 
ilar test conditions. other one-ton hoists rarely 
reach the two-hundred. hour mark ‘without're- 


quiring some sort of replacement part, the ‘true. 
‘significance of our Model K guarantee is.quickly: 
unde tebsnd - acanibeah Eaeea Without Repairs.” 


That guarantee is your assurance that the 
Model K Cyclone is the most economical hoist 
you can. buy—in point of years of service, of low 
maintenance bills and savings in labor time 
and expense. 


THE CHISHOLM-MOORE: MANUFACTURING CO; me 
3028 Lakeside Avenue 


BRANCHES; 
NEW YORK PHILADELPHIA 


Representatives in All Territories for Prompt orice: 





‘Cte vetand, Obie, 
aan: orivaluheHt ‘ 





C-M ideas have 
stopped wasting 
men in these 
plants. They can 
do the same for 
you. 
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Use Bristos in 
your own product 


_ Mati _ Bristo hollow safety set 
: ep eae ,» screws have qualities 


k at Uae th 8 which every manufac- 
W B F ( wi ad, On \ turer strives to build 
© ac O ur : f Le into his product—abso- ' 
D 1 ~ t r 1 b u t O r & | ©; —j a @ lute dependability and 


Dependable Bearings Mean Profitable Production 


ong life. 
long lif 
When a distributor stocks a new line : Bristos set up solid and 
of goods, he needs some convenient id: : you can depend upon 


way of telling his trade about it. We : them to hold where 
have worked outa plan for our dis- strain and vibration are severe. 

tributors that not only intrcduces 
Argus Genuine “A” and Edison Bab- 
bitts to their trade, but by periodic 
follow-ups, keeps telling them about 
the metals. 


Where the “quick adjustment” feature is desired, 
Bristos are doubly valuable because they always 
respond to the wrench quickly, 
tight the set. 


no matter how 





The socket is so designed that the wrench grips 
Back of our cooperative selling plan the screw perfectly, and will not damage the 
is the great Argus smelting plant socket even when great pressure is applied. It 
with a capacity of 75 million pounds is this patented socket that puts long life and 
of white metals a year, and prompt extra service in Bristos. 

deliveries from warehouse stocks in 
Savannah, Ga., Portland, Ore., Mem- 
phis, Tenn., Houston, Tex., and 


Bristos cost less than you would expect to pay 


for such performance; in fact, no more than for 
many others which cannot 


New York City. equal Bristos. 
Why not use the coupon and let us | [he advantages of the 
tell you more about it? dovetailed flute socket— 





used only in Bristos—are 
explained in our Bulletin 





ARGUS SMELTING COMPANY 820-H; also complete in- 
formation about the line. 
393 Seventh Avenue Write The Bristol Co., 
New York, N. Y. Waterbury, Conn., makers 
. of Bristo socket head cap 
screws. 


Many a Successful Business Connection Began with a Coupon 


Argus Smelting Company, 
393 Seventh Ave., New York. 


STO. 


Safety =~ 


SCREWS 


You may tel! us about your sales proposition. 
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“SMALL in SIZE— 
GREAT OTHERWISE! 


Williams’ reputation for quality 


De RE NOR 


tools is exemplified in the Gen- 
uine Williams’ ‘‘VULCAN”’ 
Vise. 


The “Vulcan” features,—en- 
tire wrought-steel construction 
—light; unbreakable;  drop- 
forged jaws, base and handle; 
positive grip, instantly locked 
or released by a turn of the 
handle, make instant appeal to 
the skilled worker. 


A large percentage of the 
delays in industry today can 
be charged directly to poor or 
inadequate tools. Wherever 
pipe must be held, the Genuine 
Williams’ “WULCAN” Vise is 
the last word in efficiency. Bolt 
one on your counter and watch 


it attract the real mechanic— 





your best customer. 


Four sizes for 
J. H. WILLIAMS & CO. ie" 10 8" pipe 


“The Drop-Forging People” 
New York BUFFALO Chicago 


GENUINE 


Trade 


$s 
e? 





Mark 


DROP -~FORGED 


CHAIN PIPE VISE 


ention Mrii Suppiirs 










































COMPILE AND PRINT YOUR NEXT 
CATALOG 


—With Advantages 
NOT Obtained Elsewhere— 


1. Saving in Cost and Time. 
2. Delivery When YOU Want It. 


3. Prepared by Experienced and 
Efficient Compilers. 


4. “Keep-Up Service.” Keeping to 
date your loose leaf Books. 
Unique—and fills a Long-Felt 
Want. 


— OTHER VALUABLE FEATURES — 


A Letter from You Will Bring Full Information 
No Obligation 


THE CUNEO CATALOG SERVICE 
COMPANY 





2242 Grove Street Chicago, Til. 
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NPARALLELED progress has 
! been made by Oster inthe past Meee tte 
three years in the discovery -_ from a light socket—in 
and development of entirely suatlany avive ap te ¥ 


new and exceptionally economi- 
cal methods and equipment for 
threading and cutting pipe. Pipe- 
threaders who have kept in touch 
with Oster during this time are 
threading pipe today at a low cost 
not dreamed of three years ago. 





e. THREADINC equipment that saves 
time, money and energy for the user is 
easy to sell. That’s why jobbers every- 
where are finding Oster a quick-selling, Bull-Pup Die Stocks 
profit-making line. From the smallest nial 
Bull Pup Die Stock to the largest heavy 

duty, stationary pipe-threading machine, 
there’s an Oster tool that will do any 
pipe-threading job quicker and better. 
The latest Oster catalog describes the 








most complete line of pipe-threading Bull Dog Die Stocks 
equipment in the world. Bulletin No. 72 ag © = 


ratchet type. 


describes the new No. 414 Power Boy, 
the first really portable, heavy duty pipe- 
threading machine. The catalog and 
bulletin will be sent promptly, on request. 


THE OSTER MANUFACTURING COMPANY 
2087 East 61st Place + Cleveland, Ohio 


OS 


When writing to Advertisers please mention Mint Supprirs 





Receding Die Stocks 
Three sizes—for 
al" to 4" pipe. 





THT 
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Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 
Phone: Monroe 5356 and 5357 


HARVEY, ILLINOIS 
Chicago Phone: Pullman 6490 
ee rae 


Jhe PROPER AIR SUPPLY 
in Heat Treating 
Saves Tim 


Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 
























and 
ALL GAS 








Pressui e 


or Vacuum from the same 


Machine 
The inlet gives the vacuum and the outlet 
I pressure without reversing the rotation. 
Centr ifug al force holds the wings out against 
tl linde as they revolve, scooping up the 
i hi centrifugal force is always present 
and never wears out as springs do. 


Our complete illustrated cata- 
log is free for the asking. 


FURNACES 


LEIMAN 


AIR PUMPS 


BROs. 
Few parts, and those large and stronz, means long Also used for Fuel Oil Burning 
life for the machines. If you have had all sorts of - 
trouble with other air pumps, you owe it to yourself Thousands are in daily use feeding paper in 
to try ‘tale because they are continually dis- printing presses and other devices, filling bot- 


placing other makes in the most difficult service. 


These machines are very accurately made, each part oil, 


being furnished and fitted with skil! such as to t 
found only with the highest grade products 


LEIMAN BROS. 


tles and tubes with the products of the 

laboratory and factory, heating homes with 

lifting and blowing all manner of stamp- 

re ings, chips, etc., from machine tools and for 
hundreds of other uses. 


23 WALKER STREET 
NEW YORK 


Vakers of good machinery for nearly half a century 





Advertisers please mention Minin St 


PPLIFS 
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Investigate 
“INSWELL’’ 
Possibilities in 
your territory 


Ask us for data on the 
“Inswell”’ proposition 
for your territory. Put 
vour chain sales ona 
“repeat” basis. 


THE COLUMBUS MCKINNON 
CHAIN COMPANY 
General Sales Office: Tonawanda, N.Y. 
Factories: Tonawanda, N.Y., Columbus, Ohio 
In Canada: 

McKinnon Columbus Chain, Ltd., 
St. Catharines, Ont. 


When writing to Advertisers please mention Mitt Supp.ties 
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ARMSTRONG 
QUALITY TOOLS 


insure maximum service and 
real satisfaction 


ARMSTRONG products are 
builders. 


good will 
They satisfy the shop superintend- 
ent or foreman because they give long service. 
They please the mechanic because they enable 
him to do his best work. They are preferred 
by the mill supply salesman for he profits by 
the repeat business they create. 


The ARMSTRONG Trade Mark on a tool . 


is the highest Guarantee obtainable for Qual- 
ity Materials, Superior Design and Excellent 
Workmanship. 


Add to your profits by pushing the Line of 
Recognized Quality. 


The Full ARMSTRONG Line Includes: 


“ARMSTRONG” “ARMSTRONG BROS.” 


Tool Holder- Solid Stocks and Dies 
Lathe Dogs Adjustable Stocks and 
Clamp- Dies 

ma ; Pipe Cutters 

Ratchet Drill- Pipe Vises 


Drop Forge Wrenches Pipe Wrenches 


Write TODAY for your free copy of Cat- 
alog B-27, just out. Shows full line with 
descriptions, sizes and prices. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave. 
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Wrench Won'’t— 


NUT SPLITTER WILL 


Nuts peened or rusted on may be 
easily split by a Porter Bolt Clipper 
with standard Nut Splitter jaws 
|(either side or end on). These tools 
the largest size will easily split 
the nut of a §-8" bolt, and if prop- 
“ erly used will not dam- 
age the thread on the 
bolt, 


ae rane 


1mPp 






s26 6 
arecutting tools develop- 
ing great power through 
leverage and a form of 
toggle joint. They multi- 
ply man-power about 70 
times. Made in a number 
of styles for cutting bolts 
and rods, splitting nuts, 
cutting chains, etc. Mod- 
eratein cost and essential 
toolequipment for bench, 
shop, or kit. 


Sold by Jobbers and Supply houses everywhere 
Ask your dealer or write to us for booklet 


H. K. PORTER, INC. 
EVERETT, MASS. 
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Hercules captures the deer 
with the golden horns—his 
third task 
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Hercules—The Superman of the Ancients 


In the days of Hercules, there roamed the 
forests of Arcadia, a most beautiful doe. So 
lovely was she that Artemis, goddess of the 
chase, gave her a pair of golden horns to 
protect her from the huntsmen. As his third 
labor Hercules was ordered to capture this 


©1927 W-B-D 


graceful beast alive. For a year he pursued 
her, although she was always in sight he 
could never catch her. Finally he wounded 
her very slightly with an arrow as she was 
drinking at a brook and, lifting her lightly 
to his shoulders, carried her to the king. 
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Chasing Elusive Costs 
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OWER cost per hole”’—“More holes per 

grind”—“Lower production costs”— 

These phrases fall glibly from the lips of 
the drill salesman. 


Are they empty phrases? 
Will performance equal promise? 


That’s what the buyer wants to know and 
like Hercules pursuing the beautiful doe, 
it’s a long chase for him to find the answer. 


Whitman Barnes-Detroit Corporation 
has eliminated guess work and substi- 
tuted scientifically controlled methods in 
the making of drills, reamers and cutters, 
which will go far toward proving that in 
the case of W-B-D tools— “Performance 
equals promise.” 


WHITMAN BARNES- 
DETROIT CORPORATION 


Manufacturers of ip Canadian Factory 
TWIST DRILLS - REAMERS - CUTTERS ti. - _ 8 > CANADIAN DETROIT TWIST DRILL 
END MILLS : COUNTER BORES : ETC. >, Gap “a CO. LTD., WALKERVILLE ONTARIO 
. i, ” a 


New York --- DETROIT - ~~ Chicago 
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SANITARY 


This is the one word that means To the user a “sanitary” wiper means 

everything to users of Wiping Cloths, that he need have no fear of disease 

and should mean a great deal to the germs being lodged in the cloth. 

distributor of wiping materials. BLUE GRASS Sanitary Wipers are 
all treated in our own plant with 
cleaning solutions and_ sterilizing 
ovens. Our process leaves not a trace 
of soil or germ. 











GUARANTEE 


To the Distributor a “Sanitary” wiper 
is one that he can pass on to his cus- 
tomers without compunction. Its 
cleanliness satisfies the user and gets 
his repeat orders without continued 
sales effort. Some day you will sell 
BLUE GRASS Wipers. Why post- 
pone it when the profits can be yours 
now? 


BLUE GRASS Wipers 
and polishing cloths must 
satisfy you that they are 
exactly as represented. 
If found otherwise, 
any and all shipments are 
returnable to the factory 
without cost to you. In 
this connection you have 
the last word and are the 
sole judge. 











LOUISVILLE SANITARY WIPERS COMPANY, Inc. 
759-765 South Preston St., Louisville, Ky. 











Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us for the facts. 


BOND FOUNDRY & MACHINE COMPANY 


Manheim, Lancaster County, Pa. 
Philadelphia Office, 617 Arch Street New York Office, 256 Broadway 
Chicago Office, 39 South Clinton Street 
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The tubulai handles are extended in 


ay 
le 


front and curve out under the front of 


the tray to form a rocker for dumping. F 


The General “No. 79” 


A Special Industrial Barrow for loads too great to be handled 
on a single-wheel wheelbarrow. Indispensable for 
certain industrial conditions 


(~ENERAL “No. 79” is an extra large The axle is square, turned down to 1!/g-inch 

F capacity, heavy, 2-wheel steel tubular round at the wheels. Tray is 12-gauge and 
barrow—the style adopted in many of the reinforced with an extra bottom plate where 
largest foundries. It makes good wherever required. The riveted reinforcing band 
maximum capacity, durability, easy wheel- around the tray is extra heavy and the front 
ing and easy dumping are demanded. strongly braced. Legs never break, bend or 


kc yOSeNn. 


The General “No. 79° dumps the load The General “No. 79” will hold practi- 


forward in good shape—which is not pos- cally any amount of weight. Ten to twelve 

sible with the ordinary, two-wheel barrow cubic feet of material can be piled on its 
an especially appreciated feature, for in- tray—up to fifteen cubic feet where special 

stance, in charging foundry cupolas. The plates are added to raise the height of the 

load is centered directly over the axle and back and sides. 

balances perfectly without lifting effort on This is only one of the specialized indus 





the part of the man. The broad- trial items for the mill supply 
tread, 20-inch wheels push easily GENERAL distributor which are included in 


and promote steadiness. \RDON the complete General Wheel- 


Handles are of extra heavy steel. barrow line. Prices upon request. 





General Specifications 
Overall dimensions: —length, 71”: width. 37”: total 
height, 31°; tread, center to center of wheel 
tives, 33°” . 
Wheels:—20” diameter: 2x34" tire. 
Tray:—43” long, 37” wide. 


Weight:—Approximately 195 Ibs 


GENERAL WHEELBARROW COMPANY 


(Formerly THE AKRON BARROW COMPANY) 
3140 East 65th Street Cleveland, Ohio 


When writing to Advertisers please mention, Mint Suppiies. 
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tRIMO 


PEAKING of operations, looks like I’m due for a 
little cutting up, Mr. Trimo? Is it going to hurt 
me, Doc? No need to ask that, though; you al- 

ways do a quick, clean job, Trimo. It hurts my pride 
some, though, to have you go through me as if I was 
made of cheese instead of metal. And just when I 
figure that you’re getting a bit old and feeble, you 
break out with a new Trimo cutting wheel that’s 
sharper than ever. I ask you, is that fair? 























The Pipe to 
the Pipe Cutter: 


Never mind crabbing, old boy. I never hurt you yet, 
did 1? This job will be over before you know it and 
it will be a clean cut that you'll be proud of. There’s 
no use being stubborn; you haven’t got a chance. The 
boss just put some new Trimo thin blade cutter wheels 
in me that will make you wonder if you’re a piece of 
pipe or macaroni. They’re something brand new and 
so good that my factory has made them to fit my old 
friends, the Barnes and Saunders type cutters. 


Trimo to 
the Pipe: 








It’s a pretty one-sided game when you sic a Trimo on 
a pipe. The pipe just does what you tell it to. And 
these new Trimo cutter wheels make the job even 
easier. I figure that I get two tools for one when I 
buy a Trimo because I can make either a one wheel 
or a three wheel cutter out of it in a jiffy. But you 
have to watch the imitations these days and be on 
your guard. Always specify TRIMO. 


The 
Workman 
has his say: 














MEMO: When a man 
asks fora pipe cutter, 
he means a TRIMO 





For Sale at Hardware, Plumbing and Mill Supply Stores 


TRIMONT MEG. CO., Roxbury ( Boston), Mass. 


When writing to Advertisers please mention Mitt Supp ies. 
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No power-cable to tend, 
yet almost no cable wear 


Wherever clectric current 
must be fed to non-stationary 
machines (mono-rail or port- 
able hoists, lifting magnets, 
traveling cranes or mobile- 
transfer cars) a Reelite should 
be installed—merely on the 
basis of economy to say noth- 
ing of the increased efficiency 
it assures. 

Automatically, it reels the 
cable in, pays it out, keeps it 
clean, unkinked, uncut, never 
allowing a slack foot yet ex- 
erting no undue tension. 

It’s an absolutely mechan- 


ical cable-tender and does its 








Constant Duty 
Reelite with | 
Swivel Cabl« 

Outlet as used 

in connection wit! 
monorail hoist at 
Plastergon Wall 

Board Company, 


Buffalo, N. Y. 
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job tar better than a man. 


Reelite 


Expensive cable lasts four = wae 

The handy light ona reel 

For use in the garage or 

machine shop where it is 
| desired to bring the light 
directly to the work be- 
} ing done, without having 
| 
| 
| 
} 
| 


or five times as long when 
Reelite cares for it and conse- 


quently it is just that much 
. the cord trailing about i 

the grease and dirt 
Equipped with twenty 

tive feet of cord, and car 

be furnished with con- 
nector in place of light 

so that it will furnish cur 

rent for small machinery 

| and portable drills, et 


less often that machinery has 
to stand idle during cable- 
repairs. 

Sell a Reelite for every 
electrically-operated portable 
machine. Reelite pays for 
itself over and over again. 
There’s a size and type at a 
reasonable price no matter 
what the job. Send the cou- 
pon, without obligation, for 


latest catalog and prices. 





APPLETON ELECTRIC COMPANY pe | 
1706 Wellington Avenue, Chicago, U. S. A. | APPLETON ELECTRIC CO. ! 

New York—150 Varick St. Los Angeles—340 Azusa St. l 1706 Wellington Ave., Chicago | 
| Gentlemen: | 

CONSTANT DUTY | Please send us a Copy of your new Bulletin 501-F, | 

l together with prices. | 

| Name | 

| Adadres | 

| | 

REG. U. S. PAT. OFF. | City State | 

| 


Carries Current Where Needed | 


When writing to Advertisers please mention MILI 


SUPPLIES. 
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How the 
House Can Increase 
Its Leather Belting Sales 


Supply 


By making supply house 
salesmen enthusiastic about 
the line of belting they sell. 
which can only be done 





By carefully selecting the 
brand of belting for its pull- 
ing power, its long life un- 
der all operating conditions. 
and its reputation in the 
industrial field. 


RAHMANN LEATHER 
BELTING all these 
conditions—in fact, it has 
for many vears been a favor- 
ite among mill supply distrib- 
utors. 


meets 


We would welcome 
an opportunity to go into 
further detail with you. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 


Syracuse, N. Y. Newark, N. J. 
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A big 
Jenkins line 
for the big 
pipe lines 


The Jenkins line of iron body valves provides 
an extensive range of choice in valves for the 
larger pipe lines. Mill supply dealers have 
found these valves the logical running mates 
of the Jenkins Bronze Valves which are fur- 
nished in the smaller sizes. 


A 


iB 
J 


Jenkins Iron Body Valves provide an exten- 
sive range of choice for your customers. 
They are made in standard, medium and 
extra heavy patterns, globe, angle, cross, gate, 
check and Y types. Each valve is built for 
the maximum service—not merely the aver’ 
age—in keeping with Jenkins 63-year, high 
standards. 


Jenkins Iron Body Valves are being called to 
the attention of numbers of your customers 
in current Jenkins industrial advertising. 
Wide circularizing and calls by Jenkins serv- 
ice representatives are also emphasizing the 
advantages of Jenkins Iron Body Valves. All 
these sales efforts have but one aim—to aid 
dealer sales. 


JENKINS BROS. 
80 White Street New York, N. Y. 
524 Atlantic Avenue Boston, Mass. 
133 No. Seventh Street Philadelphia, Pa. 
646 Washington Boulevard Chicago, III. 
JENKINS BROS., Limited 
Montreal, Canada London, England 


Always marked with the” Diamond" 


enkins \alves 


SINCE 1864, 
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One Customer Says: 


‘“Arguto Bushings have licked 
several problems for us and 
we shall continue to use them 
throughout our shops.’’ Such 

testimonial statements arrive 

with almost every mail. They 
simply state facts—facts which 
thousands of customers will 
substantiate. 
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have gone 20 
| years without 
oil or attention 





without a Drink j 


Camels go a week or more / 
without water. 2 
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ARGUTO OILLESS BEARING COMPANY 
Wayne Junction, Philadelphia, Pa. 


When writing to Advertisers please mention Mitt Supp tes. 














>st Mill Supplies 
Salesmen. 





ALAMAID 


CATALOG 
COVERS 


Yours do- 
or want to 


Just ask them 





If You 
Are 
Planning | 
on Getting | 
Out a New | 
Catalog | 
| 





Write Us 








KALAMAZOO LOOSE LEAF BINDER CO. 


Division of Remington Rand, Inc. 
Factories at Kalamazoo, Mich. and Los Angeles, Calif. 
Sales offices in principal cities. 








LOOSE-LEAF -DEVICES - AND 
ACCOUNTING - SYSTEMS 


KALAMAZO 
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KESTER 
Self Fluxing 


SOLDER 


SimpleSafe ? Sure 
Requires only heat 














KESTER Acid-Core SOLDER 


For general soldering and he: avier electrical work. Self 


Fluxing — “Requires Only Heat.” 
Standard size No. 3, about 1% inch 
in diameter, runs about 30 feet per 
Ib. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges =m, 
also available. 



















Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about !4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 
highest quality metals and 
rosin flux. Standard size 
about3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 
os 3b. boxes. 
mei Special 
gauges also 


} available. 


KESTER Radio SOLDER 
(Rosin Core) 

Safe, Sure and Simple—approved by —— “eoggaaa 
Harmless to the most delicate e 
parts. Absolutely non-corrosive 
flux makes low- loss — P 
joints. Ten cansg 
about 4 lb. each 
percarton. Ten , 
cartons (100 
cans) to the 
case lot. 




















CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U. S.Ae 
2 


nee 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 


o-——°© 
Your Jobber Can Supply You 








When writing to Advertisers pleasé mention MILL Suppties. 


November, 1927 wt 











Resists Corrosion 





“NATIONAL” Pipe, butt-weld sizes '2 to 3-inch, is made by a special 
mechanical process that actually removes one of the principal causes of 
corrosion, namely, mill-scale. This scale, which forms on the skelp in the 
welding furnace, is electronegative to the pipe metal and sets up galvanic 
action, causing pitting around the scale areas. Therefore, this special 
process, eliminating the scale, makes the finished pipe highly resistant 
to that form of corrosion known as “pitting” and insures longer life from 


pipe lines, especially in those districts where the water is corrosive. 
Being a patented feature developed by this company, only “NATIONAL” Pipe is 


MADE BY THE SCALE FREE PROCESS 


We will be glad to send Bulletin No. 7, which explains the advantages of Scale Free 
Pipe—the pipe that is specially made to resist corrosion. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


GENERAL SALES OFFICES: FRICK BUILDING 


DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh 
Pacific Coast Representatives: U.S. Steel Products Co. San Francisco Los Angeles Portland 

Export Representatives: U.S. Steel Products Co. New York City 


St. Louis St. Paul 
Seattle 


When writing to Advertisers please mention Mitt Supp tes. 
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INSIST ON PROVEN PRODUCTS 


Powell Valves 


have served well for more than two generations, and today are foremost in design, workman- 
ship and efficiency 


Try a Powell Valve on We manufacture a com- 
your hardest service plete line of bronze, 
line and be convinced iron and steel globe, 
angle, cross, check, 
gate, and safety valves 
for all standard working 
pressures and tempera- 
tures; also oilers, lubri- 
Powell Products are  cators, grease cups, and 


stocked by competent many other engineer- 


of the real merits and 
trouble-free service ob- 
tainable. 





jobbers everywhere. ing appliances. 
Series 100 2521-2531 Spring Grove Ave. Series 600 
Steel Gate Valve. For Steel Gate Valve. For workin 
Oe eee ey” CINCINNATI, OHIO pressures == - pounds = 

















One Jobber Recommends us to all 
others. We Earned His Respect. 





























A, “In answer to your inquiry we are 
glad to state that the Republic line of 
5. See . ; 
mypdenguumeandiseaseneen Belting, Hose, Packing, etc., is not ex- 
>. A quality of product uniformly good 
I |] cutattncetould esontly be expec + _ celled by any other company and the 
~~ 3. A price basis inducing and making ti hi h th t d t th 
\ ua. 7 coopera 10n WNIc ey exten Oo ie 
4, Frectom from competition fom hi jobber, which to us is one of the most 
direct,among the trade covered by his day a - ° ° ° 
today solictaton vital points of our relationship, is not 
5. pe ot of peetin amounts 
the advange of epcilaed wang cad to be had from any other rubber com- 
aknowledge of the product sold. 
a pany known to us.” 
a ~ 


THE REPUBLIC RUBBER Co. 


Youngstown, Ohio 


BELTING PACKING 
HOSE FLOORING 
MOLDED GOODS 














When writing to Advertisers please mention MILL Supplies 











November, 1927 














MILL SUPPLIES 








A Monthly Journal Devoted to the Interests of 
Distributors of Mill, Steam and Mine Supplie 


= FOUNDED IN 19IO BY ELMER CRAWFORD ——SS>_ 





the Manufacturers and 
s, Machinery and Tools 








Vol. XVII 


NOVEMBER, 1927 


No. 11 








THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 
B. H. CRAWFORD-McNASH, CLAY C. COOPER, 
President and Treasurer Vice-President and General-Manager 
CARL W. MILLER, Secretary 
CLAY C. COOPER, Editor 
EDWARD J. McOSKER, EVELYN K. NELSON, Assistant Editors 


E. N. GRANTVEDT, Special Representative 





Advertising—Advertising forms containing two-color advertisements close 
on the 20th of each month preceding date of publication. Single- 
color forms close on the 22d. If mailed after the 18th, copy, cuts and 
plates should carry first class postage and special delivery stamp to 
insure prompt delivery. 

Member—Audit Bureau of Circulations, 
National Conference of Business 
Papers Association. 

Subscription Rates—United States, $1 a year; to all other countries, $1.50 
a year. 

Discontinuances—Before expiration of subscription, notice is sent to the 
subscriber. The majority of our subscribers prefer to have their 
file of Mitt SupPLiEs unbroken, so the publisher earnestly requests an 
early renewal of subscriptions. 


Associated Business Papers, 


Inc., 
Paper Editors, Chicago 


Business 


Entered as second-class matter, August Sd, 1917, at the post office at 
Chicago, Illinois, under Act of March 8, 1879. 


Copyright, 1927, by The Crawford Publishing Co. 








THE FUTURE OF BUSINESS 

It is surprising how many different views as to 
the present and future conditions of business you 
receive in talking to the mill run of people in active 
business life. By mill run is meant all classes of 
people earning their living, ranging from bankers, 
large and small manufacturers and distributors, to 
salesmen and retail dealers. 

According to them, business is good, bad, indif- 
ferent or rotten, depending largely on the individual, 
his line of business, where located, and, naturally, 
the amount of ability and capital involved. 

Back of it all, individual beliefs and conditions are 
valueless in determining whether or not business 
conditions in this country denote health, anaemia or 
a vital disorder. Before going further it might be 
well to call attention to the fact that too many people 
are recalling the peak of their prosperity, and feel- 
ing depressed because they or their businesses cannot 
at present return to that peak. 

The National City Bank of New York, in its 
October letter, said: “It is true that the ease with 
which money can be borrowed continues to be one 
of the chief reasons for anticipating sustained busi- 
ness activity. Conditions like the present are favor- 
able to the large scale use of capital in the develop- 
ment of industry, and, providing the resources at 
command are used with judgment, should be the 
means of further perfecting our machinery of pro- 


duction and distribution. At the same time, this 
industrial expansion tends to intensify competition 
and is largely accountable for the narrowing margins 
of profit.” 

It is the belief of MILL SUPPLIES that business is 
not only pretty fair for the country as a whole, but 
that it will improve as the days and weeks pass. One 
cannot overlook basic facts. Money is plentiful 
despite the outpouring of bonds, both foreign and 
domestic, and the active demand for money by in- 
dividuals and stock broking houses to carry stocks 
for speculation or investment. That is all right, 
and a very necessary part of the present era of pros- 
perity and expansion. 

Railways and our industries generally are improv- 
ing their condition with money gained from sales 
of stocks, or are retiring bonds carrying high rates 
of interest. That’s fine in an economic sense. All 
is not bad that comes out of Wall Street. 

Not only is money plentiful and cheap, but it is 
being extensively employed. The railways are in 
the market again for new equipment and supplies, 
revenue paying freight is moving in more than a 
million cars a week, building statistics are satis- 
factory, there is going to be harvested better than 
a fair corn crop, and the cotton planter of the South 
can find no fault with the price he is receiving for 
his crop. As to the automobile industry, one great 
corporation says business is good, and all statistics 
of the industry showing a falling off really represent 
the lack of activity of one great producer of a single 
type of car. Steel mills are slowly increasing their 
production. 

It will be recalled that the first J. Pierpont Morgan 
said that he was always a bull on the United States, 
and that any man who sold the country short for 
any considerable length of time would go broke. In 
business he was ever a sturdy optimist, and he made 
it pay. In striking a balance, using all available 
statistics, the result proves that business and finance 
in this country are fundamentally sound. 





DR. KLEIN ON THE BUSINESS TREND 
Two very significant statements were made by Dr. 
Julius Klein, director of the bureau of foreign and 
domestic commerce of the United States department 
of commerce, in his address before the Associated 
3usiness Papers, Inc., and the National Conference 
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of Business Paper Editors, at the Drake hotel, Chi- 
cago, October 18th. 

“The curves for the majority of business indi- 
eators have traced an encouraging upward path since 
1921,” said Dr. Klein. ‘‘There have been no serious 
downward dips in spite of frequent prophecies, es- 
pecially during the last three years, that we were on 
the edge of another much feared chasm. Now this 
sounds like the steady progress of sustained pros- 
perity, and indeed it has been that, even though the 
number of commercial failures in 1926 exceeded 
those of 1921 by nearly ten percent. Using 1919 
as a basic one hundred, the production index for 
manufacturing in 1921 was 81 and by 1926 it had 
risen to 128; for minerals it was 93 in 1921 and 142 
in 1926; for railroad ton mileage it was 87 in 1921 
and 123 in 1926; for department store sales it was 
110 in 1921 and 136 in 1926; and for mail order 
house sales it was 72 in 1921 and 123 in 1926.” 

This enlightening statement should prove a severe 
jolt for the chronic pessimist, reassurance for the 
man who is not a pessimist, but is somewhat worried 
over what the future holds in store for business, and 
a genuine source of satisfaction for the man who has 
refused to fret and has looked forward with con- 
fidence—not over-confidence, but with sane confi- 
dence—firm in the belief that though there may be 
temporary recessions, that business isn’t going to 
the “bow wows” just yet. The fact that we have 
advanced steadily, that the “smooth trend” as J. H. 
Barber, statistical expert for Walworth Company, 
who provides an interesting article for MILL Sup- 
PLIES each month, would say, has been moving 
upward solidly and steadily, should cheer us. The 
day of business “panics” apparently has passed. 

The second statement by Dr. Klein touches on a 
subject which has been uppermost in the minds of 
distributors and manufacturers of mill supplies for 
some time—that of profits. 

“One factor in this remarkable record should be 
borne in mind,” he continued. “A busy business is 
not necessarily a prosperous one, at least for the 
employer, owner, and those dependent upon them 
in financial and other interested circles. High gross 
receipts and high profits are not always synonymous. 
A leading line in the machinery industry recently 
showed a net turnover amounting to fourteen million 
dollars a year, but a check-up of the ten companies 
in that line indicated total profits of only $130,000. 
The wage earners in this industry and the trades- 
men supplying their wants were naturally pros- 
perous, but evidently so far as its stockholders were 
concerned the industry was really ‘much ado about 
nothing.’ 

“As long as the ultimate purpose of business is 
profit, just so long is it necessary to be certain that 
the rumble of the busy machinery is not due to slack 
belts and loose cogs, and that its operation yields 
something more than noise.” 

There is nothing particularly new in the latter 
statement, of course, but it is another reminder to 
folks in the mill supply field that they are not the 
only ones who are bothered about small profits; 
nevertheless, that profits must be obtained if a busi- 
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ness is to be conducted successfully, and that those 
who are suffering from lack of profits should make 
it a point to start investigating, find out the causes 
of the lack, and eliminate them. 


SALES AND CREDITS AGAIN 

A young man who held a job with many roles 
went into a cigar store to collect a bill for advertis- 
ing. The discount period on this particular bill had 
elapsed shortly before he called to make his col- 
lection. As the dealer prepared to write his check, 
he quoted the amount he thought he was to pay, and 
his statement showed he intended to take the dis- 
count. The young man rather hesitatingly reminded 
him that the discount period was up, but the dealer 
replied that the cigar salesmen told him to vo ahead 
and take the discount anyway, even if the period 
had expired. So the young man weakened. 

A short time afterward the young man reported 
the incident to a man to whom he was responsible, 
quoting the remark made by the cigar dealer as to 
cigar salesmen allowing the discount even though 
the period had expired. “Yes,” replied the older 
man, “and then the credit department raises hell.” 

The man who is at once the salesman and the col- 
lection man has a problem, but a problem which he 
can settle all by himself. He knows the value of the 
customer from the salesman’s viewpoint, and he 
knows his value from the financial viewpoint. It 
is ofttimes different, however, when the sales depart- 
ment is entirely distinct from the credit department, 
and when, though the interests of the two depart- 
ments are identical, the heads and members of the 
departments do not seem to realize it. 

Much trouble and many difficulties would be 
eliminated and many feelings would be spared if 
the two departments would “get together” frequent- 
ly, through their heads, and co-operate all along the 
line. The sales manager should impress upon his 
men the fact that no sale is a real sale if the money 
is not forthcoming within a reasonable time. The 
credit manager should see to it that judgment is 
used not only in allowing credits, but in granting 
extensions of time. 

The Mill & Mine Supply Co., Seattle, Wash., meets 
the credit problem by making its salesmen at least 
morally responsible for credit losses in their terri- 
tories. The Ross-Willoughby Co., Columbus, Ohio, 
has inaugurated weekly meetings of department 
executives, including the sales and credit managers, 
to discuss matters of importance, with the end in 
view of coordinating efforts to attain the best results 
for the business as a whole. Here the sales and 
credit departments have a chance to “get together” 
admirably. Many other mill supply houses are using 
effective means to insure cooperation between these 
two very important departments. Some, perhaps, 
are not. The development of such means is worthy 
of their most serious thought. 

Most of the readers of MILL SUPPLIES will un- 
doubtedly be interested in the short resume of an 
interesting article on this subject, in Sales Manage- 
ment, which will be found on the “Current Topics” 
page of this issue. It brings out good points. 
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Distributor Suggests Plan for 
Determining Margin of Profit 


Wert D. Whipple, General Manager, Wayne Belting & Supply Co., States 
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Briefly His Views as to the Causes of Small Profits in Mill Supply Businesses 

and Outlines System He Believes Would Give Dealers an Accurate Basis for 

Determining the Mark-up on Items Necessary to Produce the Proper Returns 
WERT D. WHIPPLE 


General Manager, Wayne Belting & Supply Co., Fort Wayne, Ind. 


Those who are engaged in the mill supply business foolish in many ways is generally admitted. They have 


today are probably doing a greater amount of construc- 
tive thinking than ever before. 

The business necessity become introspective. 
Individual companies are seeking ways to correct and 


has of 


improve their methods so as to make their businesses 
more efficient. 


Practices that have become common through general 
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WHIPPLE 
use are being scrutinized, and much is being found that 
should be corrected. 

Many of the much needed reforms can be had only by 
co-operation through national organizations. 

That the mill supply business is basically sound, be- 
cause so necessary to industry, is generally conceded. 
This is evidenced by the tremendous volume of business 
done. 

Mill supply people agree almost unanimously, however, 
that the business is not as profitable as it really should 
be. The cause for this condition is simple enough— 
selling goods without profit. This cause is commonly 
attributed to too much competition. It would probably 
be more accurate to say, “too much of the wrong kind 
of competition’—the kind that competes with lower 
prices, longer terms, more free delivery, higher cash dis- 
counts, and in a hundred and one other ways which can 


be devised by the ingenuity of those adopting this par- 


ticular brand of business folly. 

This unhappy condition in which we find the mill supply 
business of the country is not chargeable altogether to 
the supply houses. That mill supply people have been 


diluted their justly deserved profits to a great extent by 
their own acts, but there is another whose power has 
been wielded unwisely, and perhaps more or less blindly, 
and to the general harm of all interested parties. 

I refer to some of the producers whose products are 
distributed through mill supply houses. As a general 
thing they have hurt the legitimate mill supply houses. 
One of their offenses is that while they depend on mill 
supply houses to stock their goods, they give little or 
no protection to their stock carrying distributors, but, 
on the contrary, sell most any fly-by-night broker or 
supply bootlegger who offers an order or promises one, 
and usually at the same price they sell their stock carry- 
ing distributors, leaving the latter to the mercies of these 
trade parasites. 

On top of that offense they quote prices and sell their 
goods direct to the large consuming trade where volume 
is attractive, or there are other inducements. Often- 
times the large consumer buys at prices equal to or 
even lower than those given the stock carrying supply 
houses. In some cases individual producers make an 
effort to protect the supply house with a “‘fair’’? margin, 
but too often the margin allowed is inadequate. In many 
cases where this manufacturer deems it necessary to 
have consumer as well as dealer prices, just what dif- 
ferential should be made between these two types of 
buyers is not known, nor is much help on this point 
usually given by the supply houses. <A is there- 
fore made, based partly on custom, partly on a hazy 
idea of what the distributor should have, what is believed 
the trade will stand and how the ultimate selling price 
will affect sales volume and so forth. All this the mill 
supply distributor has had to accept meekly and more 
or less helplessly. 


guess 


LACK OF KNOWLEDGE OF COSTS 

It is a trite and equally true saving that “error origi- 
nates in ignorance.” So it is in the mill supply business. 
with its multitude of items of merchandise. There is ne 
common knowledge of the overhead costs of handling 
the many different items, nor are there standards of 
“mark up” that will assure a fair margin of profit. With 
this condition prevailing, is there any wonder the busi- 
ness has been fighting a gradual retreat toward the cost 
line? The correction of this condition is the task of 
these mill supply houses as a whole and lies in their 
own hands. It can be accomplished, however, only by 
finding the facts as they exist. 

It must be seen from the start that gross costs will 
vary some with individual businesses, and particularly 
in different sections of the country. For example, costs 
of doing business in New England are quite different 
from those in the western states. Those of the north 
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central states differ from those in the southern states, 
ete. These differences require different selling prices 
according to sections. 

Therefore the country as a whole should be divided 
into districts according to mill supply trade conditions. 
This will probably require four or five districts to estab- 
lish economic equity. With these districts established, 
though tentatively, a questionnaire could be sent to the 
individual mill supply houses within the several districts 
asking for the following information: 

QUESTIONNAIRE NUMBER ONE 


1. What were your total operating expenses in dollars for 


the year 1926, or for your fiscal year just closed, includ- 


> 


ing all direct and indirect charges? 
2. What total amount in dollars should your business pay 
each year in dividends on your capital? $.... ee? 
3. What rate of percent on capital does this amount of 
dividend represent? = ....................%. 
1. What total amount in dollars should your business set 
aside each year to surplus account?  $.......... 


$.. 


LY 


5. What rate of percent on capital does this annual surplus 
represent ? - Te 
6. What was your total mill supply merchandise inven- 
tory in dollars at the close of your last fiscal year? 
(Note: This should not include any operating equip- 
ment or property other than mill supply merchandise.) 
7. Is your entire annual gross cost as reported chargeable 
wholly or in part to your mill supply business ? 
s. If only in part, what part in percent ? Te. 
% Is the annual gross income of your business and net 
eaimming on your capital dependent wholly or in part 
on your mill supply business? : 

10. If only in part, what part in percent? Te 
ANNUAL NET EARNING, PLUS ANNUAL GROSS EXPENSE, 
EQUALS REQUIRED ANNUAL GROSS INCOME 
With the data gained, by proper answers to Question- 
naire No. 1, an analysis can be made of each individual 
house reporting, and thereby determine what average 
percent of gross annual income must be brought in by 
each dollar invested in merchandise in each district. The 

following will explain how this would be done: 


Answer to question No. 1 S 85,000 


Answer to question No. 2 10,000 
Answer to question No. 3 10% 
Answer to question No. 4 5,000 
Answer to question No. 5 5% 

Total $100,000 


The sum of these figures, $100,000, represents the 
annual gross income the business reporting must obtain, 
which should also be considered as the annual gross cost. 

(Note: Questions Nos. 3 and 5 are to get the different 
ideas of what percent of net profit and surplus should be 
earned on capital.) 


Answer to question No. 6 —, $75,000 
Answer to question No. 7..2.2...:2...:...0.-ccscceséacees: 100% 
Answer to question No. 8& eibowcens 100% 
Answer to question No. 9 ee 100% 
Answer to question No. 10 100% 

Total $75,000 


Therefore $75,000 invested in merchandise must pro- 
duce $100,000 gross income per year, or, in other words, 
each merchandise dollar must return $1.33 1/3 per year, 
or a gross annual income of 133 1/3 percent. 

A second questionnaire could be sent by which data 
would be secured as to lines or items carried in stock, 
amount of annual inventory and amount of gross annual 
purchases of each item, including purchases both for 
stock and for shipment direct to customer. With this 
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information the rate of turnover on each item could be 
determined. 
QUESTIONNAIRE NUMBER TWO 


List the principal) What was|What were| Total annual 
items or lines in| the value of |the total) purchases divid- 
your stock by de-| the last in-|annual pur- | ed by annual in- 
scriptive name) ventory per|chases per| ventory gives 
and not by trade-| each itemjeach item|rate of annual 
mark or makeyr’s| listed ? | listed ? | turnover. 

name. | 


ing gross annual purchases by average annual inventory. 
The number of lines on the sheet would naturally be 
governed by the number of items listed. 

When the rate of turnover per item is determined, 
and also the percent of gross annual income on mer- 
chandise inventory, the proper percent of mark-up per 
sale can be determined by dividing the percent of annual 
gross income by the annual rate of turnover. 

Example: Annual gross income is 133 1/37; rate of 


turnover four times. 133 1/3% divided by 4 equals 
33 1/3%, or the mark-up on purchase price to determine 


selling price. It will be found with most houses that 
sales volume is built largely on twenty to thirty major 
lines, regardless of the fact that a great many other 
items are sold. 

When this information is developed it can be given to 
the supply houses in each district, and they can then 
apply it and make an analysis of the costs of handling 
their various lines. A severe shock awaits many a house 
which makes this test. Many pet lines which have been 
looked on as a part of their bread and butter will be 
found to be holes in their pockets. 

The producers who must compete with those who dis- 
tribute their products to the consumer through their own 
branch houses will meet that competition most success- 
fully if they will adopt a policy of dealer distribution 
exclusively, and then protect their distributors in the 
sale of their products. The fact that rapid turnover 
makes lower distributing cost, and that dealer distribu- 
tion is generally the most economic should clearly show 
the producer where lies his greatest interest. 

The foregoing is not offered as a panacea for all the 
ills that afflict the mill supply business. It may, how- 
ever, be the means of bringing about more definite and 
accurate ideas as to what constitute legitimate margins 
of profit on the various items sold. 


HANDLES AUTOMOTIVE SALES 


Ford Chain Hoists to Be Sold to Automotive Jobbers 
Through Manley Mfg. Co. 

The Manley Mfg. Co., York, Pa., manufacturer of 
garage equipment, announces that it has taken over the 
automotive sales of the Ford Chain Block Co., Philadel- 
phia, which was recently acquired jointly by A. P. Van 
Schaick and W. M. Wheeler, of the American Chain Co., 
Inc. 

Until the company’s recent acquisition by Messrs. Van 
Schaick and Wheeler, because of lack of facilities, it 
sought only to supply Ford hoists to the industrial trade, 
making no attempt to supply the automotive trade. The 
new owners, however, have provided the additional facili- 
ties, so that Ford chain hoists will now be available to 
automotive repair shops and service stations. Mr. Van 
Schaick states that jobbers of automotive supplies have 
a great potential field for sales of chain hoists to their 
customers. 
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Council Awaits Government Opinion 


By-Laws, Plan of Operation and Code of Ethics of Mill Supply 
Body in Hands of Authorities—Associations Busily Engaged 


The by-laws, plan of organization and code of ethics, 
adopted by the Mill Supply Council at its first regular 
session, held in Cleveland, September 21st, have been 
submitted to the proper government authorities for 
approval. Acceptance of these important bases by the 
council was contingent upon their approval by the gov- 
ernment. | 

Just when the government will render its opinion is 
not known, but it is hoped that it will be received prior 
to the next meeting of the council, scheduled for the 
Queen City Club, Cincinnati, Tuesday morning, Novem- 
ber 29th at 10 o’clock. Meantime the council, as a coun- 
cil, is marking time. No constructive action can be 
taken by the organization until the principles upon which 
it is formed have received government sanction. 

Reports from council headquarters are to the effect 
that interest has been steadily growing throughout the 

















Three More Prominent Members of the Mill Supply Couneil. 


J. H. Williams (American), 


mill supply field since the creation of the Mill Supply 
Council. Men calling on organizations in the field report 
an increasing enthusiasm over the trend of affairs. 

While activities of the council as an organization are 
held up temporarily, the associations are going about 
their work energetically. Thoroughly representative 
membership in the associations is recognized as one of 
the first goals to be achieved, and all of the associations 
are seeking to add members to their rosters. 

T. C. Keeling, who was chosen president of the South- 
ern Supply and Machinery Dealers’ Association at the 
convention in June, has sent out a letter to members, 
which is to the point and very interesting, and which 
is reproduced herewith in full: 

PRESIDENT KEELING’S LETTER 

It has been the custom in years past for the newly elected 
president of your association to address a letter of salutation 
to the members immediately after the spring convention, but 
I have deferred writing you, pending the development of cer- 
tain plans which were formulated at the convention, and 





which I had hoped would take shape somewhat earlier than 
appears to have been possible. 

As you doubtless already know, the executive committees 
of the American Supply and Machinery Manufacturers’ Asso- 
ciation, The National Supply and Machinery Distributors’ 
Association and the Southern Supply and Machinery Dealers’ 
Association have been co-operating during the last year to 
see if some plan could not be evolved whereby the three asso- 
ciations might either unite into one organization, or, if that 
were inadvisable, form some working arrangement whereby 
the mill supply industry as a whole might become a compact 
body able to speak and act as a unit when occasion demands. 

We found that many other organizations similarly situated 
to our own have felt the need for greater centralization of 
control, in order to become more articulate in matters affect- 
ing the general welfare and more useful in a practical way 
to the individual members. The United States Chamber of 
Commerce, formed as it is of many local chambers, carries 
out this idea; the Automotive Equipment Association com- 
prises nearly 700 jobbers and manufacturers, and certainly 





Left to right—L. J. Larzelere (Southern Association), 
W. J. Radcliffe (National) 


exhibits the greatest possible unity of action; an increasing 
number of trade associations are working along the same 
lines. 

The Mill Supply Council was, therefore, brought into being 
through the desire for closer co-operation between the two 
distributor associations and the manufacturers. The first 
meeting of the council was held in Cleveland, Ohio, on Sep- 
tember 21st, to receive the reports from committees which 
had been at work since the last convention, and I am able to 
assure you that substantial progress has been made, and 
from time to time detailed reports will be submitted you. 

Your secretary has fully informed you of the steps being 
taken by the association in co-operation with other bodies to 
oppose the efforts of southern railroads to put into effect 
sweeping advances in freight rates. It is only through 
organized effort that we can hope to prevent what appears, 
to say the least, to be the most unwarranted demand made 
by the carriers in years. Not satisfied with extraordinary 
profits, the roads are asking for increases in rates which 
would vastly augment their present revenue. It might not 
be amiss for our members to compare their own profits with 
the earnings of representative southern railways in the last 
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WHEN PURCHASES ARE 
CONCENTRATED THE 
JOBBER’S DOLLAR HITS 
THE VERY BULL’S-EYE 
OF BUYING POWER 


This is particularly true of 
Mechanical Rubber Goods. It'is 
important for you to know that 
THE MECHANICAL RUBBER 
COMPANY provides the most 
complete and concentrated line. 
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few years, in order to appreciate the meager extent to which 
the mill supply distributor is sharing in the present general 
prosperity of the South. 

FAILURE TO EARN REASONABLE PROFIT 

So far as I can recall, all of my predecessors have adjured 
us to stop slashing prices and to otherwise conduct ourselves 
as reputable business men, but if the distributors’ sheets 
returned by the 33 members reporting for 1926 are repre- 
sentative of the whole membership, it is evident that we have 
paid very dearly for the privilege of selling mill supplies. Af- 
ter making due allowance for the fact that commodity prices 
have been steadily falling for the last few years, it is quite 
evident that the average supply house is failing to earn a 
reasonable profit. We either do not know what it costs us 
to sell merchandise, or we lack the courage to exact a satis- 
factory profit for our services. Either explanation convicts 
us of being poor merchants, and, out of self-respect, we 
ought, individually and collectively, to find the solution and 
apply the remedy. 

It is unfortunate that the association does not enlist the 
active personal co-operation of many of the most able and 
experienced men who are connected with member companies 
as executives. Generally speaking, the larger and more 
suecessful distributors hold aloof from association affairs. 
Such a condition, whether it results from design or indif- 
ference, inevitably results in weakening the influence of your 
organization. The executive heads of our largest and most 
influential distributors ought to be the men to determine the 
policies of the association. No omen would be more auspi- 
cious for the future prosperity of southern distributors than 
to have an executive officer from practically every southern 
supply house attend our next convention. If I understand 
the situation correctly, there is ample opportunity for the 
employment of all the constructive leadership which we can 
muster. 

I thank you sincerely for the honor bestowed upon me, and, 
though fully mindful of my own limitations, I cherish the 
hope that by mutual assistance we may during the year sub- 
stantially improve our position as mill supply distributors. 

FREIGHT RATES AND TAXATION RECEIVE ATTENTION 

The Southern Association has lately been giving a 
great deal of attention to the freight rate situation in 
southern territory. This situation has been brought 
about, according to Alvin M. Smith, secretary-treasurer 
of the association, through action of the carriers in 
applying for the elimination of all less-than-carload com- 
modity rates in southern classification territory and in 
submitting a large docket showing new classes and rates 
applying to practically all articles moving into southern 
territory. 

“Through our membership in the Southern Traffic 
League, we have been vigorously opposing this action on 
the part of the carriers, and believe that we have so 
successfully combated their efforts in this instance, that 
the interests of the shippers will be considered properly, 
as they should be in all such cases,” stated Mr. Smith. 

Federal taxation is also receiving the attention of the 
Southern Association. One of the members of the asso- 
ciation sent to the secretary’s office a copy of letter ad- 
dressed to him by Frank Wisner, former president of 
the National Lumber Manufacturers’ Association, who 
has given serious study to taxation problems, and copies 
of this letter have been sent to members. 

“Mr. Wisner’s letter speaks for itself, in that it refers 
particularly to the present corporation income tax rate, 
in which we all are interested to the extent of wishing 
to see it reduced,” stated Secretary Smith in a letter ac- 
companying the Wisner letter. “Our member has urged 
us to send this copy of Mr. Wisner’s letter to you and to 
ask that you immediately follow the suggestions made by 
Mr. Wisner, looking toward having the congress conven- 
ing in December give us this reduction. 

“Senators and congressmen seem to forget that the 
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great body of taxpayers is represented in the ordinary 
business of the country, and not by the so-called pluto- 
cratic trusts and combinations that they are so fond of 
shooting at oratorically. 

“It seems to be the feeling of many members of con- 
gress that a special session is not necessary, in which 
feeling Speaker Longworth apparently shares. If a spe- 
cial session is not held, very probably the ways and means 
and appropriations committees will be ready to report to 
congress as soon as it convenes. Thus is indicated the 
necessity for business men to take up promptly with 
their senators and representatives the matter of the cor- 
poration income tax rate receiving preferred attention. 
It is suggested that you immediately get in touch with 
your senators and representatives and urge upon them 
their interest in having proper consideration given this 
matter by the committee having charge of it; for if this 
is not done, there is likelihood that the bill as reported 
may carry only a disappointingly small reduction in the 
corporation income tax rate.” 

National Association Activities 

Three houses have been added to the membership of 
The National Supply and Machinery Distributors’ Asso- 
ciation since the last issue of MILL SUPPLIES, as fol- 
lows: Franklin Hardware Co., New York City; The 
Cavanaugh Company, Youngstown, Ohio, and The Uni- 
versal Valve & Fittings Co., Cleveland. This brings the 
total of new members joining the National since the 
triple convention in June up to 25. In addition, there 
have been two reinstatements. Encouraging reports 
concerning prospective members are being received from 
district chairmen. 

“President Welles and the writer were in Washington 
on Monday of this week, discussing with various govern- 
mental departments the possibility of securing more ac- 
tive co-operation from them in our efforts to place the 
mill supply business on a more profitable basis,’ wrote 
Secretary George A. Fernley in a letter to members, 
under date of October 12th. 

“During conferences with heads of several divisions of 
the bureau of foreign and domestic commerce, we dis- 
cussed in a preliminary manner the possibility of under- 
taking several projects which should be exceedingly help- 
ful to our members and at the same time demonstrate 
the essential and efficient character of the service ren- 
dered by distributors of mill supplies.”’ 

Laurence G. Puchta, vice-president of The Queen City 
Supply Co., of Cincinnati, has been appointed to repre- 
sent the National Association on Secretary of Commerce 
Hoover’s committee on simplified practice, succeeding B. 
H. Ackles, Ray] Company, Detroit, former president of 
the association, who served faithfully and well. 

American Plans Group Meetings 

The American Supply and Machinery Manufacturers’ 
Association is segregating its membership into groups, 
with a view to determining where the interests of mem- 
bers lie sufficiently close together to warrant group meet- 
ings. The programme is being fostered by Goodwin, 
Nicholas & Morton, marketing counsellors recently 
retained by the association. ‘Preliminary action has 
been taken to get the first group together, with the idea 
of formulating a plan for working toward increased 
sales,” stated F. D. Mitchell, secretary-treasurer of the 
American Association. “In this connection, there is 
work for a long time in the future, since the activity of 
one group will have to be started nicely before others can 
be begun. The whole move is with a view to making 
the association a more active force in upbuilding busi- 
ness and furthering the production and sales of mill 
supplies.” 
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COOPERATION 
Dodge and its Dealers 


ODGE dealers need never stand alone near or far, a specialist in solving the problem 
when selling Dodge products. They at hand, to help the dealer make a sale—and 


have at their command all the facilities of the 
entire Dodge organization. The big Dodge 
factories, every man in the Dodge personnel, 
are ready to help dealers close sales. A wire 
at any time will bring a Dodge engineer from 


win his profit. 
This is cooperation—as Dodge sees it. Make 
these sales facilities your sales facilities—and 


win your share of Dodge business in your 
territory. 





DODGE MANUFACTURING CORPORATION 


Factories at 


General Offices, Mishawaka, Ind. 


Mishawaka, Ind., and Oneida, N. Y. 


Branches 
New York Boston Newark Philadelphia Oneida Atlanta Houston Chicago St. Louis Minneapolis 
Cleveland Cincinnati San Francisco 
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Better Volume and Prices Visioned 


Valve and Fittings Index Indicates Volume Should Begin Rising, 
While Study of Prices Suggests They Are Likely to Improve 


JOSEPH H. BARBER 
Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—Chart Showing Actual Movement Since 1924 
August Final Index 112 
September Pre liminary Indew 104 

The monthly indew 
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of the quantity of demand in all those 


is not based “pon any single company’s 


industries that use 
fittings. The index has heen 


ivrelevant seasonal fluctuations and price 


valves and corrected for 


variations. 


The current movement of the Valve and Fittings Index 
shows that an irregular gradual recovery of demand is 
in progress. After continuous sagging throughout 1926, 
the average level stabilized early in 1927. In the first 
few months of the vear there was a little spurt of after- 
inventory ordering and then a renewed sagging in May 
and June. The curve then rose definitely again in July 
and August, vet September slipped a little bit again. All 
of this gives clear indication of stabilization, however, 
for the June sagging was not so low as last December’s, 
and September is still definitely higher than either 
December of last year or June of this vear. 

We are now approaching that season when the eve 
turns forward to view the prospects for the coming year. 
If we are wise, we do not survey the horizon too super- 
ficially, for we realize that general conditions are made 
up of numerous important factors. As relates to the 
activity of business, there are two major factors that 
ought to be considered independently, namely, first, the 
quantity or volume of trade activity; and, second, the 
price levels at which that activity is carried on. It is 
pertinent for us to consider here and now any informa- 
tion that can give us a clearer vision as to the probable 
developments of business along these two lines. 

First, let us consider the trend of demand volumes. 
The reader who has been following this 
acquainted with the fact that our Valve and Fittings Index 
is developed from broadly selected measures of the quan- 
tity of demand in all those industries that use valves 
and fittings, which includes most industries. The index 
has been corrected for irrelevant seasonal fluctuations 
and for price variations. Consequently, it is suitable to 
analyze the movements of our index to see what it 
reveals concerning the trend of demand. If we may 
determine the significance of the present situation, much 
light will be thrown upon probabilities as to the future. 


series is 


FLUCTUATIONS OF DEMAND MORE MODERATE 
Those who have been following the series have also 
observed that the fluctuations of demand have been be- 
coming more and more moderate. This truth is two- 
fold. The so-called business cycle fluctuations that occur 
in up and down, wave-like motion as the years pass have 
been becoming less and less violent. Yet quite aside 
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from this more regular and persistent wave-like move- 
ment, there have been frequent, purely erratic fluctua- 
tions in the month to month curve, and these, too, are 
being dampened down. Indeed, in the latest 24 months 
the average trend of demand has been obscured only by 
minor fluctuations. This fact makes it easier to get at 
the real underlying trend. Figure 2 shows in the heavy 
line of the diagram what this smooth trend of demand 
has been over the nine years since the war. 

Now it is helpful and to our purpose to consider the 
significance of these wave-like movements in relation to 
what may be termed the long-time growth of demand, 
which appears as a finer line upon the same chart. We 
live in a country that has known continuous growth, 
decade after decade. It is the normal condition of 
growth that each year should be larger than its previous 
year. Yet, actually, this annual growth is often inter- 
rupted. If gains have been too fast for several years, 
there usually follows a year of sagging. There is, after 
all, only an average tendency toward definite growth 
that we can count on. Nevertheless, at times, it means 
much to know that we can count on an average growth. 
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Figure 2—The Smooth Trend of Valve and Fittings Demand 


Compared with the Long-Time Growth of Demand 


For a measure of this average growth, we must de- 
pend upon a statistician’s deductions. Rapidity of growth 
will vary according to the conditions of different indus- 
tries. The automobile industry grows faster than the 
clothing industry. The automobile industry’s growth 
depends primarily upon the growth of the surplus income 
of the salary and wage earning public. On the other 
hand, the clothing industry can grow only about as fast 
as does the population of the country. The statistician 
can single out the individual records of a particular in- 
dustry and can figure out what its growth should average 
vear after year. 

This has been done in the case of the Valve and Fit- 
tings Index, and the calculated long-time growth of de- 
mand is shown on Figure 2. Naturally enough, this 
average long-time growth is pictured as a straight line, 
slightly rising. That straight line really shows how the 
Valve and Fittings Index would be drawn continuously if 
there were no monthly irregularities in ordering and if 
there were no broad, wave-like movement even in the 
“smooth trend.” 

And all of this speculation should be valuable because 
we are concerned about the next movement of that 
“smooth trend.” Though there are broad, wave-like 
movements that seem to be repeated every few years, 
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it is clear they are all related to this long-time growth 
line. First the broad wave rises over, and then it sinks 
under this line of long-time growth. Our measurements 
ot business activity probably never will be so precise as 
to prove that each recession exactly offsets the peak that 
preceded. Yet it is clear that the depth of a recession 
does have a necessary relation to the preceding peak. 
BUSINESS HAS BEEN GROOMING ITSELF 

An optimistic conclusion is then almost inevitable, 
because by early 1927 the smooth trend of demand had 
already swung about as far below the long-time growth 
line as the late 1925 peak had been above the growth 
line. It is true that ordinarily a recession occurs rapidly, 
and reaching the bottom of a decline does not mean neces- 
sarily that the readjustment process has been completed. 
It is a slow process, and it is not surprising to find that 
business has been grooming itself throughout 
months of 1927. 

Moreover, history shows that the upward process of 
reconstruction is always deliberate and more prolonged 
than the preceding decline from peak levels. In the 
present case there is no prospect that a great surge of 


many 


demand is just around the corner, nor would anything 
be gained by a return to excessive, speculative ordering. 

Nevertheless, a conservative optimism is justified by 
the fact that the present ordering level is “too low.” 
The foundations are already laid for a gradual climb 
back up to the somewhat higher ordering levels that are 
the really normal levels. 

So much then for the outlook as to demand volumes. 
Now, what about the prospect for general prices? In 
answer here, we turn to some of the findings of the 
Harvard University Committee on Economic Research. 
Their studies have reviewed data covering long periods 
of time, and we may condense here the valuable findings 
of research that analyzed conditions as far back as 1890. 
Their first report upon this particular study was re- 
leased in “The Review of Economic Statistics” in July 
of last year. In bringing their study down to date, we 
find that the formula recommended then still works. 
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Figure i—Actual Levels of Demand De posits Compare d with 


the “Normal” Trend of Deposits 


Briefly, the theory was developed that changes in the 
price level trace back directly to changes in the amount 
of demand deposits in the banking system. Any bank 
deposit may be included within either one of two primary 
classes. It may be either a time deposit or a demand 
deposit. We are now interested in the latter class. It 
is only the deposits which may be checked out at any 
time on demand that may enter into the market as pur- 
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chasing power and be reflected immediately as “orders 
placed” on some producer. The committee reasoned that 
these demand deposits should naturally be rising continu- 
ously, as the trend of the country’s production was rising 
continuously. In other words, increasing production 
would naturally require increasing bank deposits to 
facilitate the handling of that increased production at 
a given price level. : 
Figure 3 shows the actual demand deposits for about 
660 of the most important banks of the United States 
and it also shows the upward sloping, long-time growth 
line which we have here called “normal” deposits. When 
the actual deposits line has risen so sharply that it gets 
above the rising “normal” deposits line, then an excessive 
demand appears in the market. This increased demand 
exceeds the then normal level of activity and the excess 
demand should make prices rise. Similarly, when the 
“normal” deposits line has risen so that it is higher than 
the going level of actual deposits, then productive and 
other activity is exceeding the actual level of deposits, or 
“purchasing power,” and prices should fall. 
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Figure t—Price Levels, Caleulated on Basis of Demand 


Deposits, Compared with the Actual Wholesale Price Levels 

Figure 4 tests the theory out. The “normal” deposits 
line of figure 3 was calculated to represent the normal 
level of deposits to maintain a price level 1507 of 
the 1913 price level. Therefore, the percentage by which 
actual deposits exceed normal deposits for the same 
identical month is plotted in figure 4 as a percentage 
above or below the 150¢7 price level. This gives us in 
figure 4 a full line representing what the level of prices 
ought to be month by month if our theory as to the effect 
of the deposits on prices actually holds in practice. Then 
figure 4 also shows a dotted line to indicate the actual 
month by month level of prices according to the Bureau 
of Labor Statistics index of wholesale prices. It is 
interesting to note from this final chart that the full line 
is very similar in shape to the dotted line, but that the 
full line runs from three to six months ahead of the 
dotted line. This characteristic would not be unexpected 
inasmuch as we should expect any effect to lag some- 
what behind its cause. 

Perhaps one of the most interesting features of this 
final chart is that the calculated price level has been 
showing right along that the average price level should 
be continuously falling all through 1926 and down into 
1927. There are two interesting exceptions to the rule 
that are worth noting. Apparently, in early 1925 the 
dotted line of actual prices fell sooner than it should and 
then during the third quarter of that year it “came 
back” again before beginning its real decline that car- 
ried down into 1927 as the calculated price level in- 
dicated. In other words, in the middle of 1925 prices 
made a false start downward before the real continuing 
decline began. 

Is it possible that the reverse situation is now true? 

(Continued on page 91) 
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Your Most Profitable and Economical Sales Aid 


Fror a fraction of the cost of adding even one man to your road force, you 

can materially increase the results produced by your present salesmen if 
you reinforce each of them with 200 or 300 “assistant salesmen” in catalogue 
form on the Donnelley Unit Selection Plan. This will keep your whole line of 
“hand picked” gocds before the users of mill supplies throughout your territory 3 


; ; q 
during the 95 per cent of the time when your salesmen cannot be with them ; 
personally. 


R. R. DONNELLEY & SONS COMPANY, CHICAGO 


Builders of Mill Supply Catalogues Since 1904. 
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How Another Company Pushes Sales 


Seasonal Concentration, Contest on Roofing Material and Special 


Bonus During Dull Season Used 


Concentration on seasonal items at the 
other efforts in the way of specialization; a contest, with 
prizes, that is running throughout the entire year of 
1927, and bonuses for increases in business during dull 
periods are effective methods used by The M. I. Wilcox 
Company, Toledo, Ohio, to get the most out of its sales 
efforts. 

The company 


proper time, 


distributes mill, railroad and marine 
supplies, cordage, roofing, paints, oils, etc., and manu- 
factures awnings, tents, flags, canvas covers, mattress 
covers and ironing board pads and covers. 

“We select certain items from our line on which we 
use our best efforts to have our salesmen push over a 
period of about four weeks—which is about the length of 
time it takes to get over their respective territories— 
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The M. 1. Wilcox Company Buildings 


and in selecting these items we aim to choose seasonable 
Stanley, vice-president and general 
manager of the company. “Our business is somewhat 
different from the average mill supply house, as we get 
into a number of lines which the average mill supply 
house does not carry. 

ITEMS FOR SEASONAL EFFORTS 


ones,” states G. J. 


“In the Fall we specialize on roof paint, roofing, pipe 
fittings and valves; in the Spring, on various kinds of 
paint used for outside painting, belting and hose—gen- 
erally taking the various lines of mechanical rubber goods 
at the same time; in the Summer, garden hose, rope and 
twines of various descriptions. 

“We have a great many items which we sell during 
the Fall months for spring delivery, and before our men 
start calling on our trade for spring orders, we make it 
a practice to get out an advance notice to all of the 
trade, informing them that our salesmen will call shortly 
with an attractive proposition which will be worth their 
consideration—and asking them to defer placing their 
orders until they have a chance to hear the proposition 
which our salesmen have to offer.” 

Because the last quarter of the year is a period when 
it is difficult to hold up business volume, The M. I. Wil- 
cox Company has developed a plan for inspiring the 
salesmen to special efforts during that time. 

“The four last months of the year, as a rule, are hard 
months to hold up a volume of business,” says Mr. Stan- 
ley, “so we have offered our salesmen a bonus of $2.50 for 


by The M. I. Wileox Company 


every $100 of increase they make during the months of 
September, October, November and December over their 
sales during the corresponding month of the previous 
year—providing there are no decreases in the average 
margin of profit. In other words, for every $1,000 of 
increased sales during these months we pay the sales- 
man a bonus of $25.” 

While The M. I. Wilcox Company does not as a rule 
select a product for special sales concentration for a 
period of as long as a year, because it usually is impossi- 
ble to keep up salesmen’s interest for that length of time, 
it is making an exception this vear in conducting a year’s 
contest, from January Ist, 1927 to January Ist, 1928, on 
roofing and roofing materials, roof paints and everything 
covered by that particular line. 

“We are offering $600 in prizes to our salesmen, half 
of which is furnished by the manufacturer we represent 
and half by ourselves,” savs Mr. Stanley. ‘This is divid- 
ed up into five prizes, the first prize being $250; the 
second, $125; third, $100; fourth, $75, and fifth, $50. 

“The results are posted each month in our office on 
the basis of both sales and profits, and this contest up to 
the first of October already shows a greater volume of 
sales than we showed on these same items for the entire 
12 months last year. The results have far exceeded our 
expectations, and our sales have reached the point where 
we are buying roofing paint and cement in carload lots. 

MUCH ROOFING BUSINESS FROM FACTORIES 

“We solicit business from the retail hardware stores 
in the territory that we cover, so a goodly portion of 
these products are sold to hardware dealers, but every 
factory is a prospect for roofing and roof paints and 
cements, and a very large part of our business during 
this contest is coming from the factory trade. These are 
very profitable items and bulk so that any order will 
make the shipping weight. 

“We are also this year doing a good deal of direct 
mail work. We have a list of hardware dealers and in- 
dustrial plants that we circularize every two to four 
weeks, not so much with the idea of securing orders by 
mail, as to supplementing the efforts of our salesmen. 

“From time to time, in these letters to the factory 
trade, we call attention to the various nationally known 
lines we carry in stock for distribution. We find that 
this work that we have been doing from the office has 
not only brought in considerable business by mail, but 
has proved very helpful to our salesmen.” 

Mr. Stanley states that his company has never found 
it possible to hire salesmen from other companies and 
get at all satisfactory results. He says that its best men 
are those who have grown up in the organization and 
have been trained in the business. 

Roofing is sold by the regular salesmen of the company, 
who “over established territories. Another product not 
handled by most supply houses that is handled by The 
M. I. Wilcox Company is paint. The success of this com- 
pany in handling paint was told in an article in the 
March, 1927, issue of MILL SUPPLIES. A special sales 
force, covering a large part of the United States, is op- 
erated in connection with the canvas, or manufacturing 
department. 

Unquestionably a certain measure of the success of 
The M. I. Wilcox Company is due to the fact that it 

























































November, 1927 


pe 





The Ball Bearing 
Chain Hoist of 


Ideal Construction * 








“IDEAL” Advantages 


STEEL Ball Bearings (in all 


sizes) 
STEEL Suspension Plates 
STEEL Top Hook and Crosshead 
STEEL Load Wheel 
STEEL Load Chain 
STEEL Load Hook 
STEEL Detachable Shackles 
STEEL Driving Pinion and Shaft 
AUTOMATIC SAFETY BRAKE 


NON-FOULING Hand Chain 
Guide 


POSITIVE LUBRICATION 
DUST-PROOF CONSTRUCTION 


COMPLETE INTERCHANGE- 
ABILITY 








HE most service at the 

least cost! That’s what 
every user of hoisting machin- 
ery wants. Satisfy a customer 
on service and cost and his 
future business with you is 
assured. 


The “IDEAL” Spur-Geared 
Chain Hoist is built to make 
friends and hold them. That's 
one of the reasons it was 
named “IDEAL.” 


Look inside! See the accu- 
rate, clean-cut construction 
made possible by “IDEAL” 
advanced methods of machine 
tool designing. Here is abso- 
lute assurance of complete in- 
terchangeability. Every part 
a perfect fit. 


“IDEAL” to SELL and USE. 


Speed, strength, durability, 
compactness, efficiency, ease 
and safety of operation,—all 
these factors and more com- 
bine to make the “IDEAL” 
Spur-Geared Chain Hoist 
“IDEAL” in fact as well as in 
name. 


BULLETIN NO. 21 JUST OFF 
THE PRESS 
Send for your copy now 


Other “IDEAL” Products 


Differential Chain Hoists 
Steel Plate Trolleys 

(With Ball Bearings) 
Steel Plate Trolleys 

(With Timken Bearings ) 
Traveling Cranes 


Jib Cranes 


THE DICKERMAN Hoist Mr«.Co. 





872 East 72nd Street, Cleveland, Ohio 











writing to Advertisers please mention MILt 





SUPPLIES. 








(— 


TOIT 





+ SU erayeRe He eros 














November, 1927 





handles paints and roofing supplies in addition to its 
regular lines. For the benefit of those who may not have 
read the March article, Mr. Stanley’s statement concern- 
ing the handling of paint by mill supply houses, which 
appeared in that issue, is hereby repeated: 

“We feel that the supply house is the logical outlet for 
paint for industrial purposes, as every industrial plant 
is a user of paint for some purpose. It is necessary to 
paint stacks, boilers, iron and metal, concrete 
floors and the various pipes which run through the plants. 
In the last few years there has developed a big outlet for 
paint in painting interiors of industrial plants such as 


roots, 
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walls and ceilings for light reflecting purposes, which 
creates cleaner and more sanitary conditions for em- 
ployes, increases efficiency and saves light. A good many 
industrial plants also use paint in production. 

“I think this is a field that the supply jobber can cover 
to very good advantage, but we cover the paint field more 
thoroughly than this, as we sell to the dealer, and also 
have a considerable trade with the painting contractors 
and decorators. Our regular salesmen cover a very large 
part of the field, but, in addition, we have two special 
men who devote all of their times to the paint end of the 
business.”’ 





This Sales Method Resultful 


Frick and Lindsay Company System Outlined by Purchasing Agent 


Interesting and successful sales methods used by the 
Frick and Lindsay Company, Pittsburgh, one of the 
country’s leading supply houses, are outlined by Edwin 
ee Goucher, purchasing agent of the company, in reply 


to questions advanced by MILL SUPPLIES in a letter 
regarding specialization and salesman training. 
“We have always specialized on certain lines,” wrote 


Mr. Goucher. “Our business is organized into special- 
ized departments as follows: Oil well supplies, miscel- 
laneous supplies (including mine, mill, contractors’, 
railroad, machine shop, etc.) ; wire rope, insulated wire 
and other products of one manufacturer, and the pipe 
department, which co-operates with both the oil well and 
miscellaneous supply departments. 

“Our sales mechanism is quite flexible. Each depart- 
ment has its own sales management, but in some cases 
a salesman works under two or more departments, 
according to the character of his territory. Then within 
zach department we have specialization to some extent 
on individual lines. For instance, we have a_ special 
sales engineer who follows material handling equipment, 
notably the hoist and trolley installations of one manu- 
facturer. We also have one office salesman who takes 
care of all orders for transmission equipment in con- 
nection with the miscellaneous supply orders. On 
several important lines we have the co-operative services 
of factory representatives who give us whatever time 
the circumstance seems to warrant. 

“There is always a tendency for men to favor certain 
lines and to take a special interest in some particular 
phase of the work. We encourage this, as we believe 
that a thorough knowledge of even one item or line is 
a big help in sustaining a salesman’s enthusiasm and in 
securing the interest and attention of the prospect. 

“Answering your second question: Specialization in a 
broad way, that is, on full lines, is undoubtedly profitable, 
but of course it is difficult to make comparisons accur- 
ately or even approximately. 

“We have no consistent plan for training men for 
selling, but have chosen those whose experience and 
capabilities have seemed to fit them for the job. We 
have in the last few years preferred to select salesmen 
from our sales office—young men who have the ear- 
marks of salesmen—and this has proved satisfactory. 
The writer’s plea is for young men of technical training 
in engineering materials and practice who can be trained 
to sell service. 

“The salesmen are always in the process of training 
at the hands of both department managers and manu- 
facturers’ sales representatives, and through sales let- 
ters and manuals issued by manufacturers. We try to 
keep this down to essentials and within reasonable 
limits. A man can only absorb so much. Supply men 





are not and never can be through learning new things. 
There is something new every minute. 

“The fact that our turnover in the sales personnel 
has been very small, and that results have been reason- 
ably satisfactory leads us to think our methods are not 
SO bad. 

“For a number of vears we used more or less direct 
advertising, principally in the form of a house organ, 
The Optimist, with a monthly mailing of some ten thou- 
sand copies. This was discontinued about two years ago. 
We could not trace business to the advertising in it, 
nor have we been able to see any effect from its discon- 
tinuance. We found by inquiry, however, that our adver- 
tising as a whole has been an undoubted builder of good 
will, and it has been no small factor in the status of this 
company, and of considerable help to the salesmen.” 
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HARTFORD HOUSE PURCHASED 
Hunter & Havens. Bridgeport. Conn.. Distributors. Take 
Over Purinton & Smith Business 
Hunter & Havens, Bridgeport, Conn., distributors of 
iron, steel and mill supplies, have purchased the business 
of Purinton & Smith, Hartford, Conn., and are operating 
is as a branch of the Bridgeport house. The business in 
Hartford is known as Hunter & Havens, the Purinton & 

Smith name having been discontinued. 

Practically the same lines will be carried in Hartford 
as heretofore, together with a number of additions, and 
the facilities there will be gradually increased to take 
care of the greater volume. The Hartford office is in 
charge of William J. Lloyd, who has been tor a number 
of years more or less closely in touch with the mill supply 
trade in Connecticut. The old Purinton & Smith organ- 
ization in Hartford remains practically intact other- 
wise. L. A. Smith, formerly sole owner of Purinton & 
Smith, remains with Hunter & Havens and is giving 
his entire time to the machine tool end of the business. 

The firm of Purinton & Smith was organized in 1915 
and grew steadily. L. A. Smith purchased Mr. Purin- 
ton’s interests last year, but the firm name remained 
unchanged. Purinton & Smith emphasized special ma- 
chinery in its business. Hunter & Havens have been 
established in Bridgeport since 1880, and the house is 
well known in that section. 

6 eg 
Business Very Good There 

Further evidence that business is ‘‘spotty’’—yood, as 
well as bad—is found in a letter received by MILL 
SUPPLIES from a manufacturing company, which states 
that it is now five weeks behind on shipments of smallei 
size jacks. 
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Programme for New York Meeting 


Important Sessions of Power Transmission Association and 


Its Advisory Board Will Be Held—Slogan Award Made 
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The programme for the annual meeting of the Power 
Transmission Association, which will be held at the Hotel 
Commodore, New York, December 7th, has been an- 
nounced. Two separate meetings 
will be held, starting at 10 o’clock 
in the morning. While the board 
of advisory engineers is in session 
in Tavern Room C, members of 
the association will hold an impor- 
tant meeting in the west ballroom. 

1 o’clock a joint luncheon will 
be held in the west ballroom. 

The members of the association 
at their morning meeting will hear reports on surveys 
and of the merchandising advisory committee. All manu- 
facturers of mechanical power transmission appurte- 
nances, accessories and supplies are invited to attend, to 
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A Suggested Emblem 
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the board which will make it thoroughly representative 
of designing and operating engineers in various indus- 
tries. 

President W. H. Fisher will open the joint luncheon 
programme with a greeting. W. Batt, president, S. K. F. 
Industries, Inc., and R. T. Kent, chairman of the stand- 
ing committee on professional divisions of the American 
Society of Mechanical Engineers, will appear on the pro- 
gramme. William Staniar, belting and transmission engi- 
neer, E. I. Du Pont de Nemours & Co., and chairman of 
the board of advisory engineers, will deliver an address 
on “Mechanical Power Transmission Economies.” Mr. 
Staniar’s address will be followed by the presentation of 


recommendations of the board of advisory engineers 


and discussion of the recommendations. 
The date and place of the annual meeting of the Power 
Transmission Association are ideal. 


It will be held during 
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as Follows: P. S. Rinaldo. bhaward WeOskei, 
Ball, G. D. Crain, Jr., A. W. Moseley 
C. A. 


learn first-hand about the progress of the work of this 
new association, to hear plans for future activities and 
to receive the report of the board of advisory engineers. 

The meeting of the board of advisory engineers will 
be opened with remarks by Chairman William Staniar. 
There will then follow a discussion of the proposed 
Stanair Power Transmission Association Handbook, 
which is to be published late in 1928, with approval of 
sections, assignment for preparation of sections not 
already covered by the chairman’s data and plan, appoint- 
ment of the sub-committee for the first editorial review 
and adoption of procedure for final approval of the board. 

There will then be discussion of other board activities, 
followed by approval of proposed recommendations to 
the association. (The tentative draft will be submitted 
to each member in advance and all desirable mail sug- 
gestions and corrections will have been included.) Fin- 
ally, suggestions will be received as to any additions to 


Presentation of the Power Transm/‘ssion Association Slogan Award. Those in the Group, Left to Right, Are 
D.. BR. 


Winner of h 


Kgbert, J. J. McCauley, S. E. Ullmann, Edward H. 
Award), R. E. Turner, S. A. Ellicson, A. E. Pyott, 


Banks and W. S. Hays 


the week of the Sixth National Exposition of Power and 
Mechanical Engineering, and meetings of the American 
Society of Mechanical Engineers and the American 
Society of Refrigerating Engineers will be in progress 
at the same time. Members of the American Society of 
Mechanical Engineers are invited to participate in the 
sessions and luncheon. 

A. W. Moseley, mechanical engineer of the Sloan Valve 
Company, Chicago, won the contest conducted by the 
Power Transmission Association to secure a slogan. The 
winning slogan is “Drive Right,” and it was the unani- 
mous choice of the judges: L. C. Morrow, R. R. Leonard 
and H. D. Edwards, all members of the American Society 
ot Mechanical Engineers. 

Mr. Moseley was presented with the $250 award at an 
informal luncheon in the Old Colony Club, Hotel La Salle, 
Chicago, by S. A. Ellicson, Chicago Pulley & Shafting 
Co., vice-president of the association, in the presence of 
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i] JOHNS MANVILLE 
VALVE STEM —~_] ae MOGUL PACKING 
VALVE 
We suggest that you use Johns- 
Manville Mogul with the handy pack 
ing tool because nobody wants to do 
MANDY PALKING TOOL. FOR BACKING evenan eas) job any oftener than he has 
SMALL VALVE STEMS _ to. Mogulis made from long fibre asbes- 
tos yarn. The yarn and the special lubri- 
cating compound used make it suitable 
for nearly any condition, It contains 
no avax to give it apparent density 
e 2 which would immediately disappear in 
service. Mogul is a high quality, long 
lasting product. 
k * * k 
Perhaps you saw this packing tool 
described in the Power Specialist, a 
va lve stems acked monthly magazine which is sent free 
to power plant men. You will find 
> * many such shop kinks, interesting arti- 
wit Ong SETVICE Mogul cles, descriptions of plants and their en- 
gineers, and even an occasional Jaugh 
O veck «1 Le in this lively magazine. Fill in the 
: pac a JONQ-lived . ogul valve-stem coupon and we will see that you get 
| job in short order, use this handy coil pack- the Power Specialist every month with- 
ing tool, observed at the American Sterilizing out charge. 
Company, Erie, Pa. 
It consists of a piece of extra heavy tubing just 
, : : B 5. ‘ 
the right size and length to slip over the valve , 
stem and fit into the stuffing box. Cut it half Pig 
round at the lower end to allow for the entrance , 


of the packing, and bevel the lower edge 25° to 
30° which assists materially in feeding the pack- 
ing around the stuffing box as the tool is turned. 

With this tool, the packing is quickly let into 


: Johns-Manville 
the stufhng box and rammed snug. 


Corporation 
292 Madison Ave. 
New York City 


Send The Power Specialist 


JoHNS-Manvitte Ma? 


SAVES POWE bes. 


JOUNS-MANVILI CORPORATION, 292 MADISON AVENUE AT 41ST STREET, YORK CITY yd 
BRAN IN ALL LARGE CITIES FOR CANADA: CANADIAN JOHNS-MANVILLE CO., LTD., TORONTO é Position Firm 
When writing to Advertisers please mention Mire Suppiies 
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the following: P. S. Rinaldo, Flexible Steel Lacing Co.; 
S. E. Ullmann, Chicago Rawhide Mfg. Co.; A. E. Pyott, 
Pyott Foundry Co.; C. A. Tupper and D. R. Egbert, 
Belting, Transmission, Tools and Supplies; J. J. McCau- 
ley, McCauley Belting Co.; Edward J. McOsker, MILL 
SUPPLIES; Edward H. Ball, Chicago Belting Co.; G. D. 
Crain, Jr., Class and Industrial Marketing; C. A. Banks, 
Moloney Belting Co.; R. E. Turner, Power Plant Engi- 
neering, and W. S. Hays, secretary of the Power Trans- 
mission Association. 

A. W. Moseley was born in Lynn, Mass., but has lived 
most of his life in Chicago. He is a graduate of the 
Massachusetts Institute of Technology, and taught there 
and at Lewis Institute. After leaving Lewis Institute, 
he was with the Hanna Engineering Works, and then 
joined the Sloan Valve Company. Mr. Moseley has writ- 
ten papers on a number of subjects, and has co-operated 
in the production of some technical manuals. 

“It is my understanding that the new association will 
compile data based on plant records, and make it fully 
available to plant men,” said Mr. Moseley. “These plant 
findings, since they will be entirely free from the idea 
of propaganda, will be of invaluable service to plant men 
throughout the United States, and the work of the new 
association will not only be warmly welcomed, but the 
association itself will surely prove to be very popular 
among all men interestd in bettering production. If the 
new association can assist American manufacturers to 
give the same high quality of thought to their power 
transmission that they give to their other production 
problems, it will accomplish a high purpose, well con- 
ceived, and prove to be timely and well worth while.” 

The Power Transmission Association issued the fol- 
lowing statement: 

“His winning slogan came to him immediately and 
most certainly no slogan could have been selected that 
would more accurately put into words the entire spirit 
of the new Power Transmission Association, as while the 
association is made up of manufacturers who are in- 
terested in mechanical power transmission, yet neither 
the association nor any of its members has any desire 
whatsoever to advocate anything having to do with power 
transmission unless what they do advocate is the best 
possible power transmission for the problem in hand. 
The final design and emblem embodying the slogan will 
be adopted by the association at the annual meeting, 
December 7th, at the Hotel Commodore, New York City.” 





Zering Company Purchased 

The Hamilton Caster & Mfg. Co., Hamilton, Ohio, has 
purchased the assets of The H. Zering Mfg. Co., Cin- 
cinnati, manufacturer of factory trucks, and has in- 
creased manufacturing facilities in Hamilton, where the 
combined line of casters and factory trucks will be manu- 
factured. A modern building has been erected to take 
care of the additional manufacturing of the Hamilton 
Caster Co. This building is of concrete, brick and steel 
construction, 216 by 54 feet, and has two stories. 


—_—-—e —___— 


Automotive Equipment Exhibit 

Numerous manufacturers prominent in the mill supply 
field will have exhibits at the ninth annual exhibit of 
the Automotive Equipment Association, which will be 
held in the Coliseum, Chicago, November 7th to 12th, in 
connection with the twelfth annual convention of the 
association. More than 200 manufacturers and whole- 
salers of automotive parts, accessories and shop equip- 
ment in the United States and Canada will have exhibits. 
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Registration and meetings of the various committees will 
take place on November 4th, 5th and 6th, with the con- 
vention proper starting November 7th. 





TABLE OF WRENCH SIZES 
Williams & Co. Leaflet Shows Standard Sizes 
Served by Each Opening Size 


Because of the fact that principal members of the drop- 
forged wrench industry will hereafter mark wrenches 
with only the size of the opening, J. H. Williams & Co., 
Buffalo, one of the companies to adopt this plan, has 
prepared leaflets containing a table of standard bolt, nut 
and cap screw sizes served by each opening size, which 
table is reproduced in connection with this article. 

In commenting on the matter Hugh Aikman, secretary 
of J. H. Williams & Co., states that whereas it has been 








|_U.S.STANDARD |s.4.E.std.|_ AMERICAN STD. 





*Open- For U_8)| ForSAE Sagreeng 
ings For U.S. a ee Std. Nuts | For Amer | — int 
ct Std. Nuts;| (0% [4€9@ | and Cap | Std. Nuts;| 24: trex. 
stamped Size —- Screws! "Screws; Size Head Cap 
Bolts ee Size Bolts Bolts — 
5/16 | 1/8 1/8 | i 
3/8 3/16 
13/32 316 | 
7/16 1/4 14 4 1/4 14 
1/2 | 1/4 5/16 5/16 | BIG 
9/16 3/8 3/8 5/16 3/8 
19/32 5/16 j 
5/8 | 7/16 ~/16 5/8 7/16 
11/16 3/8 
3/4 | 1/2 1/2 $n -_ 
25/32 7/16 
13/16 9/16 1/2 9/16 
7/8 1/2 5/8 W/16 9/16 ; 
15/16 3/8 
31/32 | 9/16 | 
: | oy 11/16 304 
1— 1/16 | »/8 304 
= ae | 7/8 4 7/8 
1-1/4 | a4 I 738 
1— 5/16 | 7/8 , 
1- 3/8 1-1/8 
1— 7/16 | 7/8 
1- 1/2 | 1-1/4 1-1/8 
1-5/8 | 1 1-3/8 1-1/8 | 
1-11/16 1-1/8 1-1/4 
1-13/16 | 1-1/8 1 1/4 
1- 7/8 | 1-1/4 
2 1-1/4 3 
2— 3/16 1-3/8 in 2/2 
2- 1/4 1-1/2 
2- 3/8 1-1/2 
2- 9/16 | 1-5/8 
.- or | 1- 3/1 | 
2- 3/4 1-3/4 
2-15 /16 1-7/8 
3 | ‘ 
3- 1/8 2 
3- 3/8 — 
3- 1/2 2-1/4 
3- 3/4 | ee 
3- 7/8 | 2-1/2 
4-1/8 | 2-3/4 
4-1/4 | 2-3/4 
4-1/2 | 3 
4-5/8 | 3 | 
5 } 3-1/4 
5- 3/8 3-1/2 
5- 3/4 3-3/4 
6- 1/8 4 
6- 7/8 4-1/2 
7- 5/8 5 





*Proper clearance is provided by the manufacturer. 


the general custom to stamp the heads of drop-forged 
wrenches having fixed openings with the bolt or cap 
screw size each opening would accommodate, the new 
American standard bolt and nut list, recently adopted, 
would add other markings to those already carried, so 
the American Engineering Standards Committee speci- 
fied that wrenches shall be marked with the width across 
flats of the nuts, bolts or cap screws they are designed to 
fit. This recommendation is said to have been adopted 
by the principal manufacturers of drop-forged wrenches, 
and all their wrenches except those on hand will be 
marked with the size of the opening only. 

The table is furnished by J. H. Williams & Co. in 
order to avoid unnecessary confusion and to educate both 
mechanics and distributors to the new practice. 
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Above are shown guns used to 
explode wood chips into pulp 
at 1000 lbs. pressure. 


AI the plant of the Mason Fibre Company, Laurel, Mississippi, 

VOGT Valves and Fittings are operating under conditions 
probably more severe than generally encountered. Four times 
a minute VOGT valves are opened and closed at 1000 lbs. pres- 
sure. Such shock and strain can only be with- 
stood by valves and fittings that are properly 
— and forged from the best grade 
steel. 


HENRY VOGT MACHINE Co. 


(Incorporated 
LOUISVILLE, HY. 
Branch Offices: New York Chicago Philadelphia Cleveland Dallas 














Manufacturers of: Oil Refinery Equipment, Drop Forged 
Steel Valves and Fittings, Water Tube and Horizontal 
Return Tubular Boilers, Ice Making and 
Refrigerating Machinery 


Write for Catalog F-6 
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La Crosse Market is Greatly Changed 


Dairying and Other Industries, Which Have Succeeded Brewing 


and Lumbering in Importance, Demand Variety of Mill Supply Items 


RUEL McDANIEL 


There are probably few territories in the United States 
which have undergone such a radical change in demand 
for mill supplies as has that centering in La Crosse, Wis., 
during the last few years; and the city itself has become 
a first rate supply and distributing center. Its peculiar 
geographical position is responsible for an importance 
in this regard well beyond that which the population of 
about 30,000 suggests, for there is a wide expanse of 
territory to be served, in western Wisconsin, eastern 
Minnesota and northern Iowa, with strips of one or two 
other states. 

The reason why La Crosse and its territory are im- 
portant from the standpoint of the mill supply man is the 
radical change in the demand for mill supplies in this 
territory because of the increasing importance of manu- 





La Crosse Rubber Mills Company Plant 


facturing therein. In La Crosse alone last year the 
manufactured products turned out had a value of about 
$22,000,000. There are several other smaller towns in 
the territory whose manutacturing industries are stead- 
ily mounting into the millions of dollars valuation. 

A few years ago the mill supply consumption of this 
territory was practically confined to two industries 
lumbering and brewing. Both are all but dead, and in 
their places have arisen scores of smaller, but fast-grow- 
ing industries which consume a total of considerably 
more mill supplies than these two major fields did when 
they were at the height of their glory. 

BIG INCREASES IN CERTAIN LINES 

Certain supply lines have shown enormous increases 
during the last year. For example, the supply depart- 
ment of the Fred Kroner Hardware Co., of La Crosse, 
reports that leather belting sales have more than doubled 
this year over last, and that sales of rubber and canvas 
belting have shown substantial increases. One reason 
given for this improvement is the rapid growth of the 
dairy industry in the district, since almost every phasic 
of the dairy business demands belting. 

Ludwig F. Kroner, secretary of the Fred Kroner Hard- 
ware Co., reports that the supply business has under- 
gone an unusual change in stocks carried. Whereas 
saws, files and related articles needed by sawmills for- 
merly led sales in the mill supply department, today they 
are a comparatively small factor in yearly volume. Belt- 
ing and pulleys are now leaders, while a variety of tools, 
belt lacing and dressing, small machinery, small valves, 


packing, forges and accessories and a variety of other 
items are prominent in the list of sales. 

The growth of the dairy industry has stimulated the 
supply business in the La Crosse district in two ways. 
In the first place, dairving demands a certain amount 
of supplies, beginning with the dairy farm and extend- 
ing along every step in the transformation of raw milk 
into cheese or butter. Someone had to furnish these, 
which included belting, valves, faucets, piling, packing, 
engines and parts, and so on. Supply dealers on their 
toes recognized in this one of the major industries that 
was destined to replace the breweries and sawmills; and 
they began cultivating the market, encouraging the 
young industry. 

In the second place, as it grew, there sprung up such 
a demand that alert business men recognized in the dairy 
industry an incentive for the manufacture of certain 
items. Today there are several manufacturers in the 
La Crosse district turning out equipment and supplies 
that are modernizing the dairying industry, and they 
sell their output not only in the La Crosse district but 
far beyond as well. These manufacturers need supplies 
with which to keep their own plants moving, and they 
provide a field for the supply dealer to work. 

VARIETY OF INDUSTRIES IN DISTRICT 

The La Crosse Rubber Mills Co. is the district’s big- 
gest single manufacturing company, and it is said to be 
one of the largest in the country turning out rubber 
goods of its class. This company not only buys a great 
many mill supplies locally, but some of its products are 
handled by local distributors and consumed by other in- 
dustries in the territory. 

The next largest single factory in the territory is the 
National Gauge & Equipment Company, manufacturing 
oil and gasoline gauges and doing a national business. 
There are numerous and growing clothing factories, re- 
quiring a variety of small specialty supply items. There 
are several auto accessory manufacturers doing a semi- 
national business. The flour milling industry still is an 
important market in this territory, especially in the 
Minnesota sector, flour mills consume a sur- 
prisingly wide range of mill supplies. Practically all 
have been converted to electric power, so that there has 
been a marked decline in the use of supplies for steam 
engines and boilers. Belting is the biggest single item 
bought by flour mills through the general mill supply 
dealer. Many mills are either turning to or considering 
ball bearings, and here, in future years, will be an im- 
portant item for the supply dealer calling upon flour 
mills. 

“We are in a great deal better position to consume 
the products handled by dealers in general mill supplies 
than ever before,” declared a banker in that district. “It 
is true that with the death of the brewery business and 
the gradual decline of the lumbering industry, our man- 
ufacturing in general was in a poor way for a brief 
period. But we began to diversify. Soon we had sev- 
eral industries launched to take the place of the two 
major ones we had lost. Today we are so greatly diver- 
sified and in such a position for unlimited growth that 


because 
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there should never be a really dull period in our terri- 
tory. When one or two industries are not buying because 
of slack demand, others will be running double force to 
supply the commodities they produce. The mill supply 
manufacturer and distributor can safely look upon this 
territory as a good, reliable year-round market.” 

The supply distributing territory of La Crosse has a 
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radius ranging from 150 to 250 miles. The retail trade 
territory averages about 40 miles in each direction. 
Among the rapidly growing towns in the distributing ter- 
ritory—towns which are becoming more or less impor- 
tant manufacturing centers—are Albert Lea, Wabasha, 
Austin and Winona, Minn.; and Sparta, Lisbon, West 
Salem and Bangor, Wis. 





New Goodrich Company Officers 


Deaths Result in Several Changes 


As a result of the deaths of Bertram G. Work, presi- 
dent, and Lorenzo D. Brown, first vice-president, within 
a short time of each other, there has been a realignment 
of the officers of The B. F. Goodrich Rubber Company, 
Akron, Ohio. Harry Hough, formerly vice-president and 
comptroller, has been elected president; D. M. Goodrich, 
director and youngest son of the founder of the company, 
has become chairman of the board of directors, succeed- 


HARRY HOUGH 


ing Mr. Work in that capacity; J. D. Tew, director and 
former works manager, has been made first vice-presi- 
dent and a member of the executive committee, and S. M. 
Jett has been chosen secretary, succeeding Frank C. 
Van Cleef, resigned. 

Bertram G. Work, president of The B. F. Goodrich 
Rubber Company since 1907 and chairman of the board 
of directors, died August 30th in St. Moritz, Switzer- 
land. He was the son of Alanson Work, one of the origi- 
nal incorporators, and succeeded Col. George T. Perkins 
as presidént. Lorenzo D. Brown, the late first vice-presi- 
dent, was found dead in a sleeping-car berth as the 
train neared Rochester, N. Y., on the morning of Septem- 
ber 19th. Heart disease was given as the cause of his 
death. Mr. Brown joined the Goodrich company as 
treasurer in 1917, and several years ago he was named 
vice-president in charge of finances, retaining the posi- 
tion of treasurer for a time. 

Harry Hough, the new president, has been with the 
Goodrich company for ten years. He was formerly a 
member of a large accounting firm in New York, joined 
the Goodrich organization as comptroller and later be- 
came vice-president. Mr. Tew, the new first vice-presi- 
dent, was graduated from Harvard in 1905 and joined 
Goodrich as a factory worker in 1906. He later became 


Harry Hough Chosen President 


manager of the cord tire department of the Diamond 
Rubber Company, and when that company was absorbed 
by Goodrich he was made superintendent of the tire divi- 
sion. He became assistant works manager in 1925 and 
works manager in May, 1926. Mr. Tew was elected to 
the directorate last April. Mr. Jett, the new secretary, 
joined Goodrich in 1917, in the legal department. He is 
considered an authority on tax matters as related to the 
rubber industry. 

T. G. Graham has been made works manager of the 
company, succeeding Mr. Tew in that capacity, and T. B. 
Tomkinson has taken the position of comptroller, made 
vacant by the advancement of Mr. Hough. Mr. Graham 
joined the Goodrich company several years ago. He had 
previously been vice-president and factory manager of 
the Mason Tire & Rubber Co. Mr. Tomkinson, for many 
years assistant comptroller of the:-Goodrich company, was 
in 1925 made vice-president and general manager of the 
Canadian Goodrich Co., at Kitchener, Ont., Canada. 

The B. F. Goodrich Rubber Company has issued the 
following statement concerning the selection of Mr. 
Hough as president: 

“In the 60 years of the Goodrich company’s existence it 
has had but three presidents, men of outstanding charac- 
ter and ability, who have carried the business through to 
notable success. The company’s record of having grown 
from a small manufacturing plant to a leading position in 
the world’s tenth largest industry during the administra- 
tions of three chief executives stands as a monumental 
achievement industrially. 

“In the selection of a president the directors of the 
Goodrich company were faced with a decision that re- 
quired consideration of basic precedents that had been 
established by the unusual character of its other chief 
executives. The election of Mr. Hough is in recognition 
of his ability to carry out Goodrich policies. 

“Mr. Hough’s experience as comptroller and later as 
vice-president, and his active participation in company 
affairs bearing on all phases of the business, have well 
fitted him for this new responsibility. He is conceded 
to be a man of exceptionally keen judgment, and his com- 
prehension of the underlying fundamentals of business 
and the company’s relationship to the trade will be fac- 
tors in the successful continuation of the policies and 
programme Goodrich has long since established. It is on 
a background of record growth and outstanding adminis- 
trative direction that Mr. Hough takes over the helm of 
the Goodrich company.” 

Officers of The B. F. Goodrich Rubber Company who 
retain their posts are C. B. Raymond, vice-president and 
vice-chairman of the board of directors; W. O. Ruther- 
ford, vice-president, and V. I. Montenyohl, treasurer. 
The executive committee is composed of D. M. Goodrich, 
Harry Hough, J. D. Tew, C. B. Raymond and W. O. 
Rutherford. 
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PILLOW BLOCKS 


Self-lubricating Bearings and 
Pillow Blocks furnished : split 
to facilitate erection. Of suffi- 
cient length to provide ample 
bearing areas. Bearing sur- 
faces lined with anti-friction 
metal. Oil-fed grooves cut in 
the bearings assure proper 
lubrication throughout the 
bearing lengths. Laminated fiber 
shims between halves to com- 
pensate for natural wear. All 
bearing ends faced. 


Four types—Ring-oiling, 
Wick-oiling, Plain and Collar- 
oiling. 


Medart “plus” service, 
of course. 





If you need gears—QUICK—call 
on Medart, St. Louis. Gear head- 
quarters! Medart Gears are fur- 
nished in practically every type, 
material, construction and size :— 
Spur, Spiral, Bevel, Miter, Inter- 
nal, Herring-bone, Worm, Mortise 
(including wood cogs)—Pattern 
Molded, Machine Molded, or Cut- 
tooth — Cast Iron, Cast Steel, 
Semi-steel, Bronze and composi- 
tion Fabroil, Textolite and 
Textoil. 


Patterns unusually complete. 
“Right-now” special stock ship- 
ments or “special-rush-special- 
order” shipments. 
NOTE:—Fabroil, Textolite and 
Textoil composition materials made 
by General Electric Company convert- 
ed by gear-cutting into finished Gears 
by the Medart Company — national 
distributors. 





HANGERS 


Extra strong to carry reason- 
able loads with an extra margin 
of safety. And, at the same 
time maintain proper rigidity 
under operating vibrations. 
Quickly erected, easily and ac- 
curately adjusted and aligned 
by means of 4-way adjustable 
screws with jam nuts. Bases 
accurately leveled. Frames 
widely interchangeable. Six 
types — Universal Drop and 
Standard Double-brace Drop, 
Single-brace Drop, Adjustable 
Extension, Closed Post, Open 
Post—all with self-lubricating 
bearings. 


Special service—any time— 
anywhere. 


Get Medart Catalog No. 43 and discount sheet—for 
Everything in Line Shafting Equipment and Bulletin on 
Timken-Equipped Line of Industrial Applications. 


The Medart Company 


(Formerly Medart Patent Pulley Co.) Offices in Chicago, Philadelphia 
General Offices and Works, St. Louis, U. S. A. Pittsburgh, New York & Seattle 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


Ya 


Office and Warehouse: 
Cincinnati, Ohio 


When writing to Advertisers please mention M1Lt Supp ties. 
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DOMESTIC ELECTRIC C0 CLEVELAND, OHIO, USE 
BLACK & DECKER 


Electric Grinders and Buffers 
CALZLAL 


A part of the tool room 
equipment of the Domes- 
tic Electric Co. is a Black 
& Decker 12-inch Heavy 
Duty Electric Grinder. 











Black & Decker 3 H. P. Electric Buffers, 
equipped with wire brush wheels, are used 
for ‘“‘skinning”’ the ends of armature wind- 
ings. 

This method was worked out by the Do- 
mestic Electric Co. and special fixtures 
built, as illustrated, to hold the armatures, 
with a cone-shaped anvil to hold the wires 
up against the revolving brush wheel. 
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Carried 1n Stock by the Leading Mill Supply Jobbers 


The BLACK €* DECKER MFG. CO. 


TOWSON, MD, U.S. A. 
Black & Decker Mfg. Co., Limited, Toronto, Ontario Black & Decker, Limited, Slough, Bucks, England 










Branch Offices with ServicesStations in 


BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
BUFFALO PHILADELPHIA ST LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELAND SEATTLE 
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Bonney *CV Chrome Vanadium 
Wrenches are classified as ‘‘Small Tools’’, 
but they are a BIG ITEM. Many Job- 
bers’ Salesmen carry one of each of the 
above sets right with them. They are 
compact and light in weight—no bother 
to carry. The men who do this tell us 
that a display of these sets at each call 
almost invariably results in a sale of at 
least one and often several sets. 


Sy BONNEY Wo. 4 SAMPLE KIT Try this and you'll be agreeably 
f surprised at the way these 


sales will add up. 


BONNEY No.40 RIGHT ANGLE SET Bonney Forge €? Tool Works 


Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vanadium, 
Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool. 


When writing to Advertisers please mention Mit_ Suppties. 
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Sanamure 
The Blue Belt 


AWMILLS on main drives; stone quarries on main and 
S other difficult drives; mines on gyratory, jaw or disc 

crushers; paper mills on Jordan, cone or calender drives— 

these and similar power transmission problems find 
Sagamore ideally adapted. 


It is strictly a heavy duty belt, resisting high and intermittent 
loads, jerks and shocks to an unparalleled degree. Over sev- 
enty-two years of accumulated belting experience are put into 
Sagamore—no better belt can be made. And its color is a 
distinctive blue. 


Outlasting ordinary belts, Sagamore is the lowest in ultimate 
cost. It never has been built for a price consideration. Service 
is obligatory. A definite duty must be performed—low cost 
and economical service to the user. 


What other test of a Good Belt remains ? 


The Gutta Percha & Rubber 
Mfg. Company 


Consolidated with HEWITT RUBBER COMPANY 
Manufacturers of Mechanical Rubber Goods 


Buffalo, New York 


When writing to Advertisers please mention M1Lt Supp.ies. 
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Keeping Salesmen Posted on Prices 


National Association Conducting Research into Methods Used to 


Keep Representatives Informed on Changes 


In an effort to lay before its members a report that 
will embrace every possible suggestion on the subject 
obtainable, The National Supply and Machinery Dis- 
tributors’ Association is conducting a comprehensive re- 
search into the methods employed by distributors to keep 
their salesmen properly supplied with up-to-date prices. 

Secretary George A. Fernley recently sent a letter to 
all members of the association, asking them to send in 
complete reports explaining how their salesmen are kept 
informed as to prices; and enclosed a few excerpts of 
replies to a preliminary investigation made on this sub- 
ject. These excerpts are as follows: 


“Our salesmen carry our regular mill supply catalogue 
and in addition a price book which our advertising de- 











GEORGE A. FERNLEY 


partment keeps up-to-date. We use the Kalamazoo bind- 
ers and have our price sheets multigraphed in our 
advertising department, so that they are all uniform; 
and in this way our salesmen are kept notified of any 
changes.” 


“We have a master catalogue which is innerleaved and 
kept by our head bill clerk. Each of our salesmen has 
a similar catalogue and once a week these catalogues are 
brought up-to-date in their entirety. If any change in 
price occurs in the interim, the salesmen are notified 
and the new price is inserted on the innerleaf. We, 
therefore, have central control, and the policy of pricing 
is controlled by the president and general manager’s 
office, and it is not left to the salesmen to make the 
price. In other words, they cannot change prices estab- 
lished without consultation with those in charge.” 

“The heart of our price system lies in the purchasing 
department. In this latter department we aim to keep 
our files up-to-the-minute so far as costs are concerned. 

“Immediately upon the purchasing department’s receiv- 
ing any advice from a manufacturer as to change of 
discounts or list prices, a bulletin is issued to the sales 





Some Plans Outlined 


department giving full information, and the sales depart- 
ment in turn issues a bulletin to all salesmen, order 
department, price department, and others interested, giv- 
ing multigraphed copies of the change. The catalogues 
used by the salesmen and the others in the house are 
loose leaf, and, of course, the bulletins issued are on 
sheets which fit the catalogues. 

“It is true that when a manufacturer changes his list 
prices there is considerable work involved to get these 
changes out, but we know of no simpler way of doing 
it than above described. 

“Of course, in a change involving a large line of mer- 
chandise, a bulletin is issued ordering the marking in our 
catalogues of all lists affected as ‘void.’ We then secure 
from the manufacturer pamphlets giving up-to-date list 
prices, which are distributed to the proper parties and 
salesmen. In cases of this kind some of the detail work 
can be eliminated. 

“Tt is necessary, of course, for our men to carry circu- 
lars and catalogues issued by manufacturers, but we 
believe that we are holding this to a minimum, although 
we have the advantage in this respect because our cata- 
logue was only recently issued and is, therefore, practi- 
cally up-to-date. As the catalogue becomes more and 
more obsolete it is necessary for the salesmen to carry 
more of the manufacturers’ catalogues.” 

“T believe all supply distributors will admit that it is 
very hard to keep their salesmen properly equipped with 
up-to-date prices on their entire line. 

“Flexibility of combined catalogue and price book con- 
struction has enabled us to overcome to a great extent 
this trouble. We use the Kalamazoo, style H, loose leaf 
binder, size 8%xll—our cost and selling prices being 
mimeographed on thin plain white sheets. These are 
kept up-to-date by a system of master sheets held in 
file and upon which corrections are made as we are 
notified of price changes by our purchasing department. 
These master sheets are then sent to our stenographic 
department, where a copy of each is prepared for our 
mimeograph machine. After the copy is carefully checked 
with the master, enough copies are then made to cover 
the requirements of our sales force, and the revised mas- 
ter from which these copies are made is then returned 
to its proper position in our file. 

“The list and illustrated material is furnished by our 
manufacturing connections in sheets of a size which we 
ourselves trim, punch and distribute to our salesmen. 

“This means, as indicated, quite a lot of work, but 
from our experience it is the only successful way to 
have the salesmen thoroughly posted on prices, together 
with illustrations of material which is being offered.” 

“In our business we use the Kalamazoo loose leaf 
binder, 7142x10°,. We have installed a ditto machine 
for use in the making of price sheets. Frequently the 
prices are changed, but we find a great many of the 
manufacturers who do make these changes are supplying 
their customers with 712x10°, pages, which can be 
inserted in the catalogue. 

“Personally, I do not believe it is going to be possible 
to get away from the carrying of a few manufacturers’ 
catalogues.” 
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The Anchor All-Steel Truck is built to 
withstand all that “Hard Knocks” can 
give A superb physical specimen— 
limbs and body of steel—no wood to 
splinter or break. 





Your customers will welcome an intro- 
duction to this champion Anchor Truck. 
Write to the nearest Anchor office for 
Catalog 102 containing complete infor- 
mation. 





ANCHOR POST FENCE COMPANY 
9 East 38th St., gs Ore, I. Ye 
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A Great, Permanent 
Plant Improvement 


For a score of years the Dayton Safety Ladder 
will save time on countless jobs, and guard the 
lives and limbs of all who use them! 


On the broad platform of the Dayton, you do 
your work as quickly and as confidently as on 
solid ground—all tools beside you—no running 


up and down. 


Wide leg-spread surmounts every obstacle— 
gives the Dayton the stability which prevents 
wobbling, tipping, slipping, sliding or collapsing. 


Made of steel-braced aeroplane spruce—sizes 3 
to 16 feet—folding compactly, it’s the finest lad- 
der ever built! Investigate its exclusive features 


today! 


Write for complete information 


Dept. MS. 11 


The Dayton Safety Ladder Co. 


121-123 West Third St. Cincinnati, O. 
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Use 


of Electric Siren in Industry 


This Product, Handled by Mill Supply and Electrical Dis- 


tributing Houses, Performs Valuable Services in Various Plants 


F. A. ORTH 
Federal Electric Company, Chicago 


Of what use is the electric siren to the various indus- 
trials and what of its distribution by mill supply houses? 
Usually when the siren is mentioned it is thought of in 
connection with fire trucks speeding along the streets, or 
the small town fire station where it is used to sound the 
alarm. Until the last eight or ten years these were the 
two main applications of the electric siren. But during 
the last decade it has found a much wider application. 
Throughout industry it is used as a start and quit work 





F. A. ORTH 


signal and fire and general emergency alarm, and many 
outstanding industrials have adapted it to their require- 
ments. 

In coal mines the siren is used not only as a fire and 
general emergency alarm and as a start and quit work 
signal, but to sound the “no work” signal as well. In 
the majority of mines throughout the country, if the 
miners are not notified that there is no work for the day 
and make the trip to the mines, the operators must pay 
them two hours’ wages. With several hundred miners 
in some mines, the two-hour wage payment amounts to 
considerable money. 

USED TO SOUND ‘‘NO WORK” SIGNALS 

To meet the situation, hundreds of mines have in- 
stalled electric sirens to sound the “no work” signal. 
When there is to be no work for the day, the siren 
sounds; its weird, mounting roar carries the “no work” 
message to everyone within a radius of two miles; the 
miners do not trudge to the mine only to find that there 
is no work, and the mine operators save the two hours’ 
wages. 

There are several types of electric sirens used as fire 
and general emergency alarms and start and quit work 
signals. The type of siren best adapted to any particular 
use may be determined after a knowledge is obtained of 
the functions of each particular siren. 

Electric sirens may be divided into two classes, those 





for use indoors and those for use outdoors. The siren 
used indoors is usually the one-third horsepower siren. 
The siren used outdoors is usually the one, three or five 
horsepower siren. When one-third horsepower sirens are 
installed on the inside of a plant, no exterior installation 
is necessary, and vice versa. 

The one-third horsepower sirens are installed at 
strategic positions throughout the factory. The intervals 
at which they are installed are determined by the amount 
of noise in the plant. 

One of the most outstanding examples of the effective- 
ness of the small siren for interior use came to my at- 
tention several weeks ago. I was in one of the loom 
departments of one of the largest manufacturing 
organizations in the world. The noise was terrific. At 
intervals of about 100 feet, and mounted on the support- 
ing columns, were several one-third horsepower sirens 
which served as start and quit work signals. On making 
inquiry regarding the effectiveness of this type of sig- 








ONE-THIRD HORSEPOWER SIREN INSIDE PLANT 


nalling I was told that bells, gongs and whistles had been 
used, but without the desired effect. The electric sirens 
are performing their job satisfactorily. 

Of course, since this siren has a sound radius of more 
than a quarter of a mile under ordinary conditions, one 
unit would be sufficient for the ordinary department. 
But where the noise in the factory is above the average, 
several small sirens are necessary. The one-third horse- 
power siren may also be used out-of-doors, since it is 
entirely enclosed and weatherproof. 

The one horsepower siren is used primarily out-of- 
doors, and consists of three one-third horsepower sirens 
mounted on a triangular steel base. With a siren mounted 
on each angle of the triangular base the sound pene- 
trates in all directions, and, with a sound radius of one- 
half mile under ordinary conditions, may serve as a fire 
and general emergency alarm and as a start and quit 
work signal for an entire plant of ordinary size. 

The five horsepower siren has a guaranteed sound- 
radius of from one and a half to two miles. It is, of 
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You can't Judge 
a File 
by its Looks 
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WO files—both 14-inch flat bastard—were put 

into a testing machine. The test bar was grey cast 
iron, 1 inch square. Both files were loaded to 35 lbs. 
pressure. Stroke was 6 inches; speed, 55 strokes per 
minute. 
































One — a Delta — removed 2934 ounces in 7,000 
strokes, and was still good. 














The other—not a Delta—removed 1434 ounces in 
7,000 strokes, and was cutting slowly. 











This was one of four tests made lately 
by a famous machinery building plant. In 
all four, the Deltas far surpassed the com- 
peting files. 























See the Delta advertising in Machinery 
and The American Machinist, and write for 
literature. 




















“Buy Fileage as You Buy Mileage” 


DELTA FILE WORKS 


7] 
Sak, 

BRIDESBURG A. PHILADELPHIA 
DELTA 
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Soy s: “Simple as 
your ABC’s.... this 
Bristol way of repairin’ 
broken belts” 


All you need is a hammer and some 
Bristol’s Steel Belt Lacing. When a 
belt breaks, simply square up the 
ends and butt them together on a 
block of wood. Place Bristol’s over 
the joint and drive them through with 
a hammer. Turn the belt over and 


clinch the points. Anybody can do it. 


Bristol’s is made in 
sizes to join all kinds 
and thicknesses of 
belting. A stock item 
at most mill supply 
houses; if yours does 
not have Bristol’s, 
write us. The Bristol 
Co., Waterbury, 
Conn. Send for the 
latest belt lacing bul- 
letin, 722-H. 


All you need 
is a Hammer 
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course, for use in larger plant yards. The three horse- 
power siren has the same qualities as the five horsepower 
except that it has a single instead of a double horn, and 
its range is from half a mile to a mile. Three and five 
horsepower sirens may be obtained which will sound code 
signals, so, when used during working hours to sound a 
fire or general emergency alarm, they may be made to 
not only warn that there is a fire or accident, but to tell, 
at the same time, where the fire or accident has occurred. 

The operating expense of the large siren is no greater 
than that of other types of signals. 
whistle four times a day 


To sound a steam 
once in the morning, twice at 
noon, and once in the evening—for an average of 15 
seconds each time, requires an expenditure of nine dollars 





ONE HORSEPOWER ELECTRIC SIREN 


a year for coal to supply the amount of steam necessary 
for this operation. The upkeep of the five horsepower 
siren, including electricity, is less than two dollars a 
vear for the same operation. 

The electric siren seems to most satisfactorily meet 
all reasonable conditions of application and operation. 
It can be installed out-of-doors without any special 
measures for protection being taken. It is fool-proot 
in its operation, and the operator need not go near it 
except to put oil in the bearings. 

For best results an outdoor siren should be installed 
at least 40 to 50 feet in the air, and 10 to 15 feet above 
any roof or other flat surface. It should be above nearby 
buildings or trees. The reason for such installation is 
that a roof or other flat surface directly below a siren 
acts as a sound-board and throws the sound waves up 
in the air instead of distributing them over an extended 
area. In fact, this is true of any vibrating signal. <A 
good method of installing sirens is to set them on a 
cross-piece or tripod connecting the tops of two or more 
telegraph poles. In order that the sound may not be ab- 
sorbed or misdirected, the siren should be in the clear. 

SUPPLY HOUSES USED IN DISTRIBUTION 

Our present tendency is to rely largely on electrical 
distributors and mill supply houses for sales of electric 
sirens, maintaining liaison with the consuming field by 
contact men who work with the distributors’ salesmen 
and educate them in the proper method of selling sirens 
and other products of the Federal Electric Company. 

And when I say “present tendency,” I use those words 
advisedly. Until the last twelve months we merchan- 
dised to mines and mills primarily through electrical 
distributors. Mill supply houses were not used extensive- 
ly. And a large part of our sales were made by our 
own men. 


Now it is different. Practically every siren sold under 
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our new set-up is sold either by the electrical distributor 
or mill supply house. 

The reason for this change is that we recognize the 
fact that in the present day and age mill supply houses 
have, or are rapidly developing, electrical departments. 
In fact, some of them have electrical departments larger 
than the recognized electrical distributor in their city. 

This new arrangement is proving quite profitable, much 
more profitable, in fact, than was the case under the old 
set-up. 

In addition to the educational work performed by our 
contact men, we send to the distributors and mill supply 
houses a weekly bulletin. This bulletin contains helpful 
ideas on the selling of our sirens. Each house receives 
enough of these bulletins for distribution to all salesmen. 

Electrical distributors and mill supply houses find the 
electric siren a very desirable product to handle. The 
profit is attractive and the field is unlimited. Too, the 
tendency on the part of factories, mills and mines is to 
utilize electrically operated devices whereve1 
Since this applies also to signalling devices, there is a 
profitable field for this product. 

—o—— 9 


COMPLETE CONTROL ACQUIRED 


Timken Roller Bearing Co. and M. B. U. Dewar Buy 
All British Timken Capital Stock 

The Timken Roller Bearing Co., Canton, Ohio, and 
M. B. U. Dewar, London, England, have together pur- 
chased from Vickers, Limited, all of the capital stock 
of British Timken, Limited. This purchase gives Tim- 
ken complete control, throughout the world, of the manu- 
facture and sale of Timken bearings. 

Mr. Dewar, who now assumes active management of 
British Timken affairs, was until recently managing di- 
rector of The Metropolitan Carriage, Wagon & Finance 
Co., Limited, Birmingham, England, a corporation with 
a capital of $50,000,000, and he was also a member of 
the industrial management board of Vickers, Limited. 

The Birmingham plant of British Timken, Limited, is 
being enlarged, and large quantities of new machinery 
and equipment have been installed. Officials of British 
Timken, Limited, are now at the Canton, Ohio, works, 
making final arrangements for the immediate establish- 
ment of factories in France and Germany. 

British Timken, Limited, was formerly operated for 
many vears under license from The Timken Roller Bear- 
ing Company. The company states that its products are 
used in 55 makes of British touring cars, 32 makes of 
motor trucks and buses and eight makes of motorcycles, 
and are incorporated in the parts, such as rear axles, 
front axles, trailer axles and disc wheels, made by eight 
different parts manufacturers. 

—___—_—_e—mee — 
Company Purchase Announced 

The Detroit Brass & Malleable Works, 1177 Holden 
avenue, Detroit, has purchased the Detroit Sanitary 
Manufacturing Company, and this business will be con- 
tinued under the old name, as a division of the Detroit 
Brass & Malleable Works. “The addition of the ‘Clean 
Sweep’ and ‘Desanco’ products, together with our own 
flexible ‘Fourdee’ line, will enable us to more completely 
furnish your requirements from one point of shipment,” 
stated W. C. Cochrane, secretary and manager of sales 
of the Detroit Brass & Malleable Works, in an announce- 
ment to the trade. ‘The combined facilities of the 
Detroit Brass & Malleable Works and Detroit Sanitary 
Manufacturing Company will also place us in a more 
favorable position to take care of the requirements of 
the old friends of both companies in a prompt and satis- 
factory manner.” 
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‘SON-STILLMAN 





“ROM SOLID FORGED STEEL 
R HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 





THE WATSON-STILLMAN CO. 


108 Washington St., New York 


Philadelphia: Widener Bldg. Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. 


Cleveland: Auditorium Garage Bldg. 
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BELT DRESSINGS 
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x The life of a leather belt depends upon the good judgment 

\ with which it is selected, and the care it receives. Abuse 
neglect are the principal enemies, and where these are elimi- 

So nated a long life may be expected. 

I 





DIXON’S SOLID BELT DRESSING 






/ stopping the machinery. It may be safely used on leather, 
4 rubber or fabric belts without clogging, hardening or cracking 
Ee “ bs ~ x : : ‘ 
— the belt even after years of use. If applied sparingly < 

intervals it will preserve the belt and prevent loss of power 





through slipping 







le of the moving belt; use only a little at a time. 


side 





PASTE DRESSING 






valuable on belts exposed to spattering water, steam, 
and chemicals. 
\lso excellent for manila transmission rope. 









Write for dealer prices, 71-0 











Recommended for quick action, as it may be applied without 


lo apply, simply tear away a small portion of the paper 
cover to expose one end of stick. Hold this against the pulleys 





Dixon’s Traction Belt Dressing is for leather belting only. 
It penetrates the fibre and restores vitality. It is especially 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City Ke New Jersey 


1827 ONE HUNDREDTH ANNIVERSARY wy, 
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Humane Acts by Business Organizations, Through Their Repre- 
sentatives, Not Only Bring Satisfaction, But Pay Real Dividends 


FRED COUNTERMAN 


The so-called soullessness of corporations has received 
a good deal of free criticism. Newspaper writers, even 
magazine contributors have found the term, “soulless 
corporation,” something with which to conjure, espe- 
cially in their appeals to the less creditable emotions of 
readers. 

Since a corporation is nothing but a group of men, and 
since its actions are dictated by one man or by several 
men operating jointly, it ought to be obvious enough 
that the corporation cannot be soulless unless the men 
behind it are soulless. A corporation is the men who 
direct its affairs. 

And yet, may not the corporation scmetimes be at 
fault in allowing the impression to get abroad that it is 
soulless? Is there not often a neglect of those actions 
that might show people that it is governed by the same 
rules that govern the actions of individuals? Are there 
not sometimes acts that, through carelessness or neglect, 
are allowed when they should have been forbidden in 
rder to protect the corporation’s good name? 

The railroad companies are usually accepted as rep- 
resentative of the soullessness of corporations. If rail- 
have allowed such impressions to get 
abroad, it must be because they have been in some degree 
managed by executives who at least wink at heartless 
acts on the part of the representatives who come into 
contact with the people. That even railroads can give 
evidence of the possession of souls, however, is shown 
by the following incidents: 

The Pennsylvania railroad on one occasion is said to 
have issued this order: ‘Train order No. 1028. To all 
trains south: On account of the serious illness of a 
young boy residing at Bower’s Station near our tracks, 
while passing through, trains will make as little noise 
as possible.” 

A brakeman on the Baltimore & Ohio railroad was 
seriously injured. His skull was fractured and he was 
sent at once to a hospital in Morgantown, W. Va. The 
case called for a delicate operation, such as could be per- 
formed only by a great Pittsburgh specialist. The only 
chance of saving the man’s life was to bring the special- 
ist to Morgantown. The railroad authorities appear not 
have hesitated. The tracks of the B. & O. were 
cleared for a special that was sent thundering down 
from Pittsburgh with the surgeon on board, and the 
man’s life was saved. 

Surely such things are not done by any man or any 
group of men lacking in soul! 

SPREADING THE SOULLESS CORPORATION IDEA 

Doubtless, organizations engaged in the distribution 
or manufacture of mill supplies are not more or less 
soulless than other business organizations. They prob- 
ably suffer from the same mistakes made by others and 
seize or miss the same kinds of opportunities to demon- 
strate that they are not soulless. 

Almost any man coming in contact with employes of 
a mill supply organization, whether they are salesmen 
or mechanics or office help, has had to listen to com- 
plaints. A buyer finds fault with the service he received 
on his last order and the salesman replies, “Oh, they’ve 


‘oad companies 


to 


got a bunch of dummies up there in the shipping de- 
partment who don’t care what shape the stuff goes out 
in or whether it ever goes out. If I was in charge of that 
outfit, I’d fire them all and get somebody in there who 
wants to see our customers getting service.’ There’s 
the salesman helping to spread the “ corpora- 
tion”’ idea. 

A customer who has long been a good client of a house 
has a little hard luck and writes in asking to have an 
extension of time arranged. He is good and he will give 
security. He may get back a letter that states he has 
been given the full time extended in the regular terms 
of the house and that no exception can be made in his 
case, that he must remit at once. Another help in giving 
the impression of a soulless corporation. 


soulless 


Or a mechanic gets to talking in the lunch room where 
he gets his noon-day meal. ‘‘How’s the little girl?” asks 
the man behind the counter. “Oh, she ain’t getting 
along very good,” responds the workman. “I’d ought to 
be sticking around home to help look after her, but the 
boss says he can’t spare anybody off this week.” 

All these instances where outsiders are receiving an 
impression of the soullessness of the corporation are due 
to something done or said somewhere by one individual 


who may be “hard boiled.’”’” There may be a shipping 
clerk who doesn’t care for the customer’s interests, a 


bookkeeper who takes the responsibility of turning down 
a customer’s request for more time, a shop boss who 
doesn’t care that one of the men has a sick child. There 
are such men in corporate employ just as there are such 
men outside. They do not represent the attitude of the 
corporation as a whole, nor of the men in the highest 
executive places. They are simply individual clogs to 
the business. 

Two things are necessary in preventing a company 
from being regarded as soulless. One is such supervision 
of the work as will insure there being no soulless atti- 
tude on the part of any employe. The other is such 
loyalty to the company as will keep anyone connected 
with it from talking outside (or inside, for that matter) 
about acts that might seem soulless. The corporation 
(and I am using the term in a wide sense, meaning any 
company) is going to be judged by the acts of its in- 
dividual representatives. What its salesmen do, the com- 
pany does, so far as the public is concerned, and what 
its other employes do, the company also does. 

Unfortunately there are employes in most organiza- 
tions who are just about as soulless as corporations are 
proverbially reputed to be. They are selfish and they 
glory in the misuse of the little authority placed in them. 
They are sometimes apparently so efficient that the man- 
agement applauds the results they get without investi- 
gating the means used. The chief executives of a mill 
supply house cannot be expected to have the omniscient 
wisdom of Providence. They cannot know what every 
employe is doing, how each man is handling himself, how 
he is deporting himself when representing the house, 
what kind of treatment he is giving others. But there 
ought to be some form of overseeing that checks up all 
along the line and discovers the fact when there is a 
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Hammers— 


—they expect the best and 
they receive the best. “Cheney” 
on a hammer labels it a good 
hammer and mechanics have 
learned to look for the Cheney 
name — the trade-mark 
good tool. 


of a 


Heads, handles, “hang”, ability 
to stand the hard knocks — 
every one of these wonderful 
Cheney features plays its part 
in the increasing popularity of 
Cheney Hammers among the 


men who know good tools— 
and buy them. 
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H-K-Wood! 


Mo-lyb-den-um 


The American i Stee/ 


THe WOOD SHOVEL AND TOOL CO pious omio.usa 


URABILITY !—Have you taken it into ac- 

count in buying shovels? If you have not, 
make a test of H. K. Wood's Mo-lyb-den-um 
Steel Shoveis on any job that seems to be using 
too many shovels. 


One of our distributors—they are located in all : 
parts of the country—will make it easy for you to 
observe by actual contrast on your operation how 
the Moly out-wears any other shovel and how it 
will out-last half a dozen ordinary shovels and 
still remain a good shovel. 


Just as the Moly has greater durability, so it has 
greater adaptability because it 1s properly made for a 
particular job. 


Light weight—lighter than any other shovel for equal 
capacity and a given strength—has a considerable effect 
on shoveling expense, because shovelers get more work 
done with less effort. 


How the Moly saves money on big and little jobs by 
reducing the cost of shovels and lowering shoveling ex- 
pense will be proved to you, if you will ask us to tell 
you about specific instances in your particular activity. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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man somewhere in the organization who is leaving the 
humane attitude out of his calculations. 

Perhaps it may seem that the humane side of the ques- 
tion is the only side that requires consideration. Un- 
questionably it is worth while for the corporation to show 
its soul just for the sake of the right treatment of those 
who have contacts with it. However, there is the fact in 
addition that it pays the corporation to show evidence of 
a soul in its handling of relations with people. 

The shop boss who knew one of his men had a sick 
child could certainly find a way to get along without 
that man for a day or so, even though he happened to be 
a key man. The difficulty lay not in the trouble involved 
in getting along without the man, but in the unwilling- 
ness of the boss to try to get along without him. The 
bookkeeper who refused to arrange an extension of time 
for the embarrassed customer could have put the ques- 
tion up to the credit man, and the right attitude could 
have resulted in arranging the matter with satisfaction 
to all. The humane viewpoint, carried out in each case, 
would have strengthened the support the house was get- 
ting on the one hand from employes and on the other 
from customers. 

They say that bad news travels rapidly. Perhaps it 
does, but not more rapidly and not farther, I believe, 
than news of the kindly act on the part of a corporation 
through its accredited representatives. 





83 


We expect kindly acts by individuals, at least by some 
individuals. Such personal kindnesses arouse little sur- 
prise. Because they are not so much expected on the 
part of corporations, when they do occur they arouse 
interest and cause comment. They are news and they 
make a powerful appeal to the public. On that account 
it must pay the corporation well to exhibit evidence of 
having a soul. 

The little human deeds of kindness that a representa- 
tive of a large company can do for that company usually 
cost so little that the money factor is insignificant. It 
is not the money involved that creates the favorable im- 
pression among people; it is the fact that a big company 
can get right down and show an interest in relatively 
unimportant individuals. 

The little son of my neighbor who works for the 
Standard Oil Company might break his leg. It would 
be appreciated if I took in a basket of fruit for him, 
but if a basket of fruit came to him with the compli- 
ments of the Standard Oil Company, it would be almost 
a matter for newspaper comment. 

Corporations have souls and they do some things that 
demonstrate the possession of them, but they do not 
do enough. They ought to show them more frequently 
and more pointedly, if for no other reason than because 
it pays. The corporation soul has a cash value. There 
is no harm in capitalizing it. 





Leather Belting Club Action 


Chicago Committee to Take Preliminary Steps on Simplification 


The Leather Belting Club of Chicago has taken the 
initiative in starting the ball rolling on a proposed pro- 
gramme of simplification in the leather belting industry. 

At the regular luncheon and meeting of the club, held 
October 12th, at the Machinery Club, the Leather Belting 
Club passed a resolution instructing the president to 
appoint a committee on simplification in leather belting 
lines, to be made up chiefly of leather belting manutac- 
turers, this committee to collect 
and opinions as to what simplified practices should be 
adopted, which they later will submit, either through the 
Power Transmission otherwise, to the 
division of simplified practice of the United States De- 
partment of Commerce for its further action in formu- 
lating a simplification programme for the leather belting 
industry. The motion also provided that the committee 
suggest to the Philadelphia Leather Belting Association 
the appointment of a similar committee, with which this 
committee will co-operate. 


definite suggestions 


Association or 


V. A. Seuberth, Chicago Belting Co., president of the 
Leather Belting Club of Chicago, appointed the following 
committee: E. H. Ball. president, Chicago Belting Co.; 
C. A. Banks, president, Moloney Belting Co.; J. J. Me- 
Cauley, president, McCauley Belting Co.; F. E. Chandler, 
Belting, Transmission, Tools and Supplies, and Clay C. 
Cooper, MILL SUPPLIES. It was the opinion of the club 
that the committee should be composed chiefly of manu- 
facturers, as distinguished from sales representatives, 
because of the greater knowledge of all phases of the 
leather belting industry which the former possess. 


“It appears to me that the matter of simplification 
applied to the leather belting industry will be large in 
its scope—as a matter of fact, too large for one individual 
to diagnose—and will require the consideration of the 
master minds of the industry,” stated President Seu- 


berth. “A movement can only be brought to a successful 
issue by the co-operation and co-ordination of all those 
interested in the manufacture of leather belting. Elimi- 
nation of superfluous brands and the standardization of 
first, second and third quality belting, in my mind, will 
be the largest issue. 

“Just what methods might be pursued in advancing 
this idea has not definitely been decided upon, but we 
look forward with a view to getting concrete facts 
through the creation of ideas that will be formed from 
the information derived from the able committee that 
the Leather Belting Club of Chicago has appointed. 

“It would be a little premature to say that the simpli- 
fication of leather belting will accomplish this or that. 
It may not lead at all to what we now think, but in pur- 
suing that avenue of thought we might meet an avenue 
that branches off from this main line of thought to a 
point that we at the present time might think insignifi- 
cant. However, our thoughts are for the welfare of all 
of us, and I am sure that the minds that are now con- 
centrating on this subject will develop things that were 
not thought of before.” 
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Tull Company to Move 

J. M. Tull Rubber & Supply Co., Atlanta, Ga., distribu- 
tor of mill supplies, will soon occupy a new home at the 
corner of Marietta and Earle streets. The present loca- 
tion of the company is 150-152 Marietta street. The 
new building is being erected by J. M. Tull, president, 
treasurer and manager, for the use of the company. It 
occupies a lot of approximately 100 by 190 feet and is 
a two-story structure, built of concrete and faced with 
brick, with terra cotta trim and granite facing along 
the front, three feet up from the ground. A warehouse, 
50 by 100 feet, is also being erected in the rear of the 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 










The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- | 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 
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The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 


Machine Bolts 

Carriage Bolts Specials i 96 
8 i Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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main structure. According to G. W. Walker, secretary 
of the company, an overgrown condition has made neces- 
sary the building programme. 
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MADE CHAIRMAN OF BOARD 
Skinner Succeeded as President of The Skinner 
Chuck Company by S. W. Parsons 


KE. J. 


At a meeting of the board of directors of The Skin- 
ner Chuck Company, New Britain, Conn., held September 
22nd, E. J. Skinner was honored by the board for his 40 
years of continuous service with the organization by be- 





E. J. SKINNER 
ing unanimously chosen chairman of the board of direc- 
tors. S. W. Parsons, formerly of The Stanley Works, 
also of New Britain, was chosen to succeed Mr. Skinner 
as president of the company. The other officers of the 
company are: Paul K. Rogers, vice-president and treas- 





PARSONS 


Ss. Wi. 
urer; A. A. North, vice-president; R. B. Skinner, secre- 
tary and sales manager, and A. E. Thornton, assistant 
secretary. 

E. J. Skinner, with his father, J. N. Skinner, organ- 
ized the company in 1887, at which time he was elected 
secretary. In 1912 he was made assistant treasurer, as 
well as secretary, and in 1915 was made vice-president. 





On the death of Charles Glover, in 1923, he was named 
temporary president and was formally elected president 
the following year. During his long service with the 
company he has seen it grow from a concern with only a 
few hands to its present size, and he has taken a leading 
part in bringing it to the place it holds today. 

Mr. Parsons, the newly elected president, was with 
The Stanley Works for 23 years. On leaving the latter 
organization he was presented with a beautifu] watch by 
his associates as a token of appreciation for the services 
he had rendered the company. R. B. Skinner, secretary 
and sales manager of the company, is a son of E. J. 
Skinner and president of the American Supply and Ma- 
chinery Manufacturers’ Association. 

“The Skinner Chuck Company is adding to its line of 
lathe, drill and planer chucks, a line of air chucks, cylin- 
ders and air holding devices, and a very definite forward 
step in the line of progress has been made,” stated Sec- 
retary Skinner. 
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FURTHER BUILDING PLANNED 
George D. Roper Corporation to Spend Another Million 
in Its Development Programme 
George D. Roper Corporation, Rockford, Ill., is plan- 
ning to invest at least another million dollars to complete 
its factory layout on a fifty-acre tract on Blackhawk ave- 
nue, according to announcement of President Mabon P. 
toper. The company has been following a development 
programme for the last three or four years, and nearly 
$1,000,000 has already been spent on units located on the 

large tract of land. 

The proposed units to be built will care for the assem- 
bly, machine and sheet metal departments, general offices 
and warehouses, which are now on South Main street. 
The first structures of the new group already built are 
occupied by two foundries, for grey iron and the 
other for brass castings. Two recently completed build- 
ings house the enameling department and the heating 


one 


unit. Equipment and machinery for the porcelain en- 
ameling of Roper products is said to be of the very 
latest design and improvement. Each of the four fur- 


naces for the enameling process cost $12,000. 

The Roper company employs 750 persons and manu- 
factures a complete line of gas fired warm air furnaces, 
fired radiant heaters, domestic and industrial gas 
ranges and a line of pumping equipment for practically 
every purpose. 


gas 


a oe ee 


TO HOLD ANNUAL EXPOSITION 


Central Supply Co.. Inc.. to Have Second Manufacturers’ 
Show November loth to 19th 

The Central Supply Co., Inc., Passaic, N. J., distribu- 
tor of factory, heating and plumbing supplies, will hold 
its second annual exposition for manufacturers of fac- 
tory, heating and plumbing supplies November 16th to 
19th, inclusive, in the company’s building at 838-856 Main 
avenue. Reservations for booths are now being received. 

The first exposition conducted by this company was 
held last year. Sixty-one manufacturers had exhibits, 
and 10,000 people interested in the products exhibited 
attended the three-day show. 

Asked as to what value the exposition is to his com- 
pany, Louis Levy, president, made the following state- 
ment: “We find that our annual exposition has given 
us closer contact with the trade in general, created good- 
will and has given us an opportunity to meet our cus- 
tomer, and, above all, given him the opportunity to visit 


our building and appreciate the stock carried on hand 
for his benefit. We have also found since our first expo- 
sition that our sales have increased beyond our antici- 
pation.” 

The building in which the exposition is held was com- 
pleted in 1925. It is of reinforced concrete and steel 
construction and contains three floors, 100 by 246 feet, 
and a basement, 100 by 100 feet. The company has a 
combined garage and loading platform which is enclosed 
and attached to the main building, also a platform paral- 
lel to the railroad tracks, which is 246 by 15 feet and 
is covered ‘by a sheet metal roof. Here all incoming 
freight is received and stored until the company is able 
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to place it properly. The platform is also used to carry 
all heavy material. The ground floor contains the coun- 
ter, stock rooms, shipping and receiving departments 
and all staple lines that are handled continuously; the 
second floor (which is cleared for the exposition) holds 
the slow moving items and the third floor is rented to 
an industrial plant. The building has modern equipment. 
The Central Supply Co., Inc., was established in 1918, 
is incorporated with a capitalization of $50,000, and car- 
ries an average stock of goods of from $150,000 to $200,- 
000 in value. It covers New Jersey with its salesmen. 
Louis Levy is president and buyer; Joseph Hirschberg, 
vice-president, and A. H. Dunberg, secretary. 





Need for Fair Relationships Cited 


Speaker at Associated Business Papers Convention Declared They 


Both 


Charles F. Abbott, executive director of the American 
Institute of Steel Construction, Inc., was not referring 
to the mill supply business any more than he was to any 
other business when he delivered his address, “The Busi- 
Press and the New Competition,” at the annual 
convention of The Associated Business Papers, Inc., in 
Chicago, but he said some things that strike right home, 
as follows: 
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maintain fabricating units and 
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an equitable price plane, no objection can be raised. But 
when it is utilized as a means of forcing trade or maintaining 
volume production, without regard to the protection that 
should be accorded the distributor, it is competition in a most 
lestructive form. The distributor suffers a _ serious 
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long 


loss, 


while the producer cannot be unaffected by the ill-will of 


those upon whom he must depend for the distribution of a 


large part of his product. 


Another practice which should be condemned is that of 


Distributors 


and Manufacturers 


brokers, commission agents, or those without 
equipment or facilities that properly classifies them as legiti- 
mate distributors. Producers who solicit business of this 
character, quoting prices as low as, or lower than, those 
quoted the well established distributing organizations dis- 
regard the importance of a sound selling policy. Such a 
practice is thoroughly injurious, if any value is to be attached 
to the distributor and the service that he alone can feature. 

Mr. Abbott’s suggestions as to a programme that might 
be followed by the business press in its efforts to help 
“in bringing our merchandising up to the plane of our 
production and finance’’ will also be of interest to dis- 
tributors and manufacturers in the mill supply field. 
They are as follows: 
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Take advantage of the tremendous possibilities offered by 

e intelligent use of well prepared advertising. 

Organize the industry on a ec-operative basis in order that 

may undertake those activities which the individual 

may not be in a position to assume. 
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NOT TO HAVE SHOW IN 1928 

Machine Tool Builders’ Association 
Repeating It Later, However 

The National Machine Tool Builders’ Association, at 
its twenty-fifth annual meeting, held in Lenox, Mass., in 
October, voted not to hold an exposition of machine tools 
in 1928, but sentiment was strong for repetition of the 
successful show held in Cleveland in September, and the 
new president was authorized to appoint a committee to 
take care of details, including the setting of a date for 
the next show some time after next year. In his address 
James E. Gleason, the retiring president, emphasized the 
success of the Cleveland show, but said that one of the 
questions that had to be decided in the minds of mem- 
bers was whether it was necessary or expedient “to bur- 
den an industry already so hard pressed as our own 
with so great an expense at frequent intervals.” 

The following officers were elected by the board of 
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directors: P. E. Bliss, vice-president, The Warner & 
Swasey Co., Cleveland, president; H. K. Spencer, The 
Blanchard Machine Co., Cambridge, Mass., first vice- 
president; Henry Buker, Brown & Sharpe Mfg. Co., 
Providence, R. I., second vice-president, and Edward A. 
Muller, The King Machine Tool Co., Cincinnati, treasurer. 
New members of the board of directors are: H. E. D. 
Gray, Landis Tool Co., Waynesboro, Pa.; H. W. Dunbar, 
Norton Co., Worcester, Mass., and J. E. Andress, Barnes 
Drill Co., Rockford, III. 

“Business generally appears to have been a little less 
than it was last year,” said Retiring President Gleason 
in his address, ‘‘and as we look ahead toward the close 
of this year and toward the beginning of next year, it 
seems reasonably certain that our final reports for the 


year 1927 will show that as an industry we have sold 
somewhat less this year than we did last year, and that 
what profit we got last year has been further reduced. 
And yet, in my judgment, the year that has passed may 
be considered a good average year for our industry so 
far as total production is concerned.” 

Ernest F. DuBrul, general manager of the association, 
delivered a very interesting report, while the report of 
the exposition committee was made by J. Wallace Carrel, 
chairman. One of the most interesting features of the 
meeting was the paper by Col. L. S. Horner on how to 
secure constructive co-operation in the machine tool in- 
dustry. Committees on dealer relations, standardization 
and cost accounting, and the department of commerce 
committees brought in interesting reports. 





Max Krueger Died in 


Europe 


Founder of San Antonio Machine & Supply Co. Great Lover of Art 


Max Krueger, chairman of the board of directors of 
the San Antonio Machine & Supply Co., San Antonio, 
Texas, and called the greatest art benefactor his home 
city ever had, died Wednesday, September 28th in Wies- 
baden, Germany, where he was visiting while on a tour 











MAX KRUEGER 


of Europe. His death followed a brief illness which he 
suffered on the eve of his scheduled return to the United 
States. He had left San Antonio early in March on an 
annual trip to Europe. : 

Mr. Krueger was born in Germany, December 27th, 
1851, and came to this country 16 years later. He first 
settled in Dewitt county, Texas. During his early years 
in the United States he was a cowboy, government car- 
penter, and for a time operated wagon trains from the 
coast to the interior. Mr. Krueger spent a year in 
photography and then settled in Blanco county, where he 
had acquired ranch holdings. For a few years he op- 
erated a store and grist mill in addition to his ranch, and 
then moved to New Braunfels, and from there to San 
Antonio, in 1898, when he laid the foundations of the 
San Antonio Machine & Supply Co., now one of the lead- 
ing machinery and supply houses of the South. 

About five years ago Mr. Krueger retired from the 
active management of the business and was succeeded by 
his son, C. C. Krueger, who since has been actively at the 


head of the business as president and who has sur- 
rounded himself with an efficient organization. It was 
because of his marked ability as an executive that his 
father was able to make his annual tours to Europe, ex- 
tending over a period of nine or ten months each year. 
Three other sons of Mr. Krueger are connected with the 
San Antonio Machine & Supply Co.: W. H. Krueger, su- 
perintendent of the factory, and Lee R. and Alex G. Krue- 
ger, who are in the sales department. The San Antonio 
Machine & Supply Co. is a distributor of machinery, 
mine, mill, water and oil well supplies, and a manufac- 
turer of engines, and maintains branches in Corpus 
Christi and Waco, Texas. 

Mr. Krueger was the owner of several hundred paint- 
ings, all of which he shared with the public from time to 
time in exhibitions. In addition, thirty of his paintings 
hang in the parlors of the municipal auditorium in San 
Antonio, and a large collection of his paintings is in an 
exhibition room at the San Antonio Machine & Supply 
Co. After acquiring the Marburg collection of paintings, 
Mr. Krueger tried for more than ten years to arouse in- 
terest in a public art gallery, but for a long time met 
with little enthusiasm. Finally, however, his efforts and 
those of the Art League bore fruit in the building of the 
art wing of the Witte Museum and in provision for paint- 
ings in the parlors of the auditorium. Mr. Kruger ex- 
pressed the belief that paintings are a far greater influ- 
ence for the upbuilding of character than is commonly 
recognized. 

In addition to the sons already mentioned, deceased is 
survived by his widow, Mrs. Emilie Buergner Krueger; 
two sons, Willy W., and Max A. Krueger; four daugh- 
ters, Mrs. Dora J. Howard, Mrs. Adolph Rennert, Mrs. J. 
B. Parks and Mrs. Kurt Martin; a brother, Carl K. Krue- 
ger, 25 grandchildren and four great-grandchildren. 


— —EEE 


OLD BUSINESS TO BE SOLD 
Mill Supply House of E. C. Southwick, Poughkeepsie. 
N. Y., Started as Tannery in 1789 

The mill supply house of E. C. Southwick, Poughkeep- 
sie, N. Y., founded in 1789 as a tanning and hide busi- 
ness, is to be disposed of because of the death of Edward 
C. Southwick on July 31st last, according to Mrs. Evan- 
geline Southwick McCullough, a daughter. 

The business was handed down from father to son 
from the time of its establishment. The tanning end of 
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Mechanical Rubberware 


G twenty-four hour shipment,— this 


Just When You Need It 


service we daily render to jobbers 
on emergency orders. 


© acomplete line of mechanicals, ex- 
cluding hose and belting, made to 
your specifications and promptly 
shipped. 


ic] 


sales to jobbers only is our unvary- 
ing policy; you can depend on us 
to ship to your customer direct 
under your name. 


@ all such items as bumpers, slabs, 
sheet, strips, gaskets,—in any 
quantity needed and quality 
desired. 


@ pump valves a specialty. 


Elkhart Rubber Works 


ELKHART, INDIANA 












“Moore & White” 


FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 


 \ 





Equally efficient for 
easy or hard work; 
under clean or dirty 





Stand 


conditions. 










gruelling punishment. MADE IN 
Give longer service, FOUR STYLES\ 
dollar for dollar than 
any other clutch | by ea 
made. Your custom- | speed 
er deserves the best. \ 3. Double disc 
See that he gets an \4. Sleeve type 


“M&W” the next 


time you sell him a 
clutch. 


\ Catalogs on 
a request 
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THE MOORE & WHITE CO. 
2711 N. 15th St. 
Philadelphia, Pa. 



















































‘High Pressure Packing 


Engineers are requested to patronize their 
local supply houses when purchasing 


GARCO PACKINGS 


DIXIE High Pressure Packing, Style No. 210 is in 
constant demand and is sold exclusively through 
supply houses throughout the United States. 


GENERAL ASBESTOS & RUBBER CO. 
North Charleston, S. C. 


Quality Packings for 32 Years 
GARCO ASBESTOS PACKINGS TEXTILES BRAKE LINING 




































Sellers’ Guide 
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Contains reliable lists of the 
| Mill and Plumbing Supply 

Houses of the United States 

and Canada, Wholesale Hard- 
ware Houses, Manufacturers’ 
Agents, etc. For salesmen 
and sales managers. 1927 edi- 
tion now available—1928 edi- 
tion ready in January. 


Price Three Dollars 
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the business was given up about forty years ago, and 
Willet H. Southwick, the late Edward C. Southwick’s 
father, continued with the hide end of it. The reason 
for giving up tanning, according to Mrs. McCullough, 
was that he would have had to raise his price of harness 
leather to 25 cents a pound, which in those days was a 
prohibitive price. Mrs. McCullough states that there 
are still sets of harness around the county which were 
made from leather of this house’s tannage. About twenty 
years ago Edward C. Southwick took on a line of mill 
supplies. Eventually he gave up the hide business, which 
had fallen off considerably in the east. 

This house has done a retail business, never having 
any salesmen on the road; but it is so well known that 
Mr. Southwick sold goods all over Dutchess, Ulster and 
Orange counties and up and down the Hudson river 
valley. The business has a good location at 362 Main 
street, on the main thoroughfare of the city. Lines car- 
ried by the house are mill supplies, leather, tallow, oils, 
grease, disinfectants, packing, belting, hose, shoe find- 
ings, sheet brass and copper and many other specialties. 





ANNEALING NOT ALWAYS GOOD 
H. J. Fuller, Yale & Towne Manufacturing Company, 
Says It Harms His Company’s Chain 

The following letter was received by MILL SUPPLIES 
from H. J. Fuller, manager of material handling equip- 
ment sales, The Yale & Towne Manufacturing Company, 
and the item referred to appeared on the “Random 
Notes” page of the October issue of the magazine: 

“We have read with interest a clipping from your 
publication on the care of chain in which you state that 
the life of the chain can be greatly increased by frequent 
annealing and lubrication, and that the chain should be 
cut and pieced where partially worn. We also note that 
you state that hoisting and sling chain should be annealed 
once a year at least. 

“This statement may be perfectly true, in fact it is 
more or less of an understood proposition with iron chain, 
but the type of electrically welded, heat treated steel 
chain used in Yale hoisting equipment is harmed rather 
than benefited by annealing, and this statement is based 
upon some very careful experiments that we have made. 

“Our chain is so treated that it does not require an- 
nealing, and in our published statements on the care of 
blocks, we point out this very carefully. 

“Your points in reference to lubrication are very well 
taken, and we believe that information of this kind will 
help to prolong the life of chain as used for hoisting 
equipment. Because Yale electrically welded, die 
formed steel hoisting chain requires no annealing, and 
because there are so many Yale hoists in use, we feel 
that an exception should be made in this case, and take 
the liberty of calling the matter to your attention. 

“We also feel that Yale hoist chain should be welded 
together only at our plant.” 


———— = 0 


Valve and Fittings Index 
(Continued from page 59) 
Figure 4 shows that the dotted line has been rising for 
several months whereas the calculated price level would 
indicate prices should stabilize but not rise. Is the 
recent rise of prices premature? Has the average price 
index made a false start upward? Perhaps time alone 
will tell. Yet there is much to indicate that the founda- 
tions are now being laid for a permanent increase in 
prices in the coming months. If we go back to figure 3, 
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we notice that throughout 1923 and early 1924 the actual 
deposits line kept about on a level for many months, while 
the “normal” deposits line was persistently rising. To- 
ward the end of the period of slow activity in 1924 the 
demand deposits line broke away from its sidewise trend 
and started a sharp upward movement that brought it to 
very high levels. 


Precedents sometimes do not have current significance, 
but in this case isn’t there more than a mere accidental 
similarity? Figure 3 shows that throughout 1925 and 
1926 the actual deposits line has followed a similar side- 
wise trend for many months during another period of 
slackening activity. But, notice that history is repeat- 
ing itself now. In the last few months the actual de- 
posits line of figure 3 has broken away from the sidewise 
trend and has begun rising once more. It has not yet 
risen rapidly enough to get above the current level of 
the “normal” deposits line, to be sure, but still a start 
has been made. If this favorable sign is followed up and 
the figure 3 line rises sharply enough so that it ap- 
proaches the current level of the ‘normal’ deposits line, 
then the “calculated” price level in figure 4 will rise up 
to the 150% level and general prices will rise accord- 
ingly. 

This, then, is the prospect for prices as they relate to 
general activity. Analysis of the Valve and Fittings 
Index indicates that it is high time volume demand began 
rising upward toward normal levels. This price study 
suggests that larger finances are coming into the market 
sufficiently so that prices are already stabilized and are 
likely to begin rising. From this, we cannot avoid the 
optimistic conclusion that an increasing activity of de- 
mand, coupled with improving price levels, should pave 
the way for a gradual but definite restoration of fair 
profits and adequate earnings. 








Statement of the ownership, management, 
the Act of Congress of August 24, 
monthly at Chicago, Illinois, for October, 
of Cook—ss. 


3efore me, a notary public in and for the State and county aforesaid, 


circulation. ete., required by 
1912, of Mitt Svpp.ies, published 
1927. State of Illinois, County 


personally appeared Clay C. Cooper, who, having been duly sworn accord- 
ing to law, deposes and says that he is the General Manager of MILL 
SUPPLIES and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid publication for the date shown 
in the above caption, required by the Act of August 24. 1912, embodied in 
section 411, Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher, The Crawford Publishing 
Co., 537 South Dearborn St., Chicago; Editor, Clay C. Cooper, 537 South 


Dearborn St., Chicago; General Manager, Clay C. Cooper, 537 
born St., Chicago. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning or holding one percent or more of total 
amount of stock. If not owned by a corporation, the names and addresses 
of the individual owners must be given. If owned by a firm, company, 
or other unincorporated concern, its name and address, as well as those 
of each individual member, must be given.) The Crawford Publishing 
Co., Chicago; B. H. Crawford McNash, Wheeling, W. Va.; John Harrison 
MecNash, Wheeling, W. Va.; Frederick P. Crawford, Philadelphia; Clay 
C. Cooper, Chicago; Fred Newton Scott, Ann Arbor, Mich. 

3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 percent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so state.) None. 

1. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or in any other 
fiduciary relation, the name of the person or corporation for whom euch 
trustee is acting, is given; also that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and belief as to the circum- 
stances and conditions under which stockholders and security holders who 
do not appear upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona fide owner; and this 
affant has no reason to believe that any other person. association, or 
corporation has any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is................ .. (This 
information is required from daily publications only.) 

CLAY C. COOPER. 
General Manager. 

Sworn to and subscribed before me this 24th day of September. 1927. 

JAMES S. VALENTINE. 
(My commission expires Sept. 30, 1929.) 


South Dear- 


(Seal) 





92 


Pun Si 














LINEAR 


FLAX 
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For All Hydraulic Services 


DUANE TYPES 
rei Al l GRADES 
4 VBE: FINISHES 


One of the 
Outstanding Features 
of this 
Jobbers’ Quality Packing Line 


ASK FOR SAMPLES AND 
PRICES 
IT WILL PAY YOU 


Linear Packing & Mfg. Co., Inc. 
1901-5 N. Marshall St. 
Philadelphia Penna. 
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LSB 


The sectional steel rocker hinge pin, rocks on 
its two oval faces. Easily removable when ten- 
sion is released. Outlasts any other type of pin. 


J HAMMER TO 


APPLY IT” 


Reg. U.S. Pat. Off.and 
throughout the world. 


Recommend it to run 

wherever a laced belt 

will give efficient service. 
FLEXIBLE STEEL LACING CO. 


4633 Lexington St., Chicago, U. S. A. 


In Engiand at 135 Finsbury Pavement, London, E. C. 2 




















Merely for Protection 





AUTOMATIC 
INJECTORS 
Are Worth Their Cost 





No one who has ever had experience with them 
doubts their reliability and sure-fire operation. 
Give them steam and water and the Penberthy will 
do the rest—no one ever worried about getting 
water into the boilers where a Penberthy is part 
of the equipment. 


Engineers all over the world know the Penberthy 
Injector—they are used in every country. They are 
absolutely automatic and they qumsmmmmmeeeees 
always operate — particularly 
when you need them the most. 
We will be glad to send you 
particulars. Write now. 


PENBERTHY 


INJECTOR COMPANY 


Established 1886 


1262 Holden Ave., Detroit, Mich. 
Canadian Plant, Windsor, Ont. 


Safeguard Automatic 
Water Gage 





Write for 
particulars 
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CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 








When writing to Advertisers please mention M1Lt Suppttes. 
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The Cincinnati Electrical Tool Co., 
Madison & Edwards roads, Cincinnati, 
Ohio, has developed a new portable 
electric router, which performs a great 
many operations, including paneling, 
splining, inlay routing, fluting, cutting 
rosettes, etc. It is equipped with a 
% h.p. motor, weighs approximately 30 
pounds and operates at a speed of 
12,500 r.p.m. The tool may be carried 
about the shop and plugged into the 
nearest lamp socket. It is full ball- 
bearing in construction and employs the 





PATENT PENDING 
direct drive principle. Felt washers, 
protected by metal retaining rings, pre- 
vent the entrance of dirt and grit and 
the escape of any lubricant. A knurled 
hand wheel, operating through a rack 
and pinion, lowers the cutter into the 
work. A turn of the stop pin release 


on the adjustable stop allows the router 


to move freely in the slide way for the 
full length of its travel, which is a 
necessary feature for routing concave 
or convex surfaces. According to the 
company, by using the “Cincinnati” ad- 
justable stair routing template with the 
router, a 16-foot stair stringer can be 
routed complete in 10 to 15 minutes, a 
job which takes 5 to 8 hours by hand. 

General Wheelbarrow Company, 3140 
East 65th street, Cleveland, formerly 
The Akron Barrow Company, is out 
with the new General No. 100 wheel- 
barrow. This is a general purpose bar- 


row, with three cubic foot capacity. The 
tray has a rounded narrow front and is 
steel, 


of 18-gauge riveted and rein- 





forced, and mounted on risers to im- 
prove leveling qualities. Steel braces 
support the front of the tray. The 
barrow has a 5s inch axle, with special 
General lock to prevent the axle nut 
from working off. The barrow has an 
eight spoke wheel and _ hardwood 
handles. The legs are of channel steel 
construction, and come riveted complete, 
there being no leg braces or cross braces 


te put together. This barrow may be 
assembled by means of four bolts 
through the frame and two tr the front 
of the tray. 

The Morse Twist Drill & Machine 
Co., 163 Pleasant street, New Bedford, 
Mass., is manufacturing two new ex- 
panding chuck reamers, Nos. 1733 and 
1734, made to meet the heavy demands 
of modern production methods. No. 
1733 is the straight shank. It is made 
with a range of diameters from % of 
an inch to 2 inches, and lengths of 
flutes from %4 of an inch to 2% inches. 
No. 1734 is the taper shank, with diam- 
eters and flutes of the same range as 
the straight shank. These reamers are 
made of high speed steel. The com- 
pany states that when they are worn 
below size they may be expanded slight- 
ly and reground, and that this opera- 
tion may be repeated several times. 


P. Wall Manufacturing Supply Co., 
3126 to 3166 Preble avenue, Pittsburgh, 
is now manufacturing a new blow torch, 
the “Dreadnaught,” No. 41, which the 
company states will operate without in- 





terruption in windy, zero weather. The 
company claims, in a new folder just 
issued, that a 16-inch electric fan run- 
ning full blast will not blow out the 
flame, and that a test conducted in a 
room chilled below zero produced no 
effect on the flame. The torch has a 
brazed steel tank and the orifice is 
automatically cleaned every time the 
valve is closed. 

The Chisholm-Moore Manufacturing 
Co., 5028 Lakeside avenue, Cleveland, is 
now manufacturing a new light-weight, 
high-speed hand chain hoist, known as 
Model K Cyclone, which is built in % 
to 6-ton capacities. This hoist has anti- 
friction bearings in all rotating parts, 
the load wheel and gears are made of 
special alloy steels, and all moving 
parts are packed in grease in a dust- 
proof, oil-tight housing. It has steel 


swivel hooks, drop forged and heat 
treated, and the lower hook is equipped 
with a Timken thrust bearing. The 
special chains are electric welded and 
heat treated. According to the com- 
pany, the gyrating principle upon which 
this chain hoist operates makes pos- 
sible keeping more than twice the usual 
number of lift gear teeth in mesh at 
all times. 

The Standard Electrical Tool Co., 
1938-46 West Eighth street, Cincinnati, 
is manufacturing a new combination 
buffer and disc grinder, made in four 
sizes, of one-half, »ne, two and three 
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horsepower capacities. The one illus- 
trated is a 2 horsepower machine, with 
motor wound for alternating current, 
and having a speed of 1,750 r.p.m. 
The diameter of the steel dise is 12 
inches. The steel dise is reversible. 
The table for this machine is 7 inches 
wide and 14 inches long and has verti- 
cal and horizontal adjustment. The 
armature shaft is made of nickel steel 
and is fitted with three S.K.F. ball 
bearings, which are encased in dust 
proof chambers. There is a push but- 
ton control for operating this machine. 

Yost Manufacturing Co., Meadville, 
Pa., is manufacturing a new self lock- 
ing clamp kit vise, which, though sturdy 
in construction, is light enough to be 








carried The 


in the kit to the job. 
clamp arrangement enables it to be 
quickly attached to the body of the 


truck, plank or post. No boring of 
holes is necessary for mounting. The 
frame, hook, screw head and base are 
made of malleable iron, and it has steel 
screw, handle and handle balls. The 
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Stanley Belting 


Oil and Heat 


Oil and extreme heat or cold do not 
deteriorate Stanley or alter its work- 
ing efficiency even after years of ex- 
posure. 


Depend upon Stanley for good serv- 
ice under unfavorable working condi- 
tions as well as on easy drives. 

Helpful sales cooperation by our 


sales staff. Write for our proposition 
to you. 





Stanley Belting Corporation 


13 N. Jefferson St. 
CHICAGO 
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320 Broadway 


NEW YORK 


124 Adelaide St., W. 
TORONTO, ONT. 


12 A Southwark St., S. E. L 
LONDON, ENG. 











MILL EQUIPMENT 


Brim-fuall of 


new information! 


The New General Catalog 


“Hill Clutch” 


Mill 


Equipment 


It illustrates every phase 
of “HILL CLUFCH”™ 
MILL EQUIPMENT. In 
addition, it contains 
tables, diagrams, engi- 
neering data, etc., which 
eliminates guess work in 
the selection of proper 
power transmission 
units. Write for copy. 


The Hill Clutch Machine 
& Foundry Co. 
Power Transmission Engineers 
General Office and Plant 


Cleveland, Ohio 








“THE CHASE” 


Line of 
Factory Trucks 
Industrial Cars 
Charging Trucks and Cars 
Dump Cars 
Turntables etc. 


We solicit your inquiries. 


THE CHASE FOUNDRY & MFG. CO. 
Columbus, Ohio 








When writing to Advertisers please mention Mitt Suppties. 




















November, 1927 


95 





vise has drop forged pipe jaws, made 
from high carbon steel, hardened, 
drawn in oil and polished. It is made 
in four sizes, the sizes of pipe holds 
varying from % to 1% inches to % to 
2% inches and the weights varying 


from 4% to 14 pounds. 

The Dickerman Hoist Mfg. Co., 872 
East 72nd street, Cleveland, has added 
to its line of material handling equip- 
spur-geared, ball 
with 


ment the new “Ideal,” 
bearing chain hoist, 


capacities 





ranging from 14. ton to 40 tons. The 
gear arrangement is of the “planetary” 


type. The hoist has steel, self-con- 
tained, precision ball bearings; steel 
load wheel, supported by chrome vana- 


dium steel ball bearings; 
sion plates; heavily constructed steel 
top hook and crosshead; electrically 
welded steel load chain; steel load hooks 
and detachable shackles permitting at- 
tachment of longer chain or replace- 
ments without welding; steel driving 
pinion and shaft; malleable iron pinion 
cage; automatic brake, and non-fouling 
hand-chain guide. Capacities over 10 
tons are made with two gear trains con- 
tained in separate gear cases, connected 
by a yoke and operated by separate 
hand chains, but having a single hoist- 
ing block. 

Stephens-Adamson Mfg. Co., Aurora, 
Ill., has recently placed on the market 
a new line of belt conveyor carriers, 
known as the Stephens-Adamson Sim- 
plex, for belts from 12 to 60 inches in 


steel suspen- 





width. 
three 


The carrier 
rollers in 
rollers being mounted at a 20-degree 


proper consists of 
line, the troughing 


angle to increase belt capacity. The 
heavy steel angle section base is self 
cleaning. The rollers are self contained 
units, made of steel tubing, with drawn 
steel end plates. Each roller is 
equipped with two Timken bearings, 
which are protected from dust and other 
foreign substances. The rollers are 
lubricated through high pressure fit- 
tings, one at each end of the roller 





shaft, and the pumping action of the 
bearings gives even distribution of the 
lubricant. All parts of the carriers are 
interchangeable for belts of the same 
size, 


Bearings With Long Record 

Two SKF spherical bearings, self- 
aligning, said to be the largest of their 
kind in actual service in the world, 
have been successfully operating for a 
period of more than three years in a 
cement mill at the plant of the Dexter 
Portiand Cement Company, Nazareth, 
Pa. These bearings, which are almost 
three feet in diameter, are carrying the 
load of a 5% by 26-foot tube mill used 
in pulverizing. The mill is driven by a 
250 horsepower motor at a speed of 26 
R. P. M. The load is 50 tons, or 25 
tons per bearing. According to SKF 
Industries, Inc., New York, these bear- 
ings have been on the job continuously 
during the three-year period, and the 
only attention required has been the re- 
plenishment of lubricant several times 
a year. 
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F. E. Myers & Bro. Co., Ashland, 
Ohio, manufacturer of pumps, hay tools 
and door hangers, has issued its new 
No. 60 catalogue. Four catalogues com- 
prise the No. 60 edition, which illus- 
trates, describes and lists the company’s 
entire line of products. 

Yost Manufacturing Co., Meadville, 

1., has issued Catalogue No. 10 on its 
vises and gas soldering furnaces. This 
is a very well illustrated book of 40 


pages and cover. The cover is done 
attractively in colors. Prices, specifica- 
tions and descriptions are included. 


Richards-Wilcox Manufacturing Com- 
pany, Aurora, Ill., manufacturer of 
door hangers and hardware specialties, 
has made the October issue of Dook- 
Ways a special fire prevention number. 
This issue includes a very attractive 
cover done in colors. 

Kieley & Mueller, Inc., 34 West 13th 
street, New York, is out with a hand- 
some new catalogue, No. 57, on its spe- 
cialties for steam, water, air, gas and 
oil. It contains 232 pages and an ex- 


ceedingly attractive cover, measures 
914 by 6% inches, and is so arranged 


as to permit of insertion of more sheets. 
The book is replete with excellent illus- 
trations and contains price, dimension 
and weight tables and descriptive read- 


ing matter. 





(Obituary 

Charles Campbell, president of The 
Campbell Iron Co., St. Louis, died re- 
cently in that city. Mr. Campbell was 
born in Johnstown, N. Y., in 1848, and 
was employed in Milwaukee from 1865 
to 1876. In the latter year he went to 
St. Louis and became associated with 





Waterman Brothers & Co., which later 
became the Waterman, Campbell Iron 
Co., and finally The Campbell Iron Co., 
which distributes iron, steel, heavy 
hardware, machinists’ and automotive 
supplies. 





F. Stewart Scott 
F. Stewart Scott, general manager of 
The Chas. B. Scott Co., Scranton, Pa., 
died Friday, September 30th. 





William Bates 

William Bates, sales manager, The 
Superior Screw & Bolt Mfg. Co., Cleve- 
land, was killed October 9th, when his 
automobile was struck by an interurban 
street car. Mr. Bates was 57 years of 
age. _ 

Phil S. Dreher 

Phil S. Dreher, president of The 
Dreher-Conklin Supply Co., Columbus, 
Ohio, distributor of power, mill, mine, 
plumbing and heating supplies, died 
Friday evening, September 23rd, as a 
result of injuries received in a motor 
accident near Radnor, Ohio. Mr. Dreher 
died a few minutes after he was re- 
moved from underneath the car. Two 
young men who were with him were 
injured, one slightly. Deceased was re- 
turning to Columbus from a visit with 
his son in Marion, Ohio. Mr. Dreher, 
who was in his forty-fifth year at the 
time of his death, founded The Dreher 
Supply Co., which was the predecessor 
of The Dreher-Conklin Supply Com- 
pany, in 1918. He is survived by his 
widow and two sons. 

John Stambaugh, Sr. 

John Stambaugh, Sr., vice-president 
of The Stambaugh-Thompson Co., 
Youngstown, Ohio, distributor of mill 
supplies, ete., died at his residence, The 
Chalet, Churchill- Hubbard road, 
Youngstown, at 5:30 o’clock Thursday 
afternoon, October 6th, at the age of 
65 years. Mr. Stambaugh was born in 
Youngstown February 15th, 1862, and 
was graduated from Cornell university. 
He also studied in Heidelberg, Ger- 
many. He was prominent in the busi- 
ness and financial life of Youngstown, 
being secretary-treasurer of the 
Youngstown Steel Co.; chairman of the 
board of the Realty Guarantee & Trust 
Co., and a director of the Federal Re- 
serve Bank of Cleveland, The Youngs- 
town Sheet & Tube Co., the First Na- 
tional and Dollar Banks; and The 
Tod-Stambaugh Co., of Cleveland. Mr. 
Stambaugh had intended to retire from 
the board of the Federal Reserve Bank 
at the expiration of his present term. 
Deceased had also been a leader in 
page 2° singe welfare work. As execu- 
tor of the John Stambaugh estate and 
a member of the board of trustees of 
the Henry H. Stambaugh Memorial 
Auditorium Trust Association, he gave 
freely of his time and money toward 
the erection of the Stambaugh Audi- 
torium on Fifth avenue. He is survived 
by his widow, Mrs. Cora Bunts Stam- 
baugh; a son, John, and a daughter, 
Mrs. Caroline Stambaugh Snyder. 
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GIl BERT FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver—an 
. WwW O OD e absolute guarantee 
8 
~ In Stock , 
Most Weed Pulley e- It Has Stood the Test for Over Thirty Years 
quirements can be met 
immediately from our We also make 
large and _ complete 
stock of Style B (wood NICKEL GENUINE 
spoke) and Style C 
(solid) Pulleys. Sizes GENUINE BABBITT 
from 3” up. _ Inter- COPPER HARDENED 
changeable wood bush- 
ings. Ask for our new 
Catalogue. All of these Babbitt Metals are made from highly 
~ refined raw materials, perfectly amalgamated— 
ities thus insuring satished customers and repeat orders. 
Saginaw Manufacturing Co. 
ae é FRICTIONLESS METAL COMPANY 
aginaw, Mich. a 
; 1458-60 Collins Street 
Iron Center Pulleys, Motor Pulleys, Rope Pulleys, Flange 
Pulleys, Taper and maga ey oe Loose Pulleys, Main SAINT LOUIS, MO. 
a * 























Swartwout 
Steam Products 





Steam Separators 

Return, Lifting and Va- 
cuum Trap 

Steam Separators — Re- 
ceiver Type 


Swartwout 
Bucket 
Type 
Steam Trap 


Intermittent 
action—pressures 
to 250 lbs. 


Trouble Free 


Low Pressure Float Trap 
Air Separator 

Cast Iron Exhaust Head 
Cast Iron Strainer 


THE SWARTWOUT COMPANY 


General Offices: 18523 Euclid Avenue, Cleveland 
Factories: Cleveland and Orrville, Ohio 






































Helping you to help 





your customers 


The gauge glass guide shown at the 
right helps you to make sure that 
your customers get exactly the right 
kind of Moncrieff Gauge Glasses 


for the service. 


You can assure them, however, that 
every Moncrieff Glass combines to 
a remarkable degree the qualities ot 
toughness and clearness. Every 
Moncrieff Glass is made of a special 
Scotch sand by J. Moncrieff at 
Perth, Scotland. Every Moncrieff 
Glass is manufactured under an ex- 
clusive formula. 


Moncrieffs are the only gauge 
glasses of genuine Scotch manufac- 
ture on the United States market. 


JENKINS BROS. 


Sole U. S. Agents for MONCRIEFF 


Genuine Scotch GAUGE GLASSES 


80 White Street........ New York, N. Y. 
524 Atlantic Ave............... Boston, Mass. 
133 No. Seventh St.....Philadelphia, Pa. 
646 Washington Blvd........ Chicago, Ill. 


When writing to Advertisers please mention Mitt Supp ties. 




















PERTH Q 


for steam pres- 
sures up to 200 


Ibs. 


for steam pres- 
sures up to 400 
Ibs. 


a glass with white 
enamelled bac 

for steam pres- 
sures up to 150 


BEACON REO 0 


an enamelled glass 
with red indicator 
line for steam 
pressure up to 150 
Ibs. 


LUBRICATOR 


a lubricator glass 
that withstands 
steam pressure up 
to 400 Ibs. 
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Random Notes 


From American Jrade Literature 
Cart Ww. Mite ER 5 


ILLINOIS FOURTH BELTING STATE 

“Illinois holds fourth place in the manufacture of 
leather belting,” says “Facts About Illinois,’’ compiled 
by the Illinois Chamber of Commerce. “Nine plants em- 
ploy 254 persons, salaries and wages total about $370,000, 
and value of products is approximately $2,500,000. 
Massachusetts, New York and Pennsylvania rank first, 
second and third in order.” 

WOMEN TO WEAR STEEL DRESSES? 

“Steel dresses for women as soft as silk are a possi- 
bility which will be demonstrated at the engineering 
machinery exhibition opening in London tomorrow (Sep- 
tember &8th),” said a report from London to the New 
York Times. “Steel thread is drawn so fine that it has 
one-fifth the thickness of the human hair and 350 yards 
of it may be contained in a case which can be put in a 
vest pocket.” 

HACK SAW BLADE ECONOMY 

“Hack saw blade economy can be effected by the pur- 
chaser as well as by the individual worker,” says Hack- 
sawology, published by the Simonds Saw and Steel Com- 
pany. “Use only the best quality of blades, as they are 
always the cheapest in the long run,” advises Hack- 
sawology. “Select the proper number of teeth to the 
inch. Give special attention to these two factors. They 
can eliminate a great deal of vour hack saw trouble and 
expense. In use in the shop, other precautions may be 
taken that will diminish the hack saw bill. First, the 
stock-room keepers should be instructed to judge the 
general uses to which a blade will be put and hand them 
out accordingly. The best way is to specify a certain 
length of blade and number of teeth for every production 
job. This should be followed up by the foreman to see 
that men do not use blades of the wrong pitch.” 


RESPONSIBILITY OF CARRIERS 

The Steel Sales Corporation, in a recent issue of its 
“Stock List,” says on the subject of responsibility of 
public carriers: “A clear receipt from the railroad or 
express company places the responsibility for damage or 
shortage upon the carrier. In case of shortage or 
damaged goods the receipt should be turned over to the 
carrier with the request that a notation of the damage 
or shortage be made on the freight or express bill. This 
will enable you to recover damage from the carrier with- 
out controversy. Shortage on carload shipments should 
be reported immediately to the agent at destination. 
Damaged carload shipments should not be unloaded until 
the carrier’s representative has made an_ inspection. 
Claims on the railroads must be made within six months 
of receipt of shipment; claims on express companies 
within four months. Unless filed within these periods 
transportation companies cannot legally pay claims.” 

VARIOUS USES FOR SPIRAL PIPE 

Because of its light weight and great strength, spiral 
riveted pipe has been used by waterworks companies for 
more than fifty years, as well as by hydraulic miners, 
sluicing and dredging companies. This pipe is also suit- 
able for use in various industrial plants, a few of them 
being listed by one manufacturer as follows: Conveying 
exhaust steam from engines and turbines; conveying ex- 
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haust steam to driers, heaters, etc., in sugar and oil re- 
fineries, rubber, textile and other special process plants; 
vacuum lines; for air intake and delivery lines in low 
pressure and compressed service; central stations use it 
for secondary draft air to the rear of the furnace and 
for conveying outside air to the turbines for cooling 
purposes; for suction and discharge lines of pipe; for 
intake and delivery lines to cooling ponds: for air intake 
lines to two-cycle engines and for exhaust piping; for 
gas mains and exhaust lines carrying waste gas of steel 
mills and blast furnaces to gas engine; and for forcing 
pulverized coal and low pressure air to boilers and 
furnaces. 
CELLULOSE FROM CORN STALKS 

A new industry is being launched in the Middle West, 
which, if it proves successful, will end one of the greatest 
wastes of raw material. The Cornstalks Products Com- 
pany, of Danville, Ill., is beginning to harvest 30,000 
acres of cornstalks, which will be baled and stored until. 
the plant begins operations in December. The plant 
manager plans to use at least 40,000 tons of stalks from 
this year’s crop, paying from $3 to $5 an acre for them. 
The cornstalks are to be converted into cellulose by a 
chemical process, three tons of dry stalks producing one 
ton of pulp. The pulp will be sold to manufacturers of 
rayon, paper and other users of cellulose. It is said that 
as high grade pulp can be made from cornstalks as is 
made from wood, and at a lower cost. Pulp experts 
predict that cornstalks may soon become a great factor 
in conserving the nation’s timber supply. According to 
their statement, 80,000 acres of spruce are normally 
required to run a 50-ton pulp mill continuously for a 
year, while 30,000 acres of corn will produce enough 
stalks to run such a mill. Commercial alcohol is another 
possible by-product of this new industry. 


DISCOVERY AND NAMING OF RUBBER 

The story of the discovery of rubber and how it was 
named is told in the following interesting way in “A 
Wonder Book of Rubber,” recently published by The 
B. F. Goodrich Rubber Co.: 

Way back yonder, many years ago, in the mythical period 
following the creation of the “Aladdin Lands” of the tropical 
jungles of America, an Indian, perhaps at play, perhaps on 
the hunt, perhaps at war, perhaps in search of food—dis- 
covered rubber. He found it oozing from the bark of a tree 
and having thoroughly convinced himself that it was by no 
chance edible, lost all interest except that of curiosity as the 
strange substance congealed into a sticky mass in his hands. 
Our nameless native probably experimented with this mass 
by rolling it into a ball. Perhaps, tired of his new play- 
thing, he threw it to the ground or at the nearest tree. You 
can imagine his surprise when the ball bounced back to 
him. He picked it up and examined it with a new interest. 
Reaching camp he tossed it to one of his friends—and the 
great American game of baseball found a beginning. The 
Indians named this new-found plaything “batos” (ball). 
The substance from which it was made they called “cahuchu”’ 
(some tribes called it “caucho”) which translated means 
“weeping tree.” Such. is the mythical tale of the discovery 
of rubber. 

Columbus was the first white man to know anything about 
rubber. When he returned home from his second visit to 
the “East Indies” he reported to the queen that he had 
found the Indians playing a game with a wonderful ball 
made from the gum of a tree. In 1770, Priestly, the dis- 
coverer of oxygen, while experimenting with a rubber ball 
sent him by a friend, discovered that this ball would erase 
lead-pencil marks. So far as we know, this is the first 
practical use ever given rubber by civilized man. This inci- 
dent also has the historical distinction of having given rubber 
its name. Priestly was so pleased with his new-found play- 
thing that he cut it into chunks and called them “rubbers.” 








—and solve Your Cutting Problems! 


There are no obstacles in metal cutting with 
Victor Blades. In shops that require hack- 
saw cutting on all kinds of metals, these 
blades have proven an economical and es- 
sential factor. 

The Victor Special Flexible Blade has the same 
cutting efficiency combined with the perfected 
flexible qualities and is recommended for general 


use on all soft and tough cutting metals that pro- 
duce breakage. 


Let us send you free samples of this 
Wonder Blade 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 
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SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


107-109 Lafayette St., New York, N. Y. 
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“The Steel Process Babbitt” 


MONARCH BALL METAL is not an ordinary 
babbitt. It is unique in being the only bearing 
metal that carries its own deoxidizing flux, which 
keeps the metal clear when melted and makes it 
flow freely. It makes a perfectly solid bearing 
with a grain the texture of steel. Monarch Ball 
is the only bearing metal granted a mechanical 
patent by the U. S. Patent Office. 


Sold through exclusive distributors. 
Ask us if your territory is open. Quaker 
Metal, the “Ladle Bronze,’ makes the 
proposition doubly interesting to dis- 
tributors. 


MONARCH METAL COMPANY 
119 South Lincoln Street 
Chicago 


Associate Member 
National Supply and Machinery Distributors’ Ass’n 











GLASS BODY OILERS 


Oil Gauges 
Grease & Oil Cups 
Lubricators 
Air & Drain Cocks 
Brass Pipe Fittings 
Cylinder Cocks 
Water Gauges 





GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 





























% 





WM 7D 9 26 JO SO SF 











November, 1927 


WNULL GQUPPLIES 99 








Curent 4 ) 


Jrom Our Exehinges 








Another Hint on Selling 


“How to Sell” is a subject that is never worn thread- 
bare. An editorial in The Dodge Idea gives the follow- 
ing excellent advice: ‘The successful salesman does not 
sell by high pressure methods. He does not keep ham- 
mering on his proposition with the name on the dotted 
line as his chief objective but he keeps the prospect’s 
mind on what his product will do for him. After all, 
Mr. Buyer is not interested in your business—he is 
interested in his business. The salesman that goes into 
a buyer’s office and is obliged to ask a lot of. questions 
about the buyer’s product before he can talk intelligently 
about what he has to sell is at a big disadvantage. The 
place to get facts on which to base a sales talk is outside, 
not inside, the buyer’s office. Asking the buyer to give a 
history of his business is shifting the burden from where 
it rightfully belongs.” 


Machinery and Men 

Secretary of Labor James J. Davis in a recent number 
of Monthly Labor Review says that machinery is dis- 
placing men faster than new industries can absorb them. 
“In the long run,” he states, “new types of industries 
have always absorbed the workers displaced by machin- 
ery. But of late we have been developing new machinery 
at a faster rate than we have been developing new indus- 
tries. Inventive genius needs to turn itself in this 
direction. As I look into the future, far beyond this 
occasional distress of the present, I see a world made 
better by the very machines invented today. I see the 
machine becoming the real slave of the man that it was 
meant to be. I see it lengthening the useful lives of men. 
Today we are scrapping men at the age of 45 or 50 
because we think their skill is slipping. Tomorrow the 
machine will supply the skill, and a man of 70 may oper- 
ate it as well as one of 20.” 


Belts Versus Electric Drive 

“Belts Versus Electric Drive” is the title of a short, 
interesting article in a recent issue of The American 
Miller. The article states that a decided difference of 
opinion exists as to which is more economical, efficient, 
sanitary, etc., belt drive or individual electric drive; and 
notes some of the claims of those with opposing views. 
“Those favoring the electric drive claim that belts, 
especially overhead belts, are unsightly and unsanitary, 
as they, to a greater or less extent, keep the air in 
motion and keep any dust that may be present in con- 
stant agitation, while the individual motor is practically 
out of sight, and moves on, silently performing its task,” 
the article states. “Those favoring the belt drive claim 
that there is nothing unsanitary or unhealthy about belts, 
and that their agitation of the air may be made to aid 
ventilation and a purification of it. In regard to effici- 
ency, it is claimed that electrical efficiency is seldom as 
high as 80 percent as compared with 95 percent for belt 
drive, and that from carefully made tests by disinterested 
engineers, belts have shown better than 98 percent 
efficiency. And besides, there is the additional greater 
cost of installing the electrical machinery.” The article 
further states that there is a universal agreement be- 
tween the foremost electrical and mechanical engineers 





of the day that belt transmission holds an important 
place in industry, and that, to judge by present condi- 
tions, belting will always be used. 


New Machines for Old 

Frank C. Hudson, in writing on “Profits from New 
Machine Equipment” for the American Machinist, shows 
various advantages in substituting new machines for old. 
He draws his material from the experience of a manu- 
facturer who pursues the following interesting policy in 
machine buying: “1. To buy new equipment when 
needed to secure delivery on unusual contracts. 2. To 
relieve the regular line of machines by the use of more 
or less special machines—such as turret lathes—when 
output warrants it. 3. To dispose of old equipment as 
soon as the demand returns to normal. While this pro- 
cedure reduces the shop capacity somewhat, it takes care 
of normal requirements and maintains a modern equip- 
ment by a fairly regular ‘weeding-out’ process. 4. To 
standardize as far as seems advisable on makes of ma- 
chines that have proved satisfactory, instead of using a 
variety of different makes. 5. To consider not only the 
saving in direct labor, but the effect on output as to both 
quantity and quality.” Mr. Hudson further states, “The 
decrease in machine repairs, due to the newer machines 
as compared with those of older vintage, is also an item 
well worth considering, and particularly so is the time 
lost when an old machine has to shut down for minor 
repairs, or for overhaul. These interruptions in produc- 
tion go far in making a new machine a very profitable 
investment.” 


Sales and Credit Managers Please Copy! 


“Five Points Where Sales and Credit Managers Can 
Work Together,” is the title of an interesting article in 
Sales Management, contributed by Walter F. Wyman, 
general sales manager, The Carter’s Ink Company, Bos- 
ton, and Fred S. Phillips, secretary, W. H. Duncan 
Company, New York. Closer alliance between the two 
departments is a long step toward greater annual profits 
for any company, state the writers, and the five points 
they suggest for such cooperative effort are the follow- 
ing: 1. Net profits. 2. Insuring future sales volume. 
3. Broadening distribution. 4. Earning preference of 
customers. 5. Protecting the house against credit losses. 
The credit manager must learn to take risks in order not 
to strangle sales, but the sales manager must also realize 
the futility of promoting a vast volume of sales which 
are not coupled with net profits. “The credit manager 
has equal interest in broadening distribution,” the article 
states. “For just as a local or even national period of 
depression, if long continued, adversely affects sales, it 
also adversely affects the showing of the credit depart- 
ment. . . . Broadening the distribution is not a matter 
in which the sales department solely is concerned. The 
credit department frequently is in a position through its 
necessary digestion of financial and statistical reports 
to advise the sales department the directions in which it 
can most wisely and profitably expand.” All this nat- 
urally affects future sales volume as well. On the point 
of protecting the house against credit losses, the credit 
department can serve by furnishing the sales manager 
lists of customers whose ratings are satisfactory. In 
other words, he can help to eliminate those who are not 
able to pay. Both departments are factors in building 
good will, or earning the preference of customers. The 
credit manager’s sympathetic meeting of emergencies, 
if a customer is financially straightened, makes for 
gratitude. The customer, in fact, is just as grateful to 
him as to the sales manager who sells him a high quality 
of goods on which he can realize a good profit. 
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To Get the Right Start — Equip with 7M4EDARFT- 


Get the 


Wood Split 
PULLEY 
from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? - 
G Wire them—phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 
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= q MR. SUPPLY ~~ {L = R--W — been engaged in the = 
= Pulley bi us iness for 45 years, et know a great deal more = 
bout making goo a b ile ys than many other concerns. = 
££ OUR phe ce 30 Y in building W rod Split Pulleys ts: ag = 
.S ul; pro ou ts must be the best in the ir class. We = 
dn’ t “th nk of running the slightes st = of impairing the 
luc f our most valucd asset—Our G Will. 


Get the “MEDART” WOOD SPLIT PU L LEY from stock! 


THE MEDART COMPANY 


riy Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and vane. CINCINNATI 
Offi 
CHICAGO, PHILADELPHIA, NEW YORK, SEATTLE, PITTSBURGH 


Shafting, C up ylings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutehe s, Tr n = reac Steel Rim Pulleys, Gearing, Sprock 
ts, Chain, Rope Sheaves, "Rope Drives, Belt Tighteners, etc. 
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“We give 
to the Distributor 


100% cooperation because it is our | 
policy to sell thru distributors. | 
@ We refer every inquiry back to 

some distributor in the territory. | 


@ We give an unequaled service to | 
both the distributors and their cus- 
tomers. 


@ We give every possible aid to the | 


Sales Manager and his men. 


These are some of the reasons distributors 
find satisfaction and profit in handling the 
ATLAS CAR MOVER, a car mover 
that moves any car, under any circum- 
stances, and gives the kind of service that 
makes it the outstanding tool in that field 
of work. 
Manufactured only by 
APPLETON CAR MOVER CO. 
P. O. Box 42 Appleton, Wis. 
Associate Member 


National Supply & Machinery Distributors Assn. 
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CUTTING 


CUTTING 
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B A ND SAWS 
“The Toots in the Plaid Bor” 


AMERICAN SAW & M MFG. Co. SPRINGFIELD, MASS. 


CK SA CREW ORIVERS - GLASS CUTTERS 
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| \ ‘ _” SCOTT VALVE MFG. CO. 
| vy * MAXIMUM ‘service PER "DouLaR’ 


A COMPLETE LINE OF 
BRONZE -~ IRON-BODY 
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and efficient and has ample adjustment for wear. 
first cost and upkeep with a large field of application to 
recommend it to the jobber. 


EDGEMONT EXPANDING TYPE B CLUTCH 


SIMPLE AND EFFICIENT 


The ““Type B” Clutch is extremely simple, having but 
three main parts besides the operating cam. 


It is powerful 
Low in 


Quick shipments assured from a large stock. 


The Edgemont Machine Co. 


DAYTON 
OHIO 











When writing to Advertisers please mention Mitt Supp ies. 
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Two in a Grave 


An Irishman stopped before a grave 


in a cemetery containing the tomb- 
stone declaring: “Here lies a lawyer 
and an honest man.” 

“An’ who'd ever think,” he mur- 
mured, “there’d be room for two men 
in that one little grave?”—A. C. O., 
Chicago Tribune. 


Deficiency Plus 

“What’s the fuss in the schoolyard, 
sonny?” asked a gentleman who was 
passing a ward school. 

“Why, the doctor’s just been around 
examinin’ us, an’ one of the deficient 
boys is knockin’ the stuffin’ out of a 
perfect kid.”—Unknown. 


Mistaken Identity 
Wife: “The maid has just given 
notice; she said that you spoke insult- 
ingly to her over the telephone yester- 
day.” 
Husband: “Great Scott! 
I was speaking to you.” 


I thought 


His Last Invitation 


“Well, thank heaven, that’s over 
with.” 

“What is?” 

“eT? 


I’ve danced with the hostess. Have 
you gone through with it yet?” 

“No, I don’t have to. I’m the host.” 
—The National Provisioner. 


Vot Unusual 
Aunt: What did little 
her birthday party? 
Mother: Six books, four handker- 
chiefs, and the measles.—Boston Tran- 
script. 


3essie get at 


Excuse It, Please! 
300kkeeper: “I never knew the ship- 
ping clerk had triplets.” 
Stenographer: “Yah! He married 
a telephone girl and she gave him the 
wrong number.” 


The Need of a Fan 
Daughter: Father, what do you 
think of my new dress? 
Father (dryly): Well, I would ad- 
vise you to carry a larger fan.—Penn- 
sylvania Punch Bowl. 


{ Patriotic Impulse 

Mayme (on crowded trolley car): 
“Wotcha got in that package, Sadie?” 

Sadie: “One o’ them portable 
radios.” 

Mayme: “Chee! If yuh can tune in 
‘The Star Spangled Banner’ maybe we 
can git a seat.” 


Life Becoming Complicated 
Henry Fielding, in ‘Tom Jones,” tells 
of Sophia: “The nice proportion of her 
arms promised the truest symmetry of 
her limbs.” Fancy an age in which one 
had to guess at a knee from an elbow!— 
Des Moines Capital. 


1 Long Engagement 

Wife: ‘Do you realize that twenty- 
five years ago today we became en- 
gaged?” 

Absent-minded professor: 
five years! You should have reminded 
me before. It’s certainly time we got 
married !”—Bison. 


“Twenty- 


The Price of a New Hat 

Young husband: “Last night when 
I got home, my wife had my chair 
drawn up before the fire, my slippers 
ready for me to put on, my pipe all 
filled, and——” 

Old friend: “How did you like her 
new hat?”—Passing Show. 


Some Sharp Shooter 
Captain (to Gunner): “See the man 
on the bridge five miles away?” 
Gunner: “Ay, ay, sir.” 
‘Let him have a twelve-inch in the 
eye. 


“Which eye, sir?”—Answers. 


His Dream Came True 

“When I was a little boy,” the ser- 
geant addressed his men, “I had a set 
of wooden soldiers. One day I lost 
those soldiers and I cried very much. 
But my mother said, ‘Never mind, 
Tom, some day you will get your wood- 
en soldiers back.’ And believe me, you 
bunch of wooden-headed dumb-bells, 
that day has come!” 


What's the Answer, Watson? 
Men no longer hide behind women’s 
skirts. Neither do women.—Arkansas 
Gazette. 


No Back Talk 
Chiropractor: “I had a patient today 
whose spine 
Wife: “Stop! I don’t want to hear 
any more of your back talk.” 





1 Sure Sign 
Father: Has Jane gone to the dance 
yet? 
Mother: She must have. 
her clothes are here. 


Most of 


No Time to Waste 
Drip: “Let’s walk around the corner 
and get a drink.” 


Drop: “Heavens, no. He 


Let’s run! 


1 Flirtatious Congregation 

A preacher said to his congregation: 
“There is a certain man among us who 
is flirting with another man’s wife. Un- 
less he puts five dollars in the collection 
box his name will be read from the pul- 
pit.” 

When the box came in there were 
nineteen five dollar bills in it and a two 
dollar bill with a note pinned to it, say- 
ing: “This is all the cash I have, but 
will send the other three dollars Wed- 
nesday.” 


He Made the Sale 

“What!” exclaimed the lady, “you 
charge me * dollar for that loose-leaf 
scrap book?” 

“Yes, ma’am,” replied the polite sta- 
tioner, “that is the very lowest price 
we can sell it for.” 

“How is it that I can get one just 
like it at Brown’s for 90 cents?” 

“T cannot say, madam. Perhaps Mr. 
Brown has taken a fancy to you. He 
is a widower and you are very beauti- 
ful and—yes ma’am, one dollar. Thank 
you.”—Baltimore. 


His Things Were There 

A guest hurried up to the hotel 
clerk’s counter. He had just ten min- 
utes to pay his bill, reach the station 
and board his train. 

“Hang it,” he exclaimed. “I’ve for- 
gotten something. Here, boy, run up 
to my room—No,. 427—and see if I left 
my pajamas and shaving kit. Hurry! 
I’ve only five minutes now.” 

The boy hurried. In four minutes he 


returned empty handed and out of 
breath. 
“Yes, sir,” he panted. “You left 


them.”—T he Dragon. 


Cutting Out Competition 
Elizabeth: A man told me last night 
that my kisses were adorable. 
Carolyn: Who was he? 
Elizabeth: Never mind, my dear— 
he was perfectly satisfied.—Life. 


Supreme Generosity 

The young husband took his wife 
very tenderly into his arms. “I’m proud 
of you, my dear,” he said. “I heard to- 
day, quite by accident, that you gave a 
very generous Christmas contribution 
to the Baby Fund. It was mighty nice 
of you to do it so quietly.” 

“Yes,” she answered. “You know I 
don’t believe, dear, in parading one’s 
benefactions. And to be sure I wouldn’t 
be found out, I signed a fictitious name 
to the check.” 
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You can make sales of the 


SIMONDS PLANER SAW 


in practically every woodworking shop 


If you have not received a full description and 
prices of this new saw write us now. It is a more 
efficient saw that’s different. Made 6” to 24” in 


diameter. 


SIMONDS SAW and STEEL CO. 


ESTABLISHED 1832—FITCHBURG, MASS. 


Boston Chicago New York Atlanta 
Memphis New Orleans San Francisco Portland 
Seattle Los Angeles Detroit 











When writing to Advertisers please mention Mitt Suppties. 
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Tue Mii Suppty SatesmMaN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 
Distribution of Mill Supplies. Ernest H. Smith, Associate Editor. 








Bulletin Helps This Firm’s Salesmen 


“Gossip,” Issued by Queen City Supply for Sales Force and Other 
Employes, Has Improved Morale and Interest 


The Queen City Supply Co., Cincin- 
nati, issues each week a little bulletin, 
titled “The Queen City Gossip,” which 
the company uses as a means to call 
the attention of salesmen and other 
employes to various phases of business 
management, to emphasize certain items 
it has to sell, to give information and 
advice on other matters, and, inciden- 
tally, to entertain. 

Laurence G. Puchta, vice-president of 
the company, serves as editor of the 
“Gossip,” the first issue of which came 
out about the first of the year. Con- 
tributions are sought from members of 
the company’s staff. The bulletin is 
printed on one side of a sheet of paper 
by means of a “ditto” machine. It is 
cleverly gotten up, humor being used 
effectively, and various “cracks” and 
news items about the personnel add to 
its attractiveness and interest. Copies 
of the bulletin are distributed to all em- 
ployes. 

“Our bulletins were started around 
the first of this year and are issued 
every week,” stated Mr. Puchta. “We 
think the bulletin is a good means 
through which to call attention of our 
employes to certain phases of business 
management which would not come 
under their observation in due course of 
their work. These bulletins also call 
attention to various items we sell. 

“The bulletins seem to be received 
very well by our readers, for, if you 
will notice, we try to embellish them 
with humor as much as we possibly 
can. They have, without question, done 
a good deal to improve the morale and 
interest of our entire organization.” 

HUMOR USED EFFECTIVELY 


Even the heading contains humor. 
Each issue states that the bulletin is 
“Tssued every now and then by all of us 
for all of us.” In one issue the reader 
is informed “Weather—pretty good”— 
“Temperature—torrid.” This issue was 
put out “Some time in July.” 

“If the new ideas instituted by the 
company do not meet with your ap- 
proval, before any criticism is made, 


won’t you sit down, stand up, kneel or 
roll over and think the matter over 
from all sides and then come to a con- 
clusion?” this same issue asks. ‘“Be- 
fore any changes are made, they are 
thought over and approved by the 
board of directors, gentlemen who are 
supposed to have average intelligence, 
fortified with knowledge, experience 
and actual figures at their demand. If 
your views do not meet with theirs, 
remember we will pay five dollars to 
anybody who can suggest a_ better 
method than we are now using in any 
department of our business.” 
Salesmen are reminded of the ad- 
visability of keeping after small buyers 


A LITTLE GUG TODAY MAY 


( BE A BIG BUG 


) lomor ROW /> 











in the following: “Don’t overlook the 
small buyers. The office has recently 
opened up a new account which is send- 
ing in about a hundred dollars worth of 
orders each month. Four months ago 
this account was not known to us. It 
was discovered by accident.” 

A suggestion for betterment of ser- 
vice is contained in the following para- 
graph of one of the issues: ‘Recent 
complaints have reached us that our 
telephone service is not as good as it 
might be. It seems as though outside 
calls come through the operator’s desk 
correctly, but lots of people have the 
idea that it is against the rules to 
answer the telephone unless it is on 
their own desk. Get over this idea. If 
any of you hear a telephone ring any- 


where and no one is in the immediate 
vicinity to answer it, hop to it and 
answer it yourself.” 

Economy in selling expense is asked 
in the following clever statement: “Be 
conservative on the automobile mileage. 
You’d be surprised how six cents a mile 
adds up. In lots of instances it is much 
cheaper to use the bus or train. The 
automobile habit is a bad one. Figure 
out for yourself the profit which must 
be obtained to offset an automobile trip 
of 100 miles.” 

The importance of taking care of de- 
tails promptly is brought out in this 
paragraph: “You have all seen a cir- 
cus. Were you ever impressed with the 
promptness of the various perform- 
ances? The secret of it is that every- 
thing is done at the proper time, and 
after any apparatus is used it is placed 
where it should be. This is a gentle 
hint. All merchandise should be in its 
proper place. All returned goods should 
be disposed of immediately, whether 
they are to be returned to the factory 
or placed in stock. All correspondence 
should be answered promptly. In other 
words, everything done just as it ought 
to be, and you all know how it should 
be done. The reputation of the com- 
pany is in your hand. Do not abuse 
the responsibility placed in you. De- 
tails are very important. Think how 
the kangaroo uses his.” 

WHY DO “SHOPPING?” 

Here is some more pertinent advice 
to the sales force: “And speaking of 
lists, don’t forget our ‘A’ and ‘B’ items. 
The more of these we sell, the better 
service we give our customers. Do you 
realize one man is kept busy all day 
long buying odds and ends which we 
really have no business to handle at 
all? When you want to buy a grand 
piano, you go to a music store, so why 
undertake to do the shopping for some- 
one who wants a double-barrel shot gun 
when you know we haven’t one in 
stock?” 

“Did you notice on the list of mixers 
and those responsible for their sale 
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which was sent out last week, that it 
showed the name of only one general 
supply man, and that one was Mr. 
Tanner?” asks another item. “A word 
to the wise is sufficient.” 

A piea to cut down the number of 
orders requiring special attention is 
contained in the following: “We now 
have some ‘Today Sure’ stickers, which 
we hope will help us take care of rush 
orders. By way of example, on the sec- 
ond of this month (June) there were 
28 orders requiring special attention. 
Can’t we cut down this number? They 
inconvenience our other customers.” 

All in all, there are not so many mis- 
takes made, the editor informs his 
readers in the following: “It is true we 
do make mistakes. However, the num- 
ber of mistakes compared with the 
number of orders handled each month 
averages less than one-half of one per- 
cent, which isn’t so bad.” 

The company’s force is here urged to 
use the house label: ‘Manufacturers 
take enough pride in their products to 
place their names on them. We think 
enough of our organization to put our 
name on everything we send out. The 
moral of this little tale is: Put a label 
on everything which goes out of the 
building.” 

There’s a thrill in finding a new cus- 
tomer, another item declares. “There 
is a lot of adventure and excitement in 
business,” it states. “There is just as 
much thrill, and perhaps a little more, 
in finding a new customer than shooting 
a little rabbit with a great big shotgun, 
and, besides, there is profit and benefit 
for all of us in finding a new customer, 
whereas the hasenpfeffer is enjoyed by 
comparatively few.” 

A compliment is handed to salesmen 
of the Dayton branch in the following: 
“Our nail and wire business in Dayton 
has grown beyond our expectations. 
We are now ordering in carload lots. 
This speaks well for the efforts put 


forth on behalf of this class of mer- 
chandise by our Dayton representa- 
tives. Lots of luck, boys—keep it up.” 


Don’t be too soft-hearted, advises the 
“Gossip” in another item. “The re- 
turned goods report for April shows 
that we are entirely too soft-hearted,” it 
states. “Seventy-eight accommodations 
to customers is entirely too large.” 

Care in filling out orders is urged in 
this way: “One of the best ways we 
know of ‘passing the buck’ is to put the 
words ‘As Last’ on an order and send 


it in. Think of all the time it takes to 
look up old orders in the office. Help 
us to save a lot of time and render 


more efficient service. 
helps. Consider the 
tion.” 

“Just another example of the effici- 
ency and productiveness of discipline,” 
states the “Gossip” in one of its May 
issues. “One day last week at 4 o’clock 
in the afternoon we got a tip that the 
ted Bank Sand & Gravel Co. was in 
the market for a clam shell bucket. 


Every little bit 
whole organiza- 
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Ralph Folz was located in the field at 
5 o’clock. He immediately telephoned 
home that he wouldn’t be there for din- 
ner until late, and went out to Red 
Bank to call on the prospect. At 6:30 
he was home wading in on corn beef 
and cabbage with the order in his 
pocket.” 

A successful sales meeting is record- 
ed as follows: “The meeting last Fri- 
day night was, without doubt, the best 
sales meeting we have ever had. It was 
well attended, lots of interest shown, 
and all of us can’t help but benefit from 
it. This most comprehensive meeting 
had lots of enthusiasm and pep, which 
is apparent all through our organiza- 
tion. Let’s keep up the good work and 
make our company bigger and better all 
the time.” 

A few words about success in cutting 
down one item of over-head: “You will 
be interested to know that in line with 
our economy program and recent ruling 
as to telegrams, our expense will not 
exceed $50.00 this month. Heretofore 
it has always been over $100.00. You 
can readily see that at $50.00 a month, 
12 months in a year, there is no better 
or easier way to make $600.00.” 

Following are a few more interesting 
excerpts taken from various issues of 
the “Gossip”: 

“Let’s not be old fashioned. Our pur- 
chasing department reports that it 
hasn’t received a cigar from a salesman 
for the last two months. It seems as 
though this small form of commercial 
bribery is almost extinct. Again we 
say, let’s not be old fashioned.” 

“Everyone of us can sell for the com- 
pany. Mention the fact to your neigh- 
bors as to just what kind of an organ- 
ization we are. It just so happens that 
two of our young ladies have been fol- 
lowing this practice, and two nice sales 
have resulted from their efforts.” 

“Bob Duscher makes it a point to sell 
some wipers and waste to every garage 
or filling station he happens to go into, 
and he’s getting away with it. It might 
be a good idea for some of our other 
men to try the same thing.” 








Working With Salesmen 
Osborn Company Sending Literature to 
Distributors’ Representatives 

For the purpose of better equipping 
salesmen for distributors handling its 
line, to sell “master wheel” wire 
brushes and to stir their enthusiasm, 
the general brush division of The Os- 
born Manufacturing Company, Cleve- 
land, is sending a series of letters, with 
accompanying literature, to these sales- 
men. 

The first message consists of a four- 
page circular, with the Osborn letter- 
head and a letter from C. W. Titge- 
meyer, sales manager of the division, 
on the first page, and, inside, a double- 
page, illustrated “spread,” with sales 
points presented in a brief way. The 
second letter is accompanied by a small 
folder giving a partial list of the uses 


to which “master wheels” may be put, 
a few sales points and sizes and specifi- 
cations. These folders will be furnished 
supply houses in sufficient quantity to 
be left by salesmen with customers for 
permanent reference. The third letter, 
like the first, is printed on the first 
page of a four-page circular, the inside 
“spread” in this case being devoted to 
a discussion of the company’s consumer 
advertising, with cuts showing the 
covers of the magazines in which the 
company is doing this advertising. The 
letter, of course, refers to the advertis- 
ing. 

“The campaign is still in the early 
stages and we cannot tell you anything 
very definite in the way of results,” 
said Philip F. Smith, advertising man- 
ager, in a letter written October 8th, 
“but you will be glad to know that both 
our customers and their salesmen are 
receiving the proposition very en- 
thusiastically and we anticipate an in- 
crease in sales which will be most 
pleasing both to our mill supply house 
customers and to ourselves.” 


An Ideal Meeting Place 

Water Wheel Provided Power to 
Electric Tools During Conference 
Many readers of MILL SUPPLIES who 
saw the article in last month’s issue 
concerning the annual conference of the 
sales force of The Black & Decker Mfg. 
Co., Towson, Md., at a summer camp on 
Deer Creek, about thirty miles north 
of Towson, will be interested in know- 
ing more about the place where the 

conference was held. 


Run 


It is the property of S. Duncan 
Black, president of the company; 


Robert D. Black, advertising manager, 
and W. C. Allen, industrial sales engi- 
neer, and consists of a 260-acre section 
in Hartford county. On it at the time 
of the purchase by Messrs. Black and 
Allen were an old mill and an old barn. 
These were remodeled into two exceed- 
ingly attractive summer homes. The 
old barn was built some time in the 
eighteenth century and was in excellent 
condition. In fact, some of the old 
timbers used in its construction were 
utilized in making these summer places, 
giving an air of antiquity and comfort. 

The old mill was remodeled to make 
a two-story house for S. D. Black and 
equipped with a Fitz water wheel to 
replace the old mill wheel that had been 
in use for perhaps two centuries. This 
water wheel supplies power for lights 
and electric refrigerators, and during 
the sales conference it supplied power 
for all the electric tools that were used 
in demonstrations. The members of the 
sales force were not informed as to the 
scene of the conference until they ar- 
rived on the ground. As stated in last 
month’s article, the men were handed 
khaki outfits when they arrived at the 
camp. They were housed in tents and 
the camp was operated in army fashion. 
Meetings were held in a large tent 


where all tools manufactured by the 
company were set up. 
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Profit By Your Errors eee 


Try to Avoid Them, but When You Do Make One, Draw 


a Lesson from It, and Don’t Repeat 


Bert Jones was one of those young 
fellows who was noted for breaking 
forth with some remark or question 
that would startle everyone present and 
often cause considerable embarrass- 
ment. He didn’t do it because he was 
ornery or wanted to raise objections, 
but simply because he was impulsive; 
and often, before he could control him- 
self, he would just naturally “speak his 
mind.” 

Old John Rosey was just about ready 
to adjourn one of the regular meetings 
of the Milner Supply Company’s sales 
staff, of which he was supervisor, when 





Dowt Slip There Again 


Bert broke out with one of his startlers. 
John had completed an excellent dis- 
sertation on some phase of selling when 
Bert’s pent-up thoughts released them- 
selves. 

“Mr. Rosey, did you ever 
mistake ?” he asked suddenly. 

Every member of the sales staff felt 
for old John, for he was loved dearly; 
and every member would have liked 
to choke young Jones. One could al- 
most have read the thoughts that were 
passing through their minds. Bert him- 
self realized his “mistake” almost im- 
mediately. He bit his lip and his face 
turned scarlet. 

Old John swung deliberately around 
in his chair until his back was toward 
the salesmen. As he pulled his can of 
tobacco from his desk and filled his 
pipe, a smile played around the corners 
of his mouth. When he had completed 
filling his pipe and lighted it, he turned 
about again. 

“You ask if I ever made a mistake ?” 

“John, I’m sorry,” exclaimed Bert 
Jones. “I’m always blundering out with 
something. I didn’t mean that the way 
it sounded. The fact is that I’ve mar- 
veled so at your way of handling dif- 
ferent matters and have gotten so much 
out of your advice that I honestly just 
naturally wondered if you ever did make 
a mistake.” 

Old John held up his hand, chuckling 
as he did so. 

“Don’t apologize, Bert,” he said. “I 
know you better than you know your- 


make a 


self and I know you didn’t mean to be 
ornery. But to get back to the point. 
You asked if I ever made a mistake. 
A mistake? Why, boy, I’ve made hun- 
dreds of them. 

“Somebody has made the remark that 
the only man who never makes mistakes 
is the one who never does anything. 
Or, to put it the other way, every man 
who really does things makes a mistake 
now and then. And I like to kid myself 
into thinking that I do things. 

“Yes, boys, I’ve made many mistakes, 
but it is true that I made more of them 
when I was new in the world of busi- 
ness than I have in my later years. 
Fortunately for me, I had a kind old 
boss when I started in to sell who han- 
dled me in a fine way when I did some- 
thing wrong. He would never let a 
mistake pass without saying something 
about it. But what he said was con- 
structive and beneficial, and he wasn’t 
‘hard’ about it. Another thing, he never 
let me go without cautioning me to 
avoid making the same mistake again, 
and to profit by the lesson. 

“No, we all make mistakes—all of 
us. It’s only natural that we should. 
I don’t mean to encourage mistakes or 
to lead you to think you can handle 
matters carelessly. Try your best to 
avoid error, but if you do make a mis- 
take, take a lesson from it, and don’t 
repeat. If you follow this advice, you’ll 
find your mistakes gradually becoming 
less frequent. 





“Going back to my first boss again, 
I saw lots of fellows who didn’t fare 
nearly so well as I did. The boss would 
eall them in when something went 
wrong and try to give them the same 
advice he gave me, but they wouldn’t 
take it right. Either they adopted the 
attitude that the chief was an old fus- 
ser, that the thing was done and it 
didn’t do any good to talk about it, or 
they thought, because he was so kindly 
about his advice, that he was easy and 
they could get away with murder. 
Finally, these same fellows were called 
in and talked to just as nicely as ever 
before, fired in as gentlemanly a way 
as you could look for, and, incidentally, 
advised to profit by their mistakes on 
this job in order that they: might be 
able to hold their next.” 

“Take John Green over there,” said 
Old John, again chuckling, while Green’s 
face assumed the shade that Bert Jones’ 
had a few minutes before. “Why, when 
Johnnie first came here I had him in 
the office twice a week regular as the 
clock. As a newcomer, handling a big 
and greatly diversified line of mill sup- 
plies, he sure had his troubles. Why, I 
often expected him to come in some day 
and tell me that some buyer had pulled 
that old crack on him of ordering a 
yard of red tape and a paper stretcher.” 
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Salesmen, Pay Heed to Your Eating 


He Who Selects His Food with Care and Avoids Taking Too Much 
Should Be Fit for the Later Years of Life 


There is no age deadline for sales- 
men. Some men are retired, or fired, 
when they arrive at fifty years, some 
when they have reached sixty years, but 
not because they have reached that age. 
Age of itself is rarely the reason for 
letting a man go, save where there is 
an age limit in the service, with men 
automatically retired when they reach 
It. 

The old adage, ‘““Young men for war, 
old men for counsel,” indicates that 
youth is to be counted upon to supply 
the action and age to supply the wis- 
dom. There is an age midway between, 
during which action is still vigorous, 
while wisdom has been added to it. 
Thus the middle-aged salesman with 
good health has the desirable combina- 
tion of energy and wisdom. As a mat- 
ter of fact, the salesman without good 
health, whether young or old, is not of 
much value in the field. 

As an evidence that there is no real 
age limit, let me call attention to the 
life of that old Englishman, Thomas 
Parr, who lived to become a hundred 
and fifty-two. He was a farm servant 
in Shropshire and he was 120 before he 
married his second wife. He worked 
regularly until he reached 130, per- 
forming all the duties connected with 
his job. Finally, at 152, his age at- 
tracted so much attention that he was 
brought up to London and presented to 
His Majesty, Charles I., and he 
straightway became a public character. 
Prosperity proved too much for him. 
Friends provided him with so good a 
living that the rich food and change of 
climate soon resulted in the death of 
“Old Parr,” as he was called. 

Another old Englishman was Henry 
Jenkins, who at 169 was termed the 
‘modern Methuselah.” He was only a 
Yorkshire beggar who had lived to old 
age on a beggar’s scant fare, but a 
king became interested in Henry, and 
fed him too highly and he fell, a victim 
to over-eating. 

The age of Thomas Parr, detailed in 
a book of the day, called, “The Olde, 
Olde, very Olde Man,” seems to be 
fairly well substantiated, as is that of 
Henry Jenkins. The thing that hap- 
pened to both of these men is the same 
thing that is happening constantly to 
men who give up the efficient way of 
living they have found to accord with 
their work, and then retire from work 
and proceed to dig their graves with 
their teeth. 

INCORRECT DIET SOURCE OF EVIL 

It is undoubtedly true that many 
salesmen in the mill supply field, as in 
other fields, are putting a time limit on 
their own selling days by eating their 


FRANK FARRINGTON 


way to physical disabilitv. So far as 
I know, no statistics arc available to 
show how many salesmen retire be- 
cause of poor health brought on by diffi- 
culties due to incorrect diet, but the 
percentage must be large. 

It is difficult for us to believe that we 
can get along with less food than the 
amount to which we are accustomed. 
It is more difficult to refrain from eat- 
ing the things we like, though we know 
of the ill effects of eating them. 

No better example could be found of 
the value of a diet selected for its 





Tempting, But What of the Future? 


efficient results than the case of the 
physical conditioning and development 
of men in the army training camps 
during the recent war. The food did 
not appeal to everyone who ate it. 
There was too much beans or “monkey 
meat” or “tinned Willie” or “goldfish,” 
and rice pudding came too often and 
doughnuts too seldom, but every man 
was on his toes at chow call and 
whether the food pleased his palate or 
not, it certainly made him fit to fight. 
Few of the men in the service have 
since felt better than they did on their 
diet of beans and “slum.” 

Between 400 and 500 years ago there 
lived in Venice a man named Louis 
Cornaro who was given up to die at 
40 years of age. Determined that he 
would live despite the predictions of his 
physicians, Cornaro adopted an orderly 
method of life, limiting the amount of 
his food to 26 ounces daily and eating 
only the proper victuals. At the age of 
95 he wrote, “I am firmly convinced 
that nothing rescued me from death 
but the orderly life in all of 
which time no kind of sickness had 
ever visited me. Yet this hap- 
piness would be the portion of every 
man if he would but lead a life similar 
to the one I have lived.” He became 
a centenarian before death. 

Many other instances may be found 
where men practically condemned to 
die, by revolutionizing their food and 


habits, have continued to live in health 
and happiness. 

It should be obvious enough that if 
a man can restore health and energy 
by care of his diet, he can maintain 
the same and avoid loss of health by 
the same means. 

S. J. Nilson, M. D., as medical direc- 
tor of a large insurance company, had 
this to say: “In all the assaults we 
make upon our bodies, the wickedest 
and the most murderous and the most 
unnecessary is through eating. Proper 
eating is the one great function of life. 
Improper eating is the curse of human- 
ity. It is at the bottom of most of our 
minor ills and an enormous number of 
grave ones. 

“Not one person in a thousand knows 
how to eat. Practically all of us eat 
too much. Practically all of us eat 
combinations of foods which, when 
mixed together in the process of diges- 
tion, produce chemical reactions which 
are positively ruinous. ‘ Wrong 
eating is probably interfering with the 
attainment of success of more people 
than any other single cause. .. . 
The world is full of wretched, helpless, 
sick old neonle. who owe their condition 
to foolish eating.” 

Said Benjamin Franklin: “A tem- 
perate diet frees from diseases; such 
are seldom ill, but if they are surprised 
with sickness, they bear it better, and 
recover sooner; for most distempers 
have their original from repletion.” 

If the mill supply salesman, spending 
much of his time on the road, finds it 
difficult to secure at all times such 
meals as he needs for the sake of his 
health, that is an important reason for 
using great care in the choice and use 
of food, rather than a reason for being 
careless in the matter. Eating heartily 
of poor food is an unfortunate substi- 
tute for eating moderately of suitable 
food. 

SALESMEN SHOULD STUDY DIETETICS 

It is worth any salesman’s while to 
study dietetics a little. He should gain 
some real knowledge about foods and 
their values, about which foods con- 
tribute to the production of energy, 
which to the production of heat, which 
to the production of roughage. He 
should learn how many calories per day 
are desirable for his welfare and in 
what proportion they should be divided 
among proteins, fats and _ carbo- 
hydrates. This is not the place to give 
tables and menus. They can be secured 
from hand books and from insurance 
company pamphlets and text books. 

It is not enough for the salesman to 
declare that he has always been healthy 
and that he guesses his diet must agree 
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with him pretty well. Perhaps his diet 
is correct. He may be healthy on ac- 
count of his diet or he may be healthy 
in spite of it. If the former, he is on 
the right road. If the latter, he is 
destined to find cause to repent his 
neglect of calories and other things that 
seem to him to be too technical for his 
comprehension. 

The children in the grammar schools 
are today being taught things about 
foods and food values that their parents 
do not know. There are mill supply 
salesmen, no doubt, whose children can, 
and perhaps do, give them important, 
though unheeded, facts about diet. 

I have seen salesmen eat so heartily 
at noon that for an hour or two they 
could not give more than fifty percent 
of their normal ability to the business 
of selling. Their overdose of food re- 
quired and got the attention of the body 
energy at the expense of selling ability. 
When all a man’s force is required to 
digest his surplus of food, there will be 
a shortage of force available for brain 
power. He will be mentally as well as 
physically dull and groggy. 

A good many years ago the National 
Cash Register Company had a chart 
which named certain requisites for life 
and health. These were air, food, 
water, light, rest and exercise. Under 
the heading of “Food,” President John 
H. Patterson caused to be written: 
“Your servant, not your master—Fuel 
for your engine—Buy it wisely—Cook 
it well—Crush it fine—Enough but not 
too much—Hunger, the best spice— 
The simpler the better—Every food 
affects the whole body—There no 
‘brain food’—Beware of fads.” 

Mr. Patterson exercised great care in 
his own diet and was deeply interested 
in seeing that his salesmen—all his 
employes, in fact—gave proper heed to 
the use and selection of foods. The 
company promoted lectures and litera- 
ture upon the subject and many of 
their men today have cause to feel 
thankful for the wisdom that brought 
the matter to their attention and urged 
their study of efficient eating. 

There can be no manner of doubt 
that the salesman who careful of 
what, when and how he eats is going 
to be more fit for business at fifty or 
even sixty than his fellow who is care- 
less of such matters will be at forty. 
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Be Sure of Your Ground 


A certain young man, while courting 
the lady of his choice, one day amused 
himself by looking over her school an- 
nual. Coming to a picture of the foot- 
hail team, he spied one individual whose 
appearance attracted his attention. 
“Say,” he said to the girl, “who’s this 
hard boiled looking guy ?” “Why, that’s 
my cousin,” she replied. Whereupon he 
looked for a hole, but couldn’t find one 
big enough. There’s a moral in this 
for the salesman of mill supplies or 
any other line: Before he speaks his 
opinion on certain subjects or individ- 





“The Mill Supply Salesman”’ Section 


uals he should make sure of his ground. 
It’s hard to tell when he may tread 
on somebody’s toes. 





Cartoon Provided Moral 
District Manager of Ohio Injector Co. 
Drew a Lesson From One He Saw 
It isn’t often that a salesman or sales 
manager gets a rea! valuable business 
inspiration out of a cartoon he sees in a 
newspaper or a magazine, but Howard 
F. Meyers, Chicago district manager of 
The Ohio Injector Co., did recently. Mr. 
Meyers was looking through a maga- 
zine when he came across this cartoon. 
But let him tell it, as he told it to the 
salesmen under his jurisdiction in the 
following paragraph he composed and 
sent to them under the title, ““No con- 

tact:” 

“In one of Collier’s magazines was a 
splendid picture story. It was funny, 
and made you laugh, but likewise con- 
tained an illustration of the average 
human effort to accomplish positive 
contacts with their daily possibilities. 
This picture showed a pier, supported 
by heavy posts, high above the water. 
Sitting on the platform was a man. 
His expression was gloomy, pessimistic; 
in fact, his whole attitude was negative. 
Held tightly in his hands was a fishing 
pole, fully trimmed, with line, ficat, 
hook and bait all ready for a possible 
opportunity — except that fisherman. 
Fish may come and fish may pass, but 
still that fisherman sits and sulks in 
gloom, and while gazing at the fishing 
line and the water far below, he moans 
aloud: ‘My line isn’t long enough, but 
it doesn’t matter; I wouldn’t catch any- 
thing anyway’.” 


Spread Seed as You Go 

Spread the seed as you go along. 
The chance acquaintance on the train 
or the man you meet in the hotel lobby 
may be fertile ground. If he is inter- 
ested in your business and your house, 
tell him about them. He may be so 
impressed by you or your company and 
its goods that he will direct business 
your way. And, another thing, it never 
hurts to spread the gospel of dealer 
distribution at every opportunity. Have 
its advantages at the tip of your tongue, 
and, also, be prepared to meet argu- 
ments against it. 


Personal Contact Counts 


It’s a lot easier to turn down a sales- 
man when he seeks an order over the 
telephone than it is when he is actually 
on the ground. The sales talk over the 
telephone must necessarily be brief, and 
the salesman is at the added disadvan- 
tage of not being able to show samples 
of his goods or his catalogue. Further- 
more, some men don’t like to do busi- 
ness over the ’phone. Personal contact 
has great value, and whenever possible 
the salesman should seek to meet the 
buyer face to face. No telling what 
opportunities for sales may come from 
conversation. 





















Safety 


Crescert Belt Fasteners 


are not only recognized 
for their durability, sim- 
plicity and economy but 
also for their safety and 
dependability. A Crescent 
Fastener is constructed to 
outlast the life of a belt 
and that means it cannot 
tear or break the belt fab- 
is built to hold 
under all circumstances. 
There 


contact or friction—no 


ric—it 
is no wear from 


sharp points to injure 
hands, and a belt joined 
with Crescents stays joined 
until the fasteners are re- 
moved. 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 


CRESCENT 
owl FASTENERS 


ae WRITE 
FOR 
HANDBOOK 
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T’S nothing but common sense to 
consider price when you buy sup- 
plies and equipment for your 

plant. Nobody wants to pay more 
than he needs to pay for satisfactory 
quality. But we offer this suggestion 
to the man who buys belting; a belt has 
a hard job on its hands and even a 
slight failure in its performance might 
cost you a good deal more than the dif- 
ference you would pay for a Ladew 
belt. Ladew belting is made for excep- 
tional service under the most trying 
conditions. 


Youll find plenty of evidence 
along these lines in the Ladew 
“Proof Book.” Send for a copy. 


EDW. R. LADEW CO. Ine. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street, New York City 








Time Is the Supreme Test 
of Quality 


A poorly made product may get by for a 
time, but only superior quality will sur- 
vive the test of passing 
years. 


For three genera- 
tions Clayton & 
Lambert firepots 
and blow torches 
have been used by 
skilled mechanics 
the world over. To- 
day they enjoy uni- 
versal recognition 
as the Quality Line. 





No. 22 Coil Fire Pot 


There is a special C & L tool that best 
meets your individual requirements no 
matter what they are. 


Ask your jobber about it— 
or write the factory— 


Clayton & Lambert Manufacturing Co. 


6282 Beaubien St. Detroit, Mich. 








the 30% stronger Hollow Screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
tented process which increases the density of the 
steel around the socket-hole, and _ heat-treated 
scientifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from ™% 
to 1%4” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs and Tap Extensions—Allen 
process. 


The Allen booklet, with its charts of sizes and 


prices, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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Perhaps You 
Have Wondered 


why we advertise to mill sup- 
ply houses when we have but a 
few items that may be consid- 
ered stock goods. But a glance 
through our books would show 
you how many supply houses 
pick up orders for Copper Coils 
and Bends, Copper Expansicn 
Joints, Metal Floats, Copper 
Kettles, Bearing Bronze and 
many special Copper and Rrass 
Fittings. These are necessary 
items of equipment in hundreds 
of large plants and many of the 
plants do not care to look up 
the source of supply and place 
the orders themselves. They 
turn to their supply houses for 
that service. 


It will pay you to watch for 
this special business and either 
send us the order or ask for a 
quotation. Our Engineering 
Department is at your service. 


ARTHUR HARRIS & CO. 


Engineers — Coppersmiths 


Brass Founders and Finishers 


212-218 North Curtis St. 
Chicago, Iil. 





ESTABLISHED 1884 








mention MiLtt Supp.ies. 





November, 1927 














November, 1927 


KNULL QuPPLUES 


109 








nee: ‘News /ouieFiela — 








wisb nis 


ae mame, | 




















ee 











Personals 





T. H. Niver was recently appointed 
purchasing agent by The Bunting Brass 
& Bronze Co., Toledo, Ohio, manufac- 
turers of castings, bearings and bush- 


ings. He succeeds W. F. Volk. 
John C. Ruf, now with the Graton 
& Knight Co., Worcester, Mass., is 


building up district sales for the com- 
pany on the distribution of leather belt- 








JOHN C. RUF 


ing, concentrating on the South. His 
headquarters are located in Greenville, 
S. C. Mr. Ruf was connected for many 
years with I. B. Williams & Sons, Dover, 
N. H., and served for a year as presi- 
dent of the Johnson Belting Co., New 
York. He was also president of the 
American Supply and Machinery Manu- 
facturers Association for two consecu- 
tive terms, and is today a member of 
its advisory board. 

R. J. Flannagan is the new manager 
of the Chicago sales office and ware- 
house of Kennedy Valve Mfg. Co., El- 
mira, N. Y. Mr. Flannagan, who as- 
sumed the new position October Ist, has 
been connected with the Kennedy com- 
pany for about eight years, both in the 
plant at Elmira and in the sales de- 
partment, where he covered the states 
of New York and Pennsylvania. His 
position as Elmira representative is be- 
ing taken by J. T. Connelly, who has 
been transferred from the Cleveland 
sales office. Mr. Connelly is succeeded 
in Cleveland by W. E. Blake. 


F. E. Schwalb is the sales engineer 
and manager of the Chicago office re- 
cently opened at 625 Monadnock block 
by the Kent Machine Co., Kent, Ohio, 
Conveying Machinery Division. In 


opening this office, the company states 
that it is expanding and extending 


greater service in the conveying ma- 
chinery division of its business. Mr. 
Schwalb was formerly chief engineer 
for the Weller Mfg. Co., Chicago, pro- 
ducer of conveying machinery. In his 
experience in the material handling 
field he served as designing engineer, 
supervisor of design and chief construc- 
tion engineer. The Kent Machine Co., 
of which A. B. Babbitt is general man- 


ager, recently purchased the Falls 
Clutch & Machinery Co., Cuyahoga 
Falls, Ohio, manufacturer of clutches 


and a complete line of power transmis- 
sion machinery. 

Roy L. Bailey, purchasing agent of 
the Indianapolis Belting & Supply Co., 
Indianapolis, distributor of mill, mine 
and electrical supplies, attended the con- 
vention of the American Legion which 
recently convened in Paris. 

Albert E. Ford, president of the Ford 
& Kendig Co., Philadelphia, distributor 
of steam and engineering supplies, re- 
cently celebrated his eightieth birthday. 
Mr. Ford founded the house of which 
he is the head in 1871, and he was the 
first president of The National Pipe 
and Supplies Association. The party 
celebrating his birthday was held at his 
country estate, Hillwood Farms, Rock- 
dale, Pa., and was attended by several 
members of the Ford & Kendig Co., and 
other personal friends. 

F. E. Wieber has been reappointed 
manager of the Chicago branch of the 
Charles A. Schieren Company, New 
York, manufacturer of leather belting. 
J. A. McGee, resigned, was made man- 
ager of the Chicago branch a few weeks 
ago, and in the reorganization effected 
at that time Mr. Wieber left the office 
for work in the field. 

M. J. O’Fallon, head of the Crane- 
O’Fallon Co., Denver, distributor of 
plumbing, heating and mill supplies, 
recently participated in a “Know Col- 
orado Better” tour of the states on the 
western slope of the Rockies. A party 
of business men made the tour. 

H. E. Burn, formerly of Pittsburgh, 
has been elected secretary of the Amer- 
ican Jobbers’ Supply Co., New York, 
distributor of electrical supplies. 

Harold M. Roberts, with offices estab- 
lished at 1215 West Washington boule- 
vard, Chicago, will represent I. B. Wil- 


liams & Sons, Dover, N. H., makers of 
“Cocheco” leather belting. He was for 
20 years connected in the Chicago dis- 
trict with the Jewell Belting Co., Hart- 
ford, and has had extensive experience 
not only with belting but with allied 
lines as well. Mr. Roberts will also 
represent the Adjustable Clamp Co., 
Chicago, manufacturers of woodwork- 
ers’ clamps. 

William L. Ward, president of the 
Russell, Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y., has been re- 
elected chairman of the Westchester 
county republican committee. This is 
Mr. Ward’s thirty-second year as head 
of the Westchester republican organ- 
ization. 

M. W. Clark, for twelve years con- 
nected with The Republic Rubber Co., 
Youngstown, Ohio, manufacturer of 
belting, hose, packing, flooring, etc., has 
been appointed special representative at 
the company's Chicago branch. Mr. 


Clark has had a thorough experience 
and training in mechanical rubber man- 
ufacturing, acquiring such knowledge in 





M. W. CLARK 


various departments and serving in vari- 
ous capacities. For a time he made 
special research study of conveyor belt- 
ing problems and worked throughout 
the plant. He was made assistant man- 
ager of the company’s hose department 
in 1923, and was later advanced to pro- 
duction manager of the belting, packing 
and matting department. In 1926 he 
was transferred to the sales depart- 
ment, and his steady progress there 
merited the appointment in the Chicago 
district. 

J. B. Hamilton recently resigned as 
vice-president from the Wickes Machin- 
ery Co., Jersey City, N. J., distributor 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 

















Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers, 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 
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Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 


Sold Extensively by 
Mill Supply Houses 


Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. 





Factories: Easton, Pa. 








Balt 43) Slik, 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


If we can sell WIZARD in London in com- 
petition with English dressings priced 
much cheaper, it’s a cinch our system of 
advertising will sell WIZARD for any job- 
ber in the U. S. 








‘Tewssnamne Asceese “CHASELEY, KINCROS. LONDON.” Tecermone Nos. : MORTH 196 6 107. 


The London Shafting & Pulley Co 


. 
({RDWARD STANLEY HARPHAM, o.0.1.8.8. Proprietor) 4, Wininsow Hanrnam, 


CoLLINGwoop IRON Works, ”""""* 


erteuures 
BRIGHT TURNED STEEL SharTING. 
LEATHER ane BALATA BELTING 
WROUGHT IRON, CAST IRON ane 
WOOD PULLEYS, SPLIT ano SOLID, 18, NORTHDOWN STREET, 
ALL KINDS OF BELT FASTENERS, 


ENGINE ROOM STANDARDS, KINGS CROSS, 


BELT ORESSINGS. HACK Saws, 
LONDON, N.1. = May 14th. 1927 


LUBRICATING O1L ano GREASES, 
BOLTS, NUTS, COACH SCREWS, ane 
COLLINGWOOD wooD BALATA SELF-OILING 
GRIP COUPLINGS. PULLEYS. BELTING. PLUMMER BLOCKS. 


REVO, siwave mn sroce ros mmcmare OfuvERT 


Richmond Belt Dressing Manufacturing Co. Inc. 
Richmond, Va, U. S. A. 
Dear Sirs, 


We enclose herewith our Order No, 8.434 
calling for a further supply of 'Wizard' Eelt 
Dressing. 


We are very pleased at the way in which 
‘Wizard' is selling and find that where customers 
ordered 5 or 6 lbs they now order 25 lbs which is 
ample proof of its excellence, and we are daily 
receiving orders for it marked "as sample received" 
which is very gratifying and shows the mailing has 
done good, 


Please dispatch as soon as possible as we 
do not want to be out of stock. 


Yours faithfully, 


The London Shafting & Pultey Co. 


Sales guaranteed—Writé for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 
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MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 





TELEPHONES 


MONROE , 
7053 ‘BinxreSMacnineSWorks 
7054 see G7" NOT INC. & 

456 N. Union Ave., Chicago 























PIPE WRENCH 


FORGED STEEL 
THROUGHOUT 


COMPARE! 


and your next Wrench 
will be a LAWSON 


If your Jobber cannot supply you write 


THE LAWSON MFG. CO. 
2720-24 East 53rd St., Cleveland, Ohio 





~AJaw Independen: Type = 


‘the Incomparable" 
Al . ~~ also >y 
° “3 & 4Jaw Self-Centering Chuce| 
, ~ 2 Jaw Lathe Chucks\<™ 
Face Plate Jaws 2” 


Cushman Chuck Cogalliemennee sina 


T 
THE NEW TRI-PLEX CHUCK 


HARTFORD, CONN. Bocena mato ut baka 
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of machinery, engines, pumps, etc., with 
whom he was associated for 20 years. 
He is now with the C. W. Pritchard 
Co., Inc., Jersey City, machinery mer- 
chants handling machine tools and con- 
struction equipment. 


E. E. Caswell has been appointed 
manager of the Chicago district office 
by The Union Twist Drill Co., Athol, 
Mass. 

N. R. Crawford, formerly director of 
sales for The Industrial Works, Bay 
City, Mich., manufacturer of cranes, 
has resigned. 

F. H. Riegel has been made advertis- 
ing manager of Stevens-Walden-Worce- 
ster, Inc., Worcester, Mass., manufac- 
turers of wrenches. 


Bruce DPD. Cruickshank recently re- 
signed from his position as general 
manager of the Walworth California 
Co., San Francisco. 

E. D. Greenwalt of The Southern 
Supply Co., Baltimore, Md., accompa- 
nied by his wife and son, is on a four 
weeks’ vacation at Daytona Beach, Fla. 

A. O. Bredemere has been appointed 
Detroit district manager of sales for 
The National-Acme Co., Cleveland, man- 
ufacturer of screw machines and screw 
machine products. 

R. S. Dean has been appointed man- 
ager of the Chicago office of Manning, 
Maxwell & Moore, Inc., New York, 
manufacturers of power plant special- 
ties. 

Frank G. Sherman recently joined 
the sales force of the Chicago Belting 
Co., Chicago. Mr. Sherman was for- 
merly associated with the Jewell Belt- 
ing Co., Hartford. 

F. P. Garrity, secretary and treasurer 
of the National Plumbing & Heating 
Supply Co. of Chicago, accompanied by 
Mrs. Garrity, recently toured southern 
Europe, England and Ireland. 

Charles R. Trimmer is now vice-presi- 
dent in charge of sales of the Hannifin 
Mfg. Co., Chicago, producer of chucks, 
countershafts, etc. He formerly repre- 
sented this firm in Michigan territory. 

Alexander M. Candee has been chosen 
sales manager of the stove division of 
the National Enameling & Stamping 
Company, Milwaukee. Mr. Candee is 
also advertising manager for the com- 
pany. 

F. V. Springer, vice-president of the 
Hewitt Rubber Co., Buffalo, maker of 
mechanical rubber goods, is now in 
charge of the company’s western busi- 
ness, with headquarters at San Fran- 
cisco. 

J. P. Kottcamp, formerly superin- 
tendent of the Waukegan, IIl., plant of 
the Johns-Manville Corporation, New 
York, is now general superintendent. 
He succeeds Frank A. Headson, re- 
signed. 

William Campbell, safety engineer for 
Graton & Knight Co., Worcester, Mass., 
manufacturer of leather belting, has 
been elected chairman of the packers’ 
and tanners’ division of the National 
Safety Council. 

Lauren A. Humiston has been elected 
president of the H. B. Ives Co., New 
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Haven, Conn., manufacturers of hard- 
ware. He succeeds the late H. B. Ives, 
who founded the company fifty and 
more years ago. 

John A. Mansbergh was recently ap- 
pointed sales manager of the Russell 
and Erwin division of the American 
Hardware Corporation, New Britain, 
Conn., succeeding Isaac Black, who was 
made general manager. 

W. R. Tomlinson, formerly vice-presi- 
dent of The Billings & Spencer Co., 
Hartford, Conn., has entered the employ 
of J. H. Williams & Co., manufacturers 
of wrenches, vises, etc., as works man- 
ager of their Buffalo plant. 


O. P. Palmer, promoted to the posi- 
tion of purchasing agent of the New 
Departure Mfg. Co., Bristol, Conn., suc- 
ceeds W. A. Kimball. He was formerly 
Mr. Kimball’s assistant. The New De- 
parture company manufactures ball 
bearings and allied products. 

Frank D. Gassmere, formerly secre- 
tary and general purchasing agent of 
the Wolff Mfg. Corp., Chicago, has been 
elected vice-president and general man- 
ager of the plumbing division of the 
Bradley Supply Co., Chicago. The lat- 
ter company was organized about four 
years ago. 

B. E. Horne, president of the Watts 
Regulator Co., Lawrence, Mass., pro- 
ducer of pressure regulators and steam 
traps, recently started on a big game 
hunting trip in Nova Scotia. Mr. Horne 
has decorated his home and office with 
trophies secured on other big game 
hunting trips. 

Harry A. White, formerly connected 
with The Yale & Towne Mfg. Co., Stam- 
ford, Conn., recently joined the sales 
staff of the Reading Chain & Block 
Corp., Reading, Pa., manufacturer of 
chain hoists. Headquartered in Phila- 
delphia, Mr. White will have charge of 
distributors in the eastern part of the 
United States. 

Stewart M. Bunting, formerly con- 
nected with the Smith-Booth-Usher Co., 
Los Angeles, has engaged in the ma- 
chine tool business at 111 Broadway, 
New York. Mr. Bunting was associated 
for more than 25 years with the Niles- 
Bement-Pond Co., New York, serving 
for many years as manager of the mis- 
cellaneous department. 

Lynn B. McKnight, formerly associ- 
ated in various sales capacities with the 
Dodge Manufacturing Corporation, 
Mishawaka, Ind., has. been appointed 
sales manager of the Stearns Conveyor 
Co., Cleveland, which is owned by the 
Chain Belt Co., Milwaukee. Mr. Mc- 
Knight is a graduate of Purdue Uni- 
versity, school of mechanical engineer- 
ing. 

J. R. Matlack, formerly treasurer of 
S. F. Bowser & Co., Fort Wayne, Ind., 
makers of pumps and oil storage equip- 
ment, has been appointed treasurer and 
general manager of the company’s house 
in Toronto, Ont., Canada. He is suc- 
ceeded at the Fort Wayne office by 
E. D. Egglman, who will retain, in ad- 
dition, his former position of secretary. 
R. G. Schulze, European managing di- 


rector of S. F. Bowser & Co., Inc., with 
headquarters in London, has_ been 
spending several weeks at the plant. 
R. R. Dooley, assistant manager of the 
foreign department, recently returned 
to Fort Wayne from an extensive trip 
to Brazil. 

W. A. Meckling has resigned as Chi- 
cago district manager for the Manheim 
Mfg. & Belting Co., Manheim, Pa., and 
has established himself at Dayton, Ohio, 
as the representative of I. B. Williams 
& Sons, Dover, N. H., and other manu- 
facturers. Mr. Meckling was associated 
with the Manheim company for 14 
years, during which time he became 
widely known in the trade throughout 
the Middle West. 


A. W. Corrigan was recently ap- 
pointed Chicago representative for Ar- 
thur Harris & Co., Chicago, manufac- 
turers of floats, pipe coils, fittings, etc., 
of Kling Bros. Engineering Works, Chi- 
cago, and of the Argus Smelting Co., 
New York, producer of babbitt metal, 
etc. He has established headquarters 
at 31 South Desplaines street, Chicago. 
Mr. Corrigan formerly represented 
Bearium Bearings, Inc., Boston, in its 
western territory. 

W. C. Stettinius, president, American 
Hammered Piston Ring Co., Baltimore, 
Md., announces the election of T. Lati- 
mer Ford as vice-president. For a num- 
ber of years Mr. Ford was assistant 
secretary and treasurer of the company 
and for the last five years had charge 
of the Pacific Coast territory. In addi- 
tion to such executive duties as are 
required by his new position, he will 
have charge of automotive replacement 
sales. His headquarters will be at the 
main office in Baltimore. 





Factory Additions 





The Carey Salt Co., Hutchinson, Kan., 
will erect a three-story addition, 72x80 
ft., to cost approximately $30,000. 

The Reed Air Filter Co., Inc., 215 
Central avenue, Louisville, Ky., will 
erect a one-story addition, 100x200 ft. 

The S. & S. Machine Works, Inc., 
4539 West Lake street, Chicago, will 
invest about $25,000 in a one-story ad- 
dition. 

Crompton & Knowles Loom Works, 
Worcester, Mass., will soon erect a 
three-story mill addition, 45x64 ft., to 
cost $18,000. 

The Art Metal Works, Mulberry and 
Center streets, Newark, N. J., will erect 
an addition to cost more than $50,000, 
including equipment. 

Brockway Machine Bottle Co., Brock- 
way, Pa., is reported to have plans for 
a one-story addition to its plant, to cost 
more than $35,000. 

Mansfield Tire & Rubber Co., Mans- 
field, Ohio, is planning a three-story 
addition, to cost more than $125,000, 
including equipment. 

The Washburn-Crosby Co., Buffalo, 
N. Y., with headquarters at Minneapo- 
lis, is reported to be planning an addi- 
tion to its mill at Michigan avenue and 
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PORTABLE FLEXIBLE 

SHAFT MACHINES ‘ 
for Grinding—Polishing— J 
Drilling — Buffing—Rotary 3 
Filing—S c re w Driving— \j 
Nut Setting 


and hundreds of other useful 
operations, Several sizes. 


Manufactured by 


N. A. STRAND & CO. y 
Chicago M6—1'2 





H.P. Capacity 


THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding 
tools, preparing metal surfaces for 
welding, and for countless other 
uses in machine shops, garages, re- 
pair shops, service stations, black- 
smith shops and wherever men work 
in metals. 

Our specialization in the produc- 
tion of small, high grade motors 
makes our prices 25 to 50 per cent 
below the average. Your best in 
vestment of the year will be the pur- 
chase of a Marathon Grinder and 
Buffer. Write for Bulletin. 


We fully co-operate with mill 
supply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 








“The Lindy” s_ a. 
Three Speeds ie 


1% Hp. motor, 110 volts, 
60 cycles, single phase to 
operate from lighting 
line, complete $60.00. 
Write for bulletin 400. All 
types of attachments. For— 
Polishing, Sanding, Filing, 
Scratch Brush, Grinding, 
Finishing, Vulcanizing 
Plants, Garages, Paint 
Shops, Machine Shops. 


Invented and Built Exclusively by 


Stow Manufacturing Co., Inc. 
Binghamton, N. Y. 





The “STANDARD” 


Lae Ths 
& =i Heavy Duty 


3 Sizes—5, 71% and 10 H.P. 
Four Ball Bearings 


G. E. 40 degree motors and 
Push Button Control 
S. K. F. Ball Bearings 





Write for complete catalog on Electric Tools 
The Standard Electrical Tool Co. (Est. 1912.) Cincinnati, Ohio 





For hard and heavy power duty— 
Quaker Rubber Belts 


. Quaker Beits are ruggedly 
built, well-frictioned and pli- 
able. They hug pulleys and 
will not stretch. 

They are unequalled for 
capacity to stand hard, con- 
tinuous duty. 


Write for full information 


Quaker City Rubber Co. 


Manufacturers of Daniel's 
P. P. P. Rod Packing 


Wissinoming, Philadelphia 


Branches: New York Chicago Pittsburgh San Francisco 





)))) } 


* 


(Hi 








SKINNER Clamps 
Stop Leaks 








NEW! 


The Wallace Electric 
Hand Saw made by J. D. 
Wallace & Co., special- 
ists in portable wood- 
working machinery for 
years. 












The Wallace Elec- 
tric Hand Saw 
is listed as 


2801 WILCOX ST. 
CHICAGO, ILL. 






J. D. WALLACE 
& CO. 











SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 








When writing to Advertisers 


please mention Mitt Supp ies. 
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West Ganson street, to cost in excess 
of $200,000, including equipment. Frank 
F. Henry is local manager in charge. 

The Gillette Rubber Co., 799 Wiscon- 
sin street, Eau Claire, Wis., manufac- 
turer of tires and tubes, is erecting 
additions to its plant. 

The Trane Co., La Crosse, Wis., man- 
ufacturer of heating supplies, is build- 
ing a second-story addition to its one- 
story plant, 90x190 ft. 

The Herbrand Co., Fremont, Ohio, 
manufacturer of forgings, ete., will 
erect a one-story addition, to cost about 
$35,000, with equipment. 

The Western Wax Paper Co., 920 
East Sixty-first street, Los Angeles, 
Cal., will erect a one-story addition, to 
cost approximately $20,000. 

The Heine Boiler Works, Inc., 5315 
Shreve street, St. Louis, expects to build 
a one-story addition, 63x75 ft., to cost 
close to $23,000, with equipment. 

Superior Paper Products Co., Fair- 
mount, Ind., will erect an addition, 50x 
100 ft., to cost more than $50,000. 
W. H. Willen is one of the executives. 

Horrocks & Bro., Adams above Unity 
streets, Philadelphia, has let contract 
for the erection of an addition to their 
dye-house, to cost approximately $8,500. 

The Wisconsin Steel Works, 271 
East 106th street, Chicago, will build 
three one-story additions, to cost, re- 
spectively, $75,000, $40,000 and $200,- 
000. 

The Robinson Knife Co., Barbour 
street, Bradford, Pa., is said to be 
planning a one-story addition, to cost 
about $35,000. G. L. Robinson is presi- 
dent. 

The Cambridge Rubber Co., 748 Main 
street, Cambridge, Mass., has let con- 
tract for a five-story addition, 80x100 
ft., to cost close to $175,000 with ma- 
chinery. 

The Standard Saw Mill Co., 2705 
East Fifty-fifth street, Cleveland, plans 
to build a two-story machine shop addi- 
tion, 50x100 ft., to cost about $30,000, 
with equipment. 

Superior Cabinet Works, 93 Newell 
avenue, Pawtucket, R. IL, is building a 
one-story and basement addition, 175x 
250 ft., to cost approximately $50,000, 
including equipment. 

The Inman Mills, Inman, S. C., man- 
ufacturer of fiber and fabric products, 
recently awarded contract for a four- 
story addition to be completed within 
the next four or five months. 

Steel & Tubes, Incorporated, 252 East 
131st street, Cleveland, producer of 
steel tubing, will build a one-story ad- 
dition, 140x160 ft., to cost in excess 
of $100,000, including machinery. 

Insley Mfg. Co., 801 North Olney 
street, Indianapolis, producer of exca- 
vating machinery and other heavy me- 
chanical equipment, will erect a one- 
story addition, to cost about $35,000. 

The Strong-Scott Mfg. Co., 413 South 
Third street, Minneapolis, Minn., pro- 
ducer of flour mill machinery and other 
heavy equipment, is building a one and 
two-story addition to cost in excess of 


$150,000, including equipment. <A. W. 
Strong is president. 

Galion Iron Works & Mfg. Co., 
Galion, Ohio, manufacturer of machin- 
ery and pipe, is building a one-story 
addition, to cost about $40,000, includ- 
ing equipment. D.C. Boyd is president. 

The Dexter Folder Co., 28 West 
Twenty-third street, New York, maker 
of paper-folding machines, ete., is add- 
ing a two-story structure to its Pearl 
River, N. Y., plant, to cost about $35,- 
000. 

The E. A. Baumbach Mfg. Co., 1812 
South Kilbourn avenue, Chicago, pro- 
ducer of iron and steel castings, etc., 
will build a multi-story addition esti- 
mated to cost $50,000, including equip- 
ment. 

The Eclipse Interchangeable Counter- 
bore Co., 7410 St. Aubin street, Detroit, 
producer of special tools, is building an 
addition which will double its floor 
space and increase capacity 50 to 70 
percent. 

The Russell Grader Mfg. Co., Inc., 
2037 University avenue, S. E., Minne- 
apolis, manufacturer of road-building 
machinery, is erecting a one-story and 
basement addition, 165x312 ft., to cost 
$150,000. 





New Factories 





The Holland Furnace Co., Bethlehem, 
Pa., is planning a new factory to cost 
in excess of $75,000, including equip- 
ment. 

The Cambridge Furniture Co., Cam- 
bridge, Md., plans to build a two-story 
plant to cost $70,000, including equip- 
ment. 

United States Corrugated Fibre Box 
Co., 1315 Martindale avenue, Indianapo- 
lis, will invest more than $100,000 in a 
one-story plant, 125x300 ft. 

The Colson Co., Elyria, Ohio, pro- 
ducer of trucks, is erecting a three-story 
plant, 100x195 ft., to cost in excess of 
$100,000, including equipment. 

The Reeves Mfg. Co., Dover, Ohio, 
manufacturer of sheet metal products, 
is erecting a one-story plant, to cost 
about $40,000, including equipment. 

The Eastern Torpedo Mfg. Co., 
Odessa, Texas, will erect a one-story 
plant to cost about $80,000, with ma- 
chinery. DPD. A. Koonz is general man- 
ager. 

The Saginaw Shingle Co., Blaine, 
Wash., will rebuild its mill recently 
destroyed by fire, with loss said to be 
more than $100,000, including equip- 
ment. 

Iron King Mfg. Co., Bradner, Ohio, 
is reported to be planning the rebuild- 
ing of its plant recently damaged by 
fire, with loss estimated at $30,000, in- 
cluding machinery. 

Samuel Olson & Company, 2418 
Bloomingdale avenue, Chicago, manu- 
facturers of belt conveyors, contemplate 
erecting a one and two-story building 
with 45,000 square feet of floor area. 
The new structure will contain a ma- 


chine shop and a sheet metal and struc- 
tural steel works. 

The France Slag Co., 2735 Front 
street, Toledo, Ohio, plans to rebuild 
the portion of its plant recently de- 
stroyed by fire, with loss reported at 
$75,000, with machinery. 

The Rainier Pulp & Paper Co., White- 
Henry-Stuart building, Seattle, will 
erect a paper mill at Port Townsend, 
Wash., to cost approximately $1,000,- 
000, including machinery. 

The J. Frank Darling Co., 219 Thirty- 
sixth street, Brooklyn, N. Y., manufac- 
turer of flooring, is building a plant at 
Wilmington, Del., the cost of which 
will approximate $400,000. 

The Baker Stove Works, Inc., Belle- 
ville, Ill., is reported to be planning the 
rebuilding of its plant recently de- 
stroyed by fire, with loss estimated at 
$250,000, including equipment. 

The Tri-State Culvert Mfg. Co., 491 
South Second street, Memphis, Tenn., 
producer of steel culverts, ete., will 
erect a one-story branch plant at At- 
lanta, Ga., to cost about $21,000. 

The Ox Fibre Brush Co., 522 Fifth 
avenue, New York, will erect a plant 
at De Land, Fla., for the manufacture 
of raw fiber. Two of the proposed ten 
units will be erected immediately. 

The Totten Veneer & Lumber Co., 
McComb, Miss., is considering the re- 
building of the part of its plant re- 
cently destroyed by fire with loss 
reported at $100,000, including machin- 
ery. 

The Intertype Corporation, 300 Fur- 
man street, Brooklyn, N. Y., manufac- 
turer of typesetting machines, etc., will 
build a plant at Harrison, N. Y., to 
cost more than $400,000, including ma- 
chinery. 

J. A. Zurn Mfg. Co., Erie, Pa., manu- 
facturer of cast iron pipe fittings, etc., 
will build a one-story foundry, pattern 
shop, machine shop and other units, to 
cost more than $225,000, including 
equipment. 

Wilkinson Equipment Co., 1011 Chest- 
nut street, Philadelphia, manufacturer 
of filing cabinets, etc., has awarded con- 
tract for the erection of a one-story 
plant to cost approximately $24,000, in- 
cluding equipment. 

The Berger Mfg. Co., 1038 Belden 
avenue, N. E., Canton, Ohio, manufac- 
turer of sheet metal and other metal 
products, will replace the part of its 
plant recently destroyed by fire with a 
one-story unit to cost about $80,000, 
with equipment. 

Mathieson Alkali Works, Inc., 250 
Park avenue, New York, expects to 
build a new cement mill at its Saltville, 
Va., plant. A program of general ex- 
pansion and improvement is under way 
at the Saltville plant, with general re- 
placement of obsolete equipment, etc. 

The Star Box & Printing Co., Chest- 
nut and Seventeenth streets, Chatta- 
nooga, Tenn., is reported to be planning 
a new plant for the production of card- 
board and paper boxes and cartons. 
The dimensions of the first unit to be 
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BALL BEARING 


nanan 
Cadillac 





A much needed device in every industry for removing dust and 
dirt from electric motors, machinery, stock bins, and otherwise 
7 meaee places. Over 15,000 in use. Write for descriptive 
older. 


CLEMENTS MFG. CO. $3. eulten Steet 


THE ROYERSFORD Foy. & MAcu. Co. 
ROYERSFORD, PENNSYLVANIA 


The Royersford-Excelsior 
20" Upright Power Drill 


No frills, but of proven value. 

Belt or Motor driven. 

Back Geared, Power Feed, or as you 
want it. 

A rugged, honestly built tool. 


Write us for prices and literature 








Prompt Shipments 


Sales Offices at 






Detroit = ‘ 
Chicago Complete warehouse stocks in first six 
Lap Angates cities listed. Twenty million cap screws 
| ew nr ae always in stock, in full list of sizes both 
St. Paul S. A. E. and U. S. S. threads. Catalog 
auesme and price list on request. Packed in 
Memphis cartons and in kegs. 


San Francisco 


THE CLEVELAND CAP SCREW CO. 


2925 East 79th Street Cleveland, Ohio 


CLEVELAND 


CAP SCREWS 





The . HOLLANDS Line 


will increase your 
vise sales 


Send for 
Catalog and 





Terms 


HOLLANDS MFG. Co. 


ESTABLISHED 1887 
ERIE, PA. 





SCHULTZ DUPLEX FRICTION CLUTCH 
This application of Schultz Friction Clutches is for use on 
countershafts, hoisting drums and other mechanism requiring 
both forward and reverse motion. Send for our Clutch 
Catalogue. 


Manufactured by 





A. L. Scnuttz & Son, 1675 Elston Ave., Chicago, II. 


| =Jmperia _ 


OXY-ACETYLENE 
WELDING AND CUTTING EQUIPMENT 


There is an Imperial outfit for every welding and 
cutting job—from small, medium and large size 
torches to complete plants for factories, repair shops, 
etc. And Imperial equipment has gained highest en- 
dorsement wherever it has been used. Years of prac- 
tical experience on the part of Imperial Oxy-Acety- 
lene engineers are complete assurance of the entire 
practicability of all Imperial operating features. 


THE IMPERIAL BRASS MANUFACTURING 


COMPANY 
511 So. Racine Ave., Chicago 








Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails .. Relaying Rails 


New Track Accessories 
Immediate Shipment—Quality Guaranteed 
Send us your inquiry for quotations athena aie 
Main Offices: 





Pittsburgh, Pa. as ene 
Seog LBFOSTERCO Gs 








“DIVCO” Brands 
Babbitts and Solders 


“DIVCO” “CN” NICKEL, for ex- up to 2500 R. P. M. 

traordinary high speed and heavy “DIVCO” GENERAL SERVICE 
pressure. AND ANTI-FRICTION BABBITT. 
‘DIVCO” “CA” ALUMINUM, “DIVCO” MILL BEARING BAB- 
toughest babbitt made. BITT. 

“DIVCO” COPPER HARDENED, Also Standard No. 1, 2, 3 and 4 
for machinery, etc., having a speed Babbitt metals. 


Also Manufacturers of Solder according to your specifications in 
Bar, Ingot, Capping, Meter, Pig, Triangular and Wire. 


A trial order will convince you as to the high 
quality of “DIVCO” Products. Let us hear 


from you. 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. Chicago, Ill. 








When writing to Advertisers please mention Mitt Supp ties. 
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erected will be about 200x250 ft., and 
will cost approximately $100,000. Ad- 
ditional units will be built later, the 
cost of the entire project now estimated 
at more than $300,000. 





Field Notes 





The Hunter Machinery Co., Milwau- 
kee, distributor of contractors’ equip- 
ment, has been appointed dealer in en- 
gines and power units by the Climax 
Engineering Company, Clinton, Iowa. 

The Boston Woven Hose & Rubber 
Co., Cambridge, Mass., manufacturer of 
mechanical rubber goods, recently voted 
a two dollar extra dividend on common 
stock. The company’s fiscal year ended 
September 30th. 

Steel & Tubes, Incorporated, is the 
new name of the Elyria Iron & Steel 
Co., 232 East 131st street, Cleveland, 
Ohio. The change was made to indi- 
cate more clearly the company’s present 
line of products. 

The Alexander Milburn Co., Balti- 
more, manufacturer of welding and 
spraying equipment, has established an 
office in the Wiggin Terminals building, 
Boston, with M. B. Crouse and G. B. 
Malone in charge. 


Alta Products Co., 4813 Fullerton 
avenue, Chicago, has been organized to 
manufacture a line of portable power 
tools. One of its tools just put on the 
market is a portable power saw with 
capacity to three-inch lumber. 

The New Jersey Valve & Casting 
Co., Inc., 224-30 Clay street, Paterson, 
N. J., was recently organized to produce 
high and low pressure valves, cocks and 
fittings for steam, water and gas, and 
brass, bronze, and aluminum castings. 

The machine division of the Giddings 
& Lewis Machine Tool Co., Fond du 
Lac, Wis., producers of woodworking 
machinery, has been purchased by The 
Heald Machine Co., Worcester, Mass., 
and will be incorporated into the Worce- 
ster business. 

McArdle & Cooney, Inc., 519 Arch 
street, Philadelphia, distributors of 
pipe, fittings and steam supplies, are 
making extensions and improvements in 
their house. A one-story addition, for 
which contract has already been 
awarded, will be erected. 

A new partnership in Cleveland, un- 
der the name of Middleton, Eden & Co., 
has been formed by Nathan A. Middle- 
ton and Charlton G. Eden, to sell prod- 
ucts to manufacturers, to develop 
sources of supply and to finance and 
merge industrial corporations. 

The D. June Machinery Co., Waco, 
Texas, distributor of mill supplies, ma- 
chinery and tools, announces the addi- 
tion of a plumbing supply department. 
Robert J. Potts is president of the com- 
pany, June F. Holderman, vice-presi- 
dent, W. C. Zahm, secretary-treasurer, 
and G. G. Boothe, general manager. 

The Severin-Strafer Machinery Cor- 
poration has been formed by F. C. Sev- 
erin and A. F. Strafer, both of New 
York, and long associated with the ma- 


chine tool business. They have pur- 
chased the warehouse and shop formerly 
occupied by the Jersey City Machinery 
& Supply Co. of Jersey City, N. J. 

The board of directors of Crane Co., 
Chicago, meeting on September 20th, 
voted to declare a stock dividend of 
10 percent on the common stock of 
the company, payable on November Ist, 
1927, to the holders of common stock 
of record at the close of business on 
October 20th. 

The Hoffman Specialty Co., New 
York City, is showing a motion picture, 
“Locking the Door on the Heat Thief,” 
at meetings of heating contractors and 
supply house representatives. C. V. 
Haynes, vice-president and general sales 
manager, and Guy Hutchison, also a 
vice-president of the company, are tour- 
ing the country in connection with the 
picture. 

The Morse Twist Drill & Machine Co., 
New Bedford, Mass., announces the re- 
cent opening of a store at 92 Lafayette 
street, New York City. For the con- 
venience of its distributors, dealers and 
users, the company has put into this 
store a complete stock of its products, 
consisting of high speed and carbon 
drills, cutters, reamers, taps, dies, etc. 

The C. S. Mersick & Co., New Haven, 
Conn., distributor of mill, plumbing, 
electric and kindred supplies, held its 
annual outing the latter part of Sep- 
tember at Double Beach, Branford, 
Conn. It was fully attended by execu- 
tives, salesmen and other employes of 
the company, as well as by visiting 
salesmen, representatives of various 
manufacturers. 

The Osborn Manufacturing Company, 
Cleveland, producers of industrial, bris- 
tle and wire brushes, recently sold the 
Du-All Mfg. Co., now located in Cleve- 
land, to Ralph F. Henn, former presi- 
dent and general manager of the 
Du-All company. The latter, which 
manufactures mops, dusters and furni- 
ture polish, was sold to the Osborn 
company in December, 1925. Mr. Henn 
has acquired a plant in Geneva, Ohio, 
where he will encounter less labor and 
overhead expense. 

The Hill Clutch Machine & Foundry 
Company, Cleveland, manufacturer of 
power transmission machinery, an- 
nounces that it will be represented in 
New York, metropolitan district, by 
Charles C. Phelps, sales engineer, who 
has established offices in Room 528, 30 
Church street. Other companies he will 
represent are: The Uehling Instru- 
ment Co., Paterson, N. J., maker of 
industrial instruments; A. W. Cash 
Co., Combustion Control Division, De- 
eatur, Ill., and The Williams Gauge 
Co., Pittsburgh. 

The Waterhouse-Lester-Scovel Co., 
San Francisco, which handles a com- 
plete line of heavy hardware, iron and 
steel, machine tools, automotive equip- 
ment, etc., and has operated a com- 
plete wheel and wood factory in Emery- 
ville, Cal., recently opened a wholesale 


branch office and warehouse at 3060 
Broadway, Oakland, Cal. This new 


branch represents a total initial invest- 


ment of about $125,000 and occupies 
13,400 square feet of floor space. 
Twelve men will be employed. The 
Waterhouse-Lester-Scovel Co. is a con- 
solidation of a few months ago, the 
two San Francisco houses uniting being 
the Scovel Iron Store Co. and the Wa- 
terhouse & Lester Co. 


The annual fall meeting of the Asso- 
ciated Machine Tool Dealers, held in 
Cleveland during the week of the Na- 
tional Machine Tool Exposition, had the 
largest attendance in the history of the 
association. J. R. Porter of the Mar- 
shall & Huschart Machinery Co., Chi- 


cago, was elected president; T. W. 
Carlisle of The Strong, Carlisle & Ham- 
mond Co., Cleveland, vice-president; 


E. P. Essley of The E. L. Essley Ma- 
chinery Co., Chicago, secretary, and 
George H. Cheerington of the Brown 
& Zortman Machinery Co., Pittsburgh, 
treasurer. P. R. Ridings of the Syra- 
cuse Supply Co., Syracuse, N. Y., was 
chosen as a member of the executive 
committee, in additior to officers and 
members already elected. 


The Leather Belting Club of Chicago 
closed its 1927 golf season with a very 
successful tournament at the Glencoe 
Golf club September 23rd. The match, 
unfinished the week previous because 
of a downpour of rain, was favored, as 
the golf committee stated, with a “cen- 
ter stock waterproof” afternoon—a 
great contrast to the “third quality low 
cut” weather of the week before. H. G. 
Watson of Alexander Bros., Inc., who 
turned in the lowest net score, will keep 
the silver trophy cup for the winter. 
The low net winners of the 1927 season 
whose names have been engraved on 
the cup are: V. A. Seuberth, Chicago 
Belting Co.; J. E. Donovan, Graton & 
Knight Co.; L. G. Krug, Chicago Raw- 
hide Mfg. Co., and H. G. Watson. Mr. 
Seuberth, president of the club, donated 
a special prize, “The President’s Cup,” 
at the last game. It was won by Stu 
Ullman of the Chicago Rawhide Mfg. 
Co. 





CLASSIFIED 
ADVERTISEMENTS 


Classified Line Advertisements under heads of 
Wanted, I Sale, etc., will be published in 
this Department at a rate of 20 cents a line, 
each insertion. Cownt six words to a line. 


FOR SALE 

For Sale—The business of the late 
E. C. Southwick, 370 Main street, 
Poughkeepsie, N. Y., dealer in leather, 
tallow, oils, greases, disinfectants, 
packing, belting, hose, mill supplies, 
shoe findings, sheet brass and copper 
and many other specialties. Originally 
established as tanning business in 
1789. In mill supply business for 
twenty-three years, with good clientele 
in Dutchess, Ulster and Orange coun- 
ties. Good opportunity to expand. 
Purchaser can obtain three year lease 
on building. Business being disposed of 
because of death of Mr. Southwick, 
there being no one in the family to 
carry it on. Address Mrs. Evangeline 
Southwick McCullough, 370 Main street, 
Poughkeepsie, N. Y. 
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) “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 


Ask your jobber or nickel plated. 


write us for a catalog. TURNBUCKLES 


Strong and durable. Furnishe«! 
either plain or galvanized. 


BROWNIE NOS 





BROWNIE MFG. 
CO., INC. 








Fort Wayne, Ind. 






D AVIS Valve Specialties have 
been performing satisfactorily 
for over fifty years. Thousands of 
Action is experienced engineers know the 
ate value of Davis design and insist 
hand fa ae =86©6huupon Davis for repeat orders and 
plant extensions. 
You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 
108 Milwaukee Ave. Chicago, Hl. 


DAVIS VALWIE 


S [STEAM SAVERS SINCE 1875] 


PipCraAaiwrisS 


MS9-Gray 


tle Piston type 
Regulator for 
aut matic pres 
sure reduction 








The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 





A 


MORGAN VISES 


are strong and rigid 


This Stationary Base 
Vise is typical of the line 
of Morgan Machinists’ 
Vises, noted for their de- 
pendable strength and 
extreme rigidity. All 
have renewable jaw faces 
and all parts are inter- 
changeable. We also 
make woodworking vises. 
Send for folder and dis- 
tributors’ prices. 


MORGAN VISE COMPANY 


108 North Jefferson St. CHICAGO, ILL. 






GAK 
CAGO 


cit 











VINCENT 
Vincent Huntington Emery Wheel Dressers and Cut- 
ters (milled only) have been the standard of com- 
parison for many years. 


Every Size and Type 


Vincent “AA” Hardened High Speed 
Tool Bits are made to handle the 
tough jobs—cost will surprise you. 
If you do not have our 
VINCENT catalog—write us 


THE VINCENT STEEL PROCESS CO. 


Heat Treaters and Tool Manufacturers 
2519 Bellevue Avenue 





Yes Office 
25 Jefferson St. 


New York Office 
41 Murray St. 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 


Champion Blower & Forge Co. 


Lancaster, Pa. 











DETROIT, MICH. 
for belts up 


BELT CLAMP ‘%,'3"i.i 


DEALERS’ OPPORTUNITY 
NO COMPETITION 
EXCLUSIVE HANDLING 


As a side line for salesmen will pay all 
expenses and show a profit 


EVERY MILL AND FACTORY NEEDS 
ONE OR MORE 
THE GEO W. SOUTHWICK 
Co. 


Inventors and Manufacturers 
Stamford Conn. 





Manufacturers use advertising 
space in MILL SUPPLIES be- 
cause they are sold on the princi- 
ple of supply house distribution. 
They should be given first con- 
sideration when you are in the 
market for what they manufac- 
ture. 











When writing to Advertisers 


please mention Mitt Supp ies. 
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AGENTS WANTED 


Manufacturers agents wanted to 
represent us who already have two or 
more lines of pipe fittings or valves or 
kindred lines. We manufacture a non- 
competitive line which would fit in well 


with the lines mentioned and on which 
substantial commissions can be made. 
Our proposition is not a new one; it 


has been thoroughly tried out and sev- 
eral agents over the country are mak- 


ing considerable money through it. 
Address No. 908, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 


SITUATIONS WANTED 


Salesman, 35, eleven years experience 
selling abrasive products to industrial 
field, open for position selling this or 
other products to industrial plants, or 
as manager of abrasive department in 


mill supply house. Address No. 909, 
eare MILL SUPPLIES, 5387 South Dear- 


born street, Chicago. 

Mill, Mine and Factory Supply Man, 
familiar with every phase of the busi- 
ness, particularly in pur- 
wants to make change by first 


chasing, 


experienced 


of year. Address No. 910, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Young man, single, 32, college educa- 
tion, 7 years experience selling tech- 
nical products to industrials and estab- 
lishing dealer organizations in Central 
States. Address No. 901, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 

An experienced man with many years 
of service in the mill supply and whole- 
sale hardware fields is available for the 
right opportunity. Has traveled on 
business in practically every state in 
the Union, and is well known to mill 
supply and wholesale hardware houses. 
Capable and a hard worker. Address 
No. 900, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 


SALESMEN WANTED 


By a manufacturer of leather belt- 
ing, salesman to cover local territory in 
New York State. Also to sell Power 
Transmission. Some previous experi- 
ence along this or similar lines required. 
Write fully stating age, references, ex- 
perience and salary expected. Address 
No. 906, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 

Wanted Salesmen calling on the 
automotive and mil! supply jobbers in 
Pennsylvania, Ohio, Michigan, Indiana, 
Iowa, Wisconsin, Illinois, Missouri and 
Kentucky, to represent a high grade 
line of Machinists Vises. We want only 
representatives who ave well established 
with their trade. Write giving full par- 
ticulars to No. 907, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 

Men to sell line of wiping waste and 
wiping cloth to jobbers and industria! 
plants. Drawing account to producers. 
Address No. 905, care M1iLL SUPPLIES, 
5387 South Dearborn street, Chicago. 


Salesman mill supplies and_ tools 
New York City and vicinity. Old estab- 
lished house, liberal commission. Must 
have some customers. Give full par- 
ticulars in first letter. Any one with- 
out the knowledge and experience need 
not apply. Address No. 903, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 
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JOSLIN STEEL STAMPS AND DIES—Any de- 











sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 


JOSLIN 
Mich. 


MFG. CO., 123 Arthur St., Manistee, 








AJAX BIBB RESEATER—Handiest tool for 
- cutting nev eats on house 
22 M\ - hold bibbs and faucets 

Wt |e $¢ Complet vitl reversil 

} cone nd 4. ste cutter 
. Also expanders for af “48 
”, ete., tubes. Ajax Mfg. Co., 848 Jacksonia 

= Pittsburgh, Pa. 


PORTABLI WHITNEY LEVER METAL 
PUNCHES Widest 

“See known. Most wm 
a . ly used on 1 ket. Eight 





sizes and _ ty] Or 
40,000 in us 
quotatior W. A 
Park Ave., Rockfor 


“AIR SPRING” COMPRESSED 
AIR GREASE CUPS—Automatically 
maintains film ! on 

ings with greatest efficiency 
utmost economy. Four sizes, 
and polished steel. We also 
the “Shurflo’” wick feed oil cup. 
Folder on request. Hunter Pressed 
Steel Co., Lansdale, Pa. 


of ‘ease bear- 





HADCO CARD HOLDERS. Sold 
tag- 
dusty 
Cost 
ac- 
size 
Had- 
i 


Made cheap. 
cheap. For 
ing bins in 
stockrooms. 
only 144c¢ up, 
cording to 
Send for samples and prices. 
Label Co., Haddon Heights, N. 





and style. 
don Bin 


McLEOD’S LEATHER BELTING—Excellent 
items for mill supply distributor. Cut from se- 
lected oak belting butts, made from packer: steer 


hides and tanned by oak bark, slow process 
method. All leather used is hand stuffed and 
loft dried. Made to prevent necessity of fre- 
quent take-ups on _ pulleys. Suited to wide 
variety of drives, service conditions, size of 
pulleys, ete. Ask for further information. 


McLeod Leather & Belting Co., Greensboro, N. C. 


EAGLE WELDED STEEL BENCH OILERS are 





nade to withstand the hard use 
of mill, factory and machine 
hop. Bodies are seamless with 
bottoms welded in. Spouts are 
also welded. No solder or braz- 
ing used—therefore no chance 
for seams to open and leak. Or- 
der from your jobber or write 

\ for catalog. EAGLE MANU- 

4 FACTURING COMPANY, Wells- 
burg, W. Va. 


LUMNITE 


— For interiors 
of Factories, 
Mills, Ware- 
houses, etc. 
Most economi- 
cal coating 
known. Write 
for 
and nearest 
source of sup- 
ply. The Rear- 
don Company, 


FACTORY WHITE 





—— 2200 N. 2nd 
Street, St. Louis, Missouri. 
“SMOKELESS” ASPHALT HEATERS, Lead 


Melting Furnaces, Portable Oil Burners, Paving 
Tool Heaters, Asphalt Spray Outfits, Weed 
Burners and Large Kerosene Torches. Over 
10,000 Aeroil Heaters in use. Send for Bulletin 
No. 54-M, giving prices and full information. 


circular | 


| 
| 


Aeroil Burner Company, West New York, N. J. | 





BAND SAWS—PARAMOUNT BRAND— 











Straight and Bevel Pack are giving universa) 
satisfaction to the most critical users. Our 
specialty is narrow Band Saws only, so we 
therefore can produce a better article. Save 
your old Band Saws by sending them to us for 
the best repair job vou ever saw. New and re- 
paired AWS guaranteed, We solicit your in- 
quiries. J. D. BURRILL & SON, Ilion, N. Y. 
WOOD ROLLS that give better results. Made 
by specialists with years of experience in small, 
medium and large rolls for any kind of work. 
Many improved and patented constructions. 
Write for information giving size used. Rodney 
Hunt Machine Co., Maple St., Orange, Mass. 
COLUMBIA CALIPERS 

{ —— a Aa Ss 

nt g x cs 

i Pro Yo Work 
( ilog 

) ( Calip Co., Marie P 

- S E. G. Smith Cc 
BUSINESS MEN’S PAPER PRESSES—Econom- 


icaily handle baleable :aaterial such as old paper, 
shavings, excelsior, wool, scrap tin, and other 
wastes. Three largest sizes have lever on each 
end. Operated by one or two men as desired. 
Universally used by industries. Ask for catalog. 
Business Men’s Paper Press Co., Wayland, Mich. 


DRILL CHUCKS—“Ettco” Keyless, Ball Bear- 
img, for electric drills and general use. Now 
standard equipment on Black & Decker electric 
drills. Can be installed on any electric drill. 
Write for catalog and prices. Eastern Tube & 
tool Co., 594 Johnson Ave., Brooklyn, N. Y. 





MARTIN 


PORTABLE VISE STAND and Pipe 
Bender — Fo. cutting 
threading and bending 
pipe. Portable, with 


no bolts, screws or 


braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 4%” pipe. ee 
Martin & Sons, 625 E. 





, 2nd St., Owensboro, Ky. 


EMMERT UNIVERSAL VISES—Also Adjust- 
able Hand Screws, Steel Bar Clamps, Miter Ja 





and other tools. Send for description, prices 
and discounts. Emmert Mfg. Co., Box J, 
Waynesboro, Pa. 

GENUINE CANNON PUMP OILERS—Force 


the oi! anywhere. Operator controls flow of oil 
through complete force pump attachment. No 
packing nuts—valves separated from plunger. 
No clogging—spout always full of oil. For light 
or heavy Write The Cannon Oiler Co., 
Keithsburg, 





oils. 


Vil. 


GLUE ROOM EQUIPMENT 

a . e Used World Over 
Vyssh. Glue Pots Mixers 
Spreaders Presses Clamps 
Main Off. Rushville, Ind. 


CLANCY “SURE GRIP” Steel Hose Clamps— 


Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices. and 


distributors’ discounts.—J. R. Clancy, Ince., 
Syracuse, N. Y 
“BRAPACO” ASBESTOS JOINT RUNNERS— 


made from highest grade Asbestos Yarn equipped 
with malleable iron unbreakable Clamp. All 
sizes for 2” to 72” pipe carried in stock.” Cata- 
logue and jobbers’ prices on request. Braid- 
ing & Packing Works of America, 254-256 46th 
St., Brooklyn, N. Y. 
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“Fortify for Fire Fighting” with 
Diener Safety Fire Appliances 


Diener Products are 
sold by  Jobbers. 
Write for complete 
catalog of Waste 
Cans, Safety Cans, 
Fire Extinguishers 
and other Safety Fire 
Devices. 


PERFECTION EXCELSIOR CANS 


Three Sizes. One, Two and Four Bales 


Every factory, store, warehouse or garage using waste, excelsior 
or wiping cloths has a vicious fire hazard if the material is loose 
and unprotected. Perfection Excelsior Cans are correctly designed 
for the purpose, strongly built and reasonably priced. 


Manufactured By 


GEO. W. DIENER MFG. CO. 
400 N. Monticello Ave., Chicago 








“Torrid” Blow Torches 
are made with the great- 
est care and precision 
by experienced and 
highly skilled mechanics. 
Fine torches of highest 
grade, tested and _ in- 
spected under rigid rules. 
they cost no more than 
other torches. 








ROUND RAWHIDE 
TWISTED CORD 


Made of exceedingly strong fibre twisted under 
a hich tensile stram for 


“Safety Belt Lacing” 


Wire-like but pliable, stretchless but 
slizghtly elastic. The most durable 
round belt lace made, and cannot 
cut or cause accidents to workers. 
Put up in 100 ft. packages in four 
sizes. 


“Loom Cord and Machine Cord” 


Made in various sizes up to 1% inch. 


Also for Clock Cord, Raquets, Bows and Instruments. 


Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 
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ANATESO 


The Valve with the Reversible Disc& Seat 


Seat and disc of Nicu- 
‘ lanium —a_ hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 





13) 


\\ 


But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


att we 


A | 


eo 


——s 
— 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


* 





0 ; ei 
Htih gl i HHITIT] REVERSO: —Bronze body 
LHI 7 il for 200 Ibs. pressure. Total 
ta “oe, temperature 550 deg. F. 
aE PareTep — IROVERSO :—Iron body for 
150 lbs. pressure. Total tem- 
No. 780 perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 


MYERS Sissha 


Home Water System 

























Capacity 
20024300 


Ss Gallons 
— Per Hour 


About Myers Water Systems, invariably, they speak for 
themselves through the service they render those who depend 
on them for their daily water supply. With styles and sizes 
for any need up to ten thousand gallons per hour, dealers and 
distributors find it easy to meet individual customer demands, 















New Catalog, just off the press, information and 
prices to dealers, supply houses, contractors and 
builders. Write for your copy today. 





THe FE. MYERS & BRO.co. co. 
HLAND, OH 


eae —— AND HAY — worRKs 
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BUY ADVERTISED PRODUCTS 
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ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co, 
Edw. R. Ladew Co., Inc. 


ARBORS 
Morse Twist Drill & Machine Co. 
; ASBESTOS PRODUCTS 
General Asbestos & Rubber Co. 
BABBITT METALS 
Argus Smelting Company 
Division Smelting & Refining Co. 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
Hoyt Metal Company 
Magnolia Metal Co. 
The Medart Company 
Monarch Metal Co. 
BARRELS, STEEL 
Mullins Body Corp. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 


BARROWS 
Cleveland Wheelbarrow & Mfg. Co. 
General Wheelbarrow Company 
The Fairbanks Company 
Toledo Wheelbarrow Co. 
BEARINGS, BALL 


Fafnir Bearing Company 
BEARINGS, BRONZE 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co, 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
i ow Foundry & Machine Co. 
T. B. Wood Sons Co. 

BEARINGS, SHAFT, BALL 

Chicago Pulley & Shafting Co. 

Fafnir Bearing Company 

8S K F Industries, Incorporated 

T. B. Wood Sons Co, 
BEARINGS, SHAFT, 

Arguto Oilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 

Bond Foundry & Machinery Co. 

Dodge Manufacturing Corporation 

The Medart Company 

“The Reeves’’—Reeves Pulley Co. 

Royersford Foundry & Machine Co. 

The Timken Roller Bearing Co. 

BELT DRESSING 

Atlantic Manufacturing Co. 

Chicago Rawhide Mfg. Co. 

Joseph Dixon Crucible Co, 

Edw. R. Ladew Co., Inc. 

The Mechanical Rubber Co. 

Geo. Rahmann & C 

Richmond Belt iota Mfg. Co., 

Chas A. Schieren Co. 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 

BELT FASTENERS 

The Bristol Company 

Clipper Belt Lacer Company 

Crescent Belt Fastener Co. 

Flexible Steel Lacing Co. 

BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
“Cocheco”—I. B. Williams & Sons 
Edw. R. Ladew Co., Inc. 

Geo. Rahmann & Co. 
Chas. A. Schieren Co. 

BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 

Flexible Steel Lacing Co. 
The Bristol Company. 
BELT SHIFTERS 

T. B. Wood Sons Co. 

BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co. 

BELTING, BALATA 
Victor Balata & Textile Belting Co. 

BELTING, CANVAS STITCHED 

The Mechanical Rubber Co 
Victor Balata & Textile Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
Gutta Percha & Rubber Mfg. Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 


Co, 


OILLESS 


Inc. 


When 








Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED 
Stanley Belting Corporation 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., Inc. 
McLeod Leather & Belting Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co, 
“Sterling’—Chas. Bond & Co., 
I. B. Williams & Sons 

BELTING, LINK 

Chas, A. Schieren Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
Edw. R. Ladew Co., Inc. 
I. B. Williams & Sons 
BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
Elkhart Rubber Works 
Gutta Percha & Rubber Mfg. Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 


BELTING, THRESHER 
Boston Woven Hose & Rubber Co. 
Edw. R. Ladew Co., Inc. 
The Mechanical Rubber Co. 
Geo, Rahmann & Co. 
The Republic Rubber Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Edward R. Ladew Co., Inc. 
Victor Balata & Textile Belting Co. 
BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., Inc. 
Geo. Rahmann & Co. 
Chas, A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS 
Leiman Bros. 
BENCHES, — 
Richards-Wilcox Mfg. Co. 
BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
David Lupton’s Sons Co. 
BINDERS, CATALOG, LOOSE LEAF 
Kalamazoo Loose Leaf Binder Co. 
BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
BLOCKS, CHAIN 
The Chisholm-Moore Mfg. Co. 
The Dickerman Hoist Mfg. Co. 
Wright Mfg. Co, 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
T. B. Wood Sons Co. 
BLOCKS, TACKLE 
Williamsport Wire Rope Co, 
BLOWERS, FORGE 
Champion Blower & Forge Co. 


Philadelphia 


BLOWERS, GAS AND OIL COMBUSTION 


Leiman Bros. 
BLOWERS, PORTABLE, ELECTRIC 
Clements Mfg. Co. 
The United States Electrical Tool Co. 
BLOWERS, SANDBLAST 
Leiman Bros. 
BOILER TUBES 
National Tube Company 


BOILERS, TUBULAR AND WATER TUBE 


Henry Vogt Machine Co. 


BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, CARRIAGE 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, EYE, HOOK, RING AND LAG , 
The Superior Screw & Bolt Mfg. Co. . 
BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co, 
BOLTS, MACHINE 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, SINK, STOVE AND PLOW 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUD 
The Superior Screw & "Bolt Mfg. Co. 
The Cleveland Cap Screw Co, 
BOXES, BATCH 
General Wheelbarrow Company 
The Cleveland Wheelbarrow & Mfg. Co. 
BOXES, MITRE 
Goodell-Pratt Company 
BOXES, TOTE 
Mullins Body Corp. 
BRACES, 
Goodell-Pratt Company 
BRACKETS, WALL 
Bond Foundry & Machine Ce, 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Ce. 
The Medart Company 
T. B. Wood Sons Co, 

BRAKE BLOCKS AND LINING 
General Asbestos & Rubber Co. 
Johns-Manville Corporation 

BRASS GOODS, STEAM 

American Injector Co. 
Detroit Lubricator Ca. 
General Brass Co. 
Penberthy Injector Co, 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 

BRONZE BARS, CORED AND SOLID 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 


BROOMS, FACTORY, WAREHOUSE AN® 
RAILROAD 


Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 
BRUSHES. BENCH, FLOOR, ETC. 
Indianapolis Brush & Groom Mfg. Co. 
The Osborn Manufacturing Co. 
BUCKETS, ELEVATOR 
“Salem’’—Mullins Body Corporation 
The Webster Mfg. Co. 
BUFFERS, ELECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
United States Electrical Tool Co, 
BURNERS, GASOLINE AND KEROSENE 
Clayton & Lambert Mfg. Co. 
BUSHINGS, BRONZE 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
CABINETS, TOOL 
David Lupton’s Sons Co. 
CALIPERS 
Columbia Caliper Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
CANS, = 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
—- Car Mover Co, 
D. Rowell & Son 


BIT 


GASOLINE 


CARTS 
The Cleveland Wheelbarrow & Mfg. Ona. 
General Wheelbarrow Company 
The Fairbanks Company 
Toledo Wheelbarrow Co. 
CASING, WELL 

National Tube Co. 

CASTERS, TRUCK 
Bond Foundry & Machine Co. 

CASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
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CATALOGS, SUPPLY HOUSE 
Cuneo Catalog Service Co. 
R. R. Donnelley & Sons Co. 
CEMENT, ASBESTOS 
Johns-Manville Corporation 
CEMENT, LE ATHER BELT 
Chicago Rawhide Mt . Co 
Cocheco—l. B. Wi ‘ 
Edw. R. Ladew Co. ‘In 
Chas. A. Schieren Co. 
CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CHAIN, WELDED 
The Columbus McKinnon Chain Co. 
CHAINS, — 
McKinnot 





The Columbus 
CHARGING 8S " poe RY 

Marathon Electri Mfg. Co 
CHUCKS, DRILL 

Eastern Tube & Tool Co. 

Goodell-Pratt Company 

Morse Twist D & Machine Co, 
Cc Ht CKS, LATHE 





n Co 








Cushman Chuck Co 
om TEs, STEEL 

TI ( t nd v & Mfg. Co. 
a AMP Ss, BELT 

The Geo. W. S Co. 


T. B. Wood Sons Co, 
CL AMPS, “C” 
Armstrong Bros. Tool Co 
srowni Mfg. Co. 
J. H. Williams & Co 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co 
CLIPPERS, BOLT 
H. K. Porter, Inc. 
CLIPS, WIRE ROPE 
The Bourne-Fuller Co. 
CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
CLOTHS, WIPING 
Louisville Sanitary’ Wipers Co., Inc. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing C orporé ition 
Edgemont Machine Co. The 


The Hill Clutch Machine & Foundry Co. 


Johns-Manville Corporation 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood Sons Co. 
COCKS, AIR AND DRAIN 

American injec tor Co. 
Gener grass Co. 
The Wm, Powell Co 
The D. T. Williams Valve Co. 

COCKS, BALL 
Detroit Lul wricator Co. 
; oral 3 Cc » 
Kieley & Mueller, Inc. 

COCKS, CORPORATION 
The Wm. Powell Co 
COCKS, CYLINDER 

General Brass Company 

COCKS, GAGE 
American Injector Co. 


General Brass Co. 
Jenkins Bros, 
“Ohio’’—Ohio Brass Co. 


The Wm. Powell Co 
Tne D. T. Williams Valve Co. 
COCKS, STEAM AND SERVICE 

General Brass Co. 

The Wm. Powell Co. 

Walworth Company 

The D. T. Williams Valve Co. 

COILS AND BENDS, PIPE 

Arthur Harris & Co, 

COLLARS, SHAFT 
3ond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 

Dodge Manufac turing Corporation 

The Hill Clutch chine & Foundry Co. 
The Medart Company 

Royersford Foundry & Machine Co. 

T. B. Wood Sons Co. 

COLUMNS, WATER 
Nason Manufacturing Co. 

COMPOUND, PIPE JOINT 
Joseph Dixon Crucible C 


ad 
= 





oO. 
CONTROLLERS, BOILER PRESSURE 


Mason Regulator Co. 


CONVE yORS, BUCKET, SPIRAL, ETC. 


Webster Mfg. Co. 


CONVEY ING SYSTEMS, OVERHEAD 


Richards-Wilcox Mfg. Co. 


COPPERSMITHS 
Arthur Harris & Co, 
COPPERS, SOLDERING 
Chicago Solder Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co, 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart. Company 
Royersford’ Foundry & Machine Co, 
T. B. Wood Sons Co, 


COUNTERSHAFTS, SMALL 
Birkle Machine Works 
Goodell-Pratt Company 
N. A. Strand & Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
‘he Medart Company 
Royersford Foundry & Machine Co, 
Spiro—Bond Foundry & Machine Co. 
T. B. Wood Sons Co, 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co, 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co, 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co, 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood Sons Co, 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND POWER 
The Chisholm-Moore Mfg. Co. 
The Dickerman Hoist Mfg. Co, 
CRANES, OVERHEAD, TRAVELING AND JIB 
The Chisholm-Moore Mfg. Co. 
The Dickerr Hoist Mig. Co. 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
CRANES, PORTABLE 
3arrett-Cravens Company 
Richards-Wilcox Mfg. Co. 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., Inc. 
The Watson-Stillman Co. 
CUPS, OIL AND GREASE 
American Injector Co, 
Detroit Lubricator Co 
General Brass Company 
Hunter Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
CUTTERS, BOLT 
H. K. Porter, Inc. 
CUTTERS, EMERY WHEEL DRESSER 
The Vincent Steel Process Co. 
CUTTERS, GASKE™ AND WASHER 
Edw. R. Ladew Co., Inc. 
CUTTERS, GLASS 
American Saw & Mfg. Co. 
Goodell-Pratt Company 
CUTTERS, MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 
CUTTERS, PIPE 
Armstrong Bros. Tool Co 
Greenfield Tap & Die Corporation 
Hollands Mfg. Co. 
The Oster Mfg. Co, 
Toledo Pipe Threading Machine Co. 
Trimont Mfg. Co. 
DERRICKS 
Barrett-Cravens Company 
DESKS, FACTORY 
David Lupton’s Sons Co. 
DIES, THREADING 
Armstrong Bros. Tool Co, 
Morse Twist Drill & Machine Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 


DISCS, VALVE 





Jenkins Bros, 

DOGS, LATHE 
Armstrong Bros. Tool Co, 
J. H, Williams & Co. 

DRESSERS, GRINDING WHEEL 
Scandinavian Western Importing Co., Ltd. 
The Vincent Steel Process Co. 

DRILLING POSTS 
Armstrong Bros. Tool Co. 
DRILLS, BREAST AND HAND 
Goodell-Pratt Company 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
Goodell-Pratt Company 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
The United States Electrical Tool Co. 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
The United States Electrical Tool Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Gocdell-Pratt Company 


DRILLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman Barnes-Detroit Corporation 
DRIVES, POWER 
The Oster Mfg. Co. 
The Toledo Pipe Threading Machine Co, 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co, 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELECTRIC LAMPS, .ADJUSTABLE 
Appleton Electric Company ‘Reelite” 
ELEVATING MACHINERY 
Th Webster Mfg. Co. 
ph acheter et PILING AND ‘TIERING 
Barrett-Cravens Company 
E LE VATORS, PORTABLE 
Barrett-Cravens Company 
ELIMINATORS, OIL 
The D. T. Williams Valve Co, 
ENGINE AND BOILER FITTINGS 
American Inje ct rr Co, 


General Brass Co 
The Wm. Powe ll Co. 
D. T. Williar Valve Co. 


EXPANDERS, TUBE 

The Watson-Stillman Co. 
EXPELLERS, OIL AND MOISTURE 

The V. D, Anderson Co. 

EXTENSIONS, TAP 
The Allen Mfg. Co. 

EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co, 
FANS, VENTILATING, ELECTRIC 

Marathon Electric Mfg. Co. 

FASTENERS, BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 

FEEDER VALVES, STEAM HEATING 
BOLLER 











Nason Manufacturing Co 
FENCE AND GATES 
Anchor Post Fence Co. 
FILES 
American Swiss File & Tool Co, 
Delta File Works 
Scandanavian Western Importing Co., Ltd, 
Simonds Saw & Steel Co. 
FIRE DOORS AND HARDWARE 
Richards-Wilcox Mfg. Co. 
FIRE EXTINGUISHERS 
Geo. W. Diener Mfg. Co, 
FIRE PRE i gar ag EQUIPMENT 
Geo. W. Diener Mfg. C 
FITTINGS, HIGH PRESSURE 
Henry Vogt Machine Co. 
The Watson-Stillman Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co, 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
Tne Watson-Stillman Co. 
FITTINGS, PIPE BRASS 
General Br Company 
FITTINGS, PIPE, MALLEABLE 
Illinois Malleable Iron Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
The Watson-Stillman Co. 
Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENTS 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 
Arthur Harris & Co, 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co, 
FLOOR STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 
FLUX, SOLDERING 
Chicago Solder Co. 
P FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood Sons Co, 
FORGES, BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Goodell-Pratt Company 
Simonds Saw & Steel Co. 
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-BULL©> FROG- 
WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design 
and construction are engineered into them. Bull 
Frog No. 42, the great outstanding general purpose 
barrow, saves money on every job. Other Bull Frog 
barrows, carts, and scrapers for every garden, farm, 
wae, mine, contracting, and industrial use. Write 
Yr catalog 


amar THE TOLEDO WHEEL- 
F —_ BARROW COMPANY 











Toledo, Ohio 


Branch Offices and Warehouses 
Philadelphia Chicago 
th 


233 —_ 12th 69 E. Wacker They’re advertised 


























Metal Goods of Every Kind and Description Should Be 
Sand Blasted to Increase Plating Durability 


Gear Tools and Other. The sand blasting process is fully treated in our 






H d catalogue. It improves your plating, making a 

araware surface to which the plate will adhere more 
securely and much more rapidly and so sand 

Articles ce ee 


blasting saves time in plating, and improves 

Cleaned of, cale your finish—very desirable ends you will 

y agree. This also applies to articles to be 

painted, sprayed, enameled or otherwise 

treated. Mat finishes of various degrees are 
quickly secured. 


g LEIMAN BROS. 
Wicd Eanroved in Color AUTOMATIC, CONTINUOUS FEED 


arf SAND 
BLAST 


. aga saggy is a strongly built machine that lasts for many 
press of the toot controls the fiow of sanc ° “ ais 

through the nozzle. The work is held in the hand ew yet is not expensive. It does the work 
and moved about to effect ali angles. The hands with less effort and expense than all other 


are not affected and the work cannot be spoiled. — ‘ . Re : 
Even the most inexperienced worker gets the best makes. That's why the most aiscriminating 


results at the first try. concerns use this one. 








No Dust Collector or Arrester Needed 


No expensive parts to wear out and require renewal. All parts are very sturdily made of 
common material and are very low priced to replace. You can get them everywhere because 
they are in common use for other purposes. 








No chance for this simply constructed machine to clog up or get out of order—a common 
occurrence with higher priced machines. 


Our complete illustrated catalog is 23 WALKER STREET 
free for the asking. LEIMAN BROS. NEW YORK 


Makers of good machinery for nearly half a century. 














When writing to Advertisers please mention MiLt SurPp rts. 
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FRAMES, WALL 

Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 

FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 


Co. 


Geo. W. Diener Mfg. Co. : 
Scandinavian Western Importing Co. 
Yost Mfg. Co. 


GAGES, HYDRAULIC 
The Watson-Stillman Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co. 
GAGES, OIL 
General Brass Company 
GAGES, WATER 

American Injector Co. 
Detroit Lubricator Co. 
General Brass Co. 
Nason Manufacturing 
Penberthy Injector Co, 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 

GASKETS 
Works 
Rubber Mfg. 
Rubber Mfg. 


Co. 


Elkhart Rubber 
Gutta Percha & 
The Cincinnati 
Jenkins Bros. ) 
Johns-Manville Corporation 

GAUZE, TUBULAR KNITTED 


Co. 


Co. 


Louisville Sanitary Wipers Co., Inc. 
GEARS 
Bond Foundry & Machine Co, 


Chicago Rawhide Mfg. Co. 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 
The Medart Company 
GENERATORS, ACETYLENE 


erial Brass Mfg. Co. 

gaan GL ASSES, GAGE 
Jenkins Bros., ‘Moncrieff.’ 
The Libbey Glass Mfg. Co. 

GLUE ROOM EQUIPMENT 
Francis Co. 
GOVERNORS, PUMP SPEED 

& Mueller, Inc, 

Regulator Co. 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 

GREASE, LUBRICATING 

Bond Foundry & Machine Co., “‘Bondeline” 
Joseph Dixon Crucible Co, 

Royersford Foundry & Machine Co. 


GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 


Chas. E. 


Kieley 
Mason 


Stow Manufacturing Co., Inc. 
GRINDERS, BENCH AND FLOOR 

Bond Foundry & Machine Co, 

Chicago Pulley & Shafting Co. 

Goodell-Pratt Company 

Hisey-Wolf Machine Co, 

Luther Grinder Mfg. Co. 

Marathon Electric Mfg. Co. 

Royersford Foundry & Machine Co. 

Standard Electric Tool Co. 

The United States Electrical Tool Co. 
GRINDERS, DISC 

The Crescent Machine Co, 

GRINDERS, ELECTRIC 

The Black & Decker Mfg. Co. 

Hisey-Wolf Machine Co, 

Louisville Electric Mfg. Co. 

Luther Grinder Mfg. Co. 

Marathon Electric Mfg. Co. 

Standard Electric Tool Co. 

Stow Manufacturing Co., Inc. 

N. A. Strand & Co 

The United States “Electric Tool Co. 


GRINDERS, RAILROAD 
Luther Grinder Mfg. Co. 
GRINDERS, TOOL, HAND 


Luther Grinder Mfg. Co. 
GRINDERS, VALVE 
The Black & Decker Co, 
Goodell-Pratt Company 
The United States Electrical Tool Co. 
GRINDSTONES 
Richards-Wilcox Mfg. Co. 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS 
Prentiss Vise Co. ‘“‘Cheney” 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
Skayef Ball Bearing Co. 
T. B. Wood Sons Co. 
HANGERS, DOOR 
F. E. Myers & Bro. Co. 
Richards-Wilcox Mfg. Co. 
HANGERS, PIPE 
Illinois Malleable Iron Co, 
Walworth Company. 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation. 
The Hill Clutch Machine & Foundry Co, 
The Medart Company. 


Royersford Foundry & Machine Co. 
¢ F Industries, Incorporated 
Standard Pressed Steel Co, 
T. B. Wood Sons Co, 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, FEED WATER 
Arthur Harris & Co. 
The Swartwout Company. 
HEATERS, GLUE, STEAM AND GAS 

Chas. E. Francis Co. 
Nason Manufacturing Co. 

HOISTS, CHAIN 
The Chisholm-Moore Mfg. Co. 
The Dickerman Hoist Mfg. Co. 
Richards-Wilcox Mfg. Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 

HOISTS, ELEC — 

The Chisholm-Moore Mfg. Co 
The Yale & Towne Mfg. Co. 

HOISTS, HAND 
The Chisholm-Moore Mfg. Co. 
The Dickerman Hoist Mfg. Co. 


Wright Manufacturing Company 
The Yale & Towne Mfg. Co. 
HOLDERS, BAG 


The Webster Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, 
The Bristol Company 
Flexible Steel Lacing Co, 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co, 
The Cincinnati Rubber Mfg. Co. 
Elkhart Rubber Works 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Repubiic Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co, 
Chas. A. Schieren Co. 
The Watson Stillman Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co, 
The Wm. Powell Co. 
INSULATING MATERIALS 
Johns-Manville Corporation 
IRON PRESERVATIVES 
Johns-Manville Corporation 
JOINTERS, WOODWORKING 
The Crescent Machine Co, 
J. D. Wallace & Co. 
JOINTS, EXPANSION, 
Arthur Harris & Co, 
KETTLES, STEAM JACKETED 
Arthur Harris & Co. 
KNIVES, MACHINE 
Simonds Saw & Steel Co. 
LABELS AND HOLDERS 
Haddon Bin Label Co. 
BELT 


LACERS, 
Clipper Belt Lacer Co, 
LADDERS SAFETY 
Dayton Safety Ladder Co. 
LADLES, MELTING 
Hollands Mfg. Co. 
Mullins Body Corporation 
Rowell Mfg. Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 


LAMPS, ELECTRIC, ADJUSTABLE 
Appleton Electric Company “Reelite’”’ 
LATHES, a ee ELECTRIC 
mile” aes Mfg. Co. 
——e, WOODWORKING 
a RD Wallac. & Co. 
LEATHER SPECIALTIES 
Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., Inc. 
Geo. Rahmann & Co. 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGS, BENCH 
Standard Pressed Steel Co. 


LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 


LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co, 


LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co, 
General Brass Co. 
McCullough Mfg. Co., 
The Wm. Powell Co, 
The D. T. Williams Valve Co. 

MACHINE TOOLS 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 


MACHINERY CLUTCHES 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry Co. 
he Medart Company 
The Moore & White Co. 

A. L. Schultz & Son 

T. B. Wood Sons Co, 

MACHINERY, COAL HANDLING 

Dodge Manufacturing Corporation 

The Webster Mfg. Co 


BELT 


COPPER 


Minneapolis, Minn. 


MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Webster Mfg. Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine Co, 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
The United States Electrical Tool Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 
MACHINES, = CUTTING AND 
TH 


EADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co, 
MACHINES, TIRE ROUGHING 
The United States Electrical Tool Co. 
MACHINERY, WOODWORKING 
The Crescent Machine Co. 
Skilsaw, Inc. 
J. D. Wallace & Co. 
MALLETS AND HAMMERS, 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co. 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
MEASURES, on. FLEXIBLE SPOUT 
The Huffman Mfg. Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro, Co. 
METAL, BEARING 
Argus Smelting Co. 
Bunting Brass & Bronze Co. 
Division Smelting & Refining Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
Hoyt Metal Company 
Magnolia Metal Co, 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 
Rowell Mfg. Co. 
MILL LEATHERS, ALL KINDS 
Bond Co., Philadelphia 
Chicago Rawhide Mfg. Co. 
Edw. R. Ladew Co., Inc. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND TURNTABL.».~ 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car Mover Co. 
G. D. Rowell & Son 
MULE STANDS 
Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co. 
NUT SETTERS 
The United States Electrical Tool Co. 
NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
O11. WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, BENCH 
Eagle Manufacturing Co. 
OILERS, PUMP 
The Cannon Oiler Co. 
OILING DEVICES 
American Injector Co, 
Detroit Lubricator Co, 
The Wm. Powell Co. 
The D. T. Williams Valve Co, 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
General Asbestos & Rubber Co. 
Johns-Manville Corporation 
Linear Packing & Mfg. Co., Inc. 
The Mechanical Rubber Co, 
Quaker City Rubber Co. 
The Republic Rubber Co. 


PACKING HYDRAULIC 
Chicago Rawhide Mfg. Co. 
General Asbestos & Rubber Co. 
Johns-Manville Corporation 
Edw. R. Ladew Co., Inc. 
Linear Packing & Mfg. Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
The Watson-Stillman Co. 
I. B. Williams & Sons 
PACKING, PISTON 
General Asbestos & Rubber Co. 
Gutta Percha & Rubber Mfg. 
Johns-Manville ag ge 
Linear Packing & Mfg. Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
General Asbestos & Rubber Co. 
Gutta Percha & Rubber Mfg. Co. 
“Jenkins ’96”—Jenkins Bros. 


RAWHIDE 


Chas. 
The 


Co. 
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MADE RIGHT—Heat-Treated. Accurate and De- 
pendable. High Tensile Strength. Bright Finish. 














TO OUR FRIENDS IN THE MILL All Set Screws Case-Hardened. 
SUPPLY AND JOBBING LINE AMPLE STOCK—2,000 sizes and types always in 
FROM YOU we derive by far the aa delivery of Accurate-Count, CLEAN 


greater part of our total business. PACKED RIGHT—Dipped to prevent aeiian: onl 
Isn't this an assurance that you can rely packed in oil-proof, 6-ply, clearly-labeled Cartons, 
upon the quality, delivery, price and double-stapled and double-braced. Easy to stock, 
service you'll get from us? handle and sell. 


The Cleveland t Send Us Your Inquiries 


West 58th St. & Denison Ave. 
CLEVELAND, OHIO 























CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED 
& CASTEL- 
LATED NUTS 
MILLED STUDS 
ETC., ETC. 














“Better Play Safe 
and Use Hoyt’s” 


Bronze-backed, babbitt-lined bearings are in 
wide general use, yet seldom do shop foremen 
and superintendents realize that there is a par- 
ticular kind of babbitt for the requirements of 
the bearing. 


Hoyt’s line is complete. There is a babbitt 
for every bearing need, one that has been blended 
with that requirement in mind. Genuine “A”, 
for instance, is the finest babbitt that money 
can buy. Yet it costs no more. 


HOYT’S GREAT EIGHT 

















Genuine “‘A’’ Babbitt Oil Engine Babbitt 
Eagle ‘‘A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 


Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL CO., St. Louis 
































NEW YORK CHICAGO DETROIT a 
joe Bg Genuine “‘A” is the finest babbitt you can buy for the bearings Kore 





of machinery where heavy load is distributed over small bearing 
surface or where excessive high speed is developed. 3 
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Johns-Manville Corporation 
Linear Packing & Mfg. Co., Inc. 
The Mechanicai Rubber Co. 
Quaker City Rubber Co. 















The Republic Rubber Co. 
PACKING VALVE STEM 

Tl Cincinnati Rubber Mfg. Co. 

General Asbestos & Rubber C¢ 

Johns-Manville Corporation 

Linear Packing & - g. Co., Inc. 

The Mechanical Rubber Co 

Quaker City Rubbe Co 

The Republic Rubber “ 


PADLOCKS 
& Towne Mfg. Co 
PAINTS, [INDUSTRIAL 
Joseph Dixon Crucible Co. 
Johns-Manville Corporation 
The Reardon Company 
P ANS, 
Mullins Body Corp 
Pr ANS, 
Arthur Harris & Co 
PAPER, EM ERY - 
H. H. Barton & Son ¢ 
P — 
Chicago Solder ¢ 
PEGS on PINS, 
Re 


The Yale 


TOTE 
VACUUM 
FLINT AND GARNET 
SOLDERING 


camel LACING 





Chicago vhide M 
Clipper € # er C¢ 
Flexible Ste Lacing Co. 
P iP E THREADING TOOLS 
Armstrong Bros. Tool Co. 


The Oster Mfe. Co. 

Toledo Pipe Threading 
PIPE, 

atson-Stilln 


Machine Co. 
mcs PRESSURE 
an C 
PIPE, 
Tube Co. 
PLANERS, W OODWORKING 


The W 
STE EL 
National 












The Crescent Machine Co. 
J. D. Wallace & Co. 
PLIERS 
Bonney Forge & bene W orks 
Goodell-Pratt Comp: 
BR ASS AND FUSIBLE 
d ctor Co. 
: ams Valve Co. 
The W Powell Co. 
PLI MBING FIXTURES 
Imperial Brass Mf Co. 
POLES, Tt mt LAR STEEL 
National Tube Compan 
POTS, GLUE 
J. D. Wallace & Co 
POWER TRA NSMISSION APPLIANCES 
American Pulley Con ipany 
Arguto Oilless g Co. 
Bond Foundry & } ine Co 
Chicago Pulley & Sh: ifting Co. 
Manufacturing Corporation 
n Machine Co., The 
ill Clutch Machine & Foundry Co. 
Medart Company 


Moore & White Co. 


rsford Foundry & Machine Co. 
Schultz & Son 

* Industries, Incorporated 
I re Steel Co. 





PR ESSES , BALING 
P 











Business Men's r« ress Co. 
PRE SSES 9 DRIL L “9 JE WELERS’ SENSITIVE 
Leiman Bros 

PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 

PRIMING CUPS 
Detroit — tor Co. 
Genera Co, 
P KOTE ( TORS, b 4 ECTRIC LAMP 
Flexil 
PU 1 A ¥ COV —e 

Chicago Rawhide Mf Cc 

P t he L. EYS, BAL % -- een 

n ries, nceorporatec 
Pulle y & ae ifting Co. 
P U L LEYS, CAST IRON 

ag Mach Works 
Bond Foundry & Machine Co 
bDoag Manulacturinug Corporation 
The Hi Clutch Machine & Foundry Co, 
The Me dart Company 
Royersford Foundry & Machine Co, 
T. B. Wood Sons Co. 


PULLEYS, CONVEYOR 


an Pulley C ompany 





e Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood Sons Co. 

PULLEYS, FLANGE 

American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 


The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co, 

B. Wood Sons Co. 

PULLEYS, FRICTION CLUTCH 

Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
‘ L. Schultz & Son 

S K F Industries, qacenperetes 
T. B. Wood Sons Co. 





PULLEYS, 
Dodge Manufacturing 


IRON CENTER 
Corporation 


The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood Sons Co. 
PULLEYs, LOOSE 


American Pulley 
Chicago Pulley & 


Company 
Shafting Co, 


Dodge Manufacturing Corporation 

The Hill Clutch Machine & Foundry Co. 
The Medart Company 

The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co, 

Saginaw Mfg. Co, 

S K F Industries, Incorporated 

T. B. Wood Sons Co. 


PULLEYS, MOTOR 


American Pulley Company 





Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Mé« dart a 
The Ohio 4 , Pulley Works, Inc. 
Reeves Pul Co. 
Saginaw Mfg. Co. 
T. B. Wood Sons Co. 
PULLEYS, PAPER 
Birkle Machine Works 
The Ohio Valley Pulley Works, Inc, 
PL wor mpi ROLLER BEARING 
Dodge Manufacturing Corporation 
The Medart 





Skayer Bali 3@% 10. 
PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 

The Medart Company 

PULLEYs, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co, 
The Medart Company 

The Ohio Valley Pulley Works, Inc, 
Reeves Pulley Co, 

Saginaw Mfg. Co. 


T. B. Wood Sons Co. 
PULLEYS, WOOD SPJ tT 
Chicago Pulley & Shafting Co. 


Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 


Reeves Pulley Co, 
Saginaw Mfg. Co. 
PUMP JACKS 
ag Pumps, Ine. 
F, E, Myers & Bro. Co, 
PUMPS, AIR 
Leiman Bros, 
PU MPS, CENTRIFUGAL 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 
PUMPS, DIAPHRAGM 
Goulds Pumps, Inc. 
PUMPS, ELECTRIC 
Pumps, Inc. 
- E, Myers & Bro, Co 
Geo. D. Roper Corp. 
PUMPS, GAS AND VACUUM 
Leiman Bros. 
PUMPS, HAND AND POWER 
Pumps, Inc. 
Myers & Bro. Co. 
PUMPS, JET 
American Injector Co, 
PUMPS, MINE 
Goulds Pumps, Inc. 
F. E, Myers & Bro. Co. 
PUMPS, OIL 
Detroit Lubricator Co, 
Goulds Pumps, Inc. 
Leiman Bros. 
Geo. D. Roper Co 
PU MPS, ROTARY 
Goulds Pumps, Inc. 
PUMPS, SUMP, AUTOMATIC 
Goulds Pumps, Inc. 


Goulds 


Goulds 


The Penberthy Injector Co. 
PUMPS, TANK 
Goulds Pumps, Inc 


Mvers & Bro. Co. 

PUNCHES AND DIES 
Royersford Foundry & Machine no 
PI res HES, METAL, LEVER 


W. A. Whitney Mfg. Co. 
RAC KS, PIPE AND BAR 
David Lupton’s Sons Co. 
RADIATOR CONTROL VALVES 
Johns-Manville Corporation 
RADIATORS, HIGH ca VERTICAL 
TUBE 


Nason Manufacturing Co. 


RAILS, ELECTRIC MOTOR 
Machine 


Birkle Works 
RAILS, STEEL 
L. B. Foster Co. 
RASPS 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros. Tool Co. 
REAMERS 
Cleveland Twist Drill Co, 
Morse Twist Drill & Machine Co, 


Whitman ape Detroit Corporation 
ee ELECTRIC 
Black & _— Mfg. Co. 


REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co. 


REELS, ELECTRIC LAMP 
Appleton Electric Company ‘Reelite” 
REGULATORS, ENGINE BLOWING 


Mason Regulator Co. 
REGULATORS, BOILER FEED LINE 
Mason Regulator Co. 


REGULATORS, 
Mason 


DAMPER HYDRAULIC 
Regulator Co. 
REGULATORS, 


PUMP PRESSURE 


Mason Regulator Co. 
REGULATORS, STEAM FAN 
Mason Regulator Co 


RESEATERS, 
Ajax Mfg. Co. 
M. B. Skinner Co. 
RESEATING 
Black & Decker 
B. Skinner Co. 


BIBB 


TOOLS, VALVE 
The Mfg. Co. 
M 
RIVETS 
Burdsall & Ward Bolt & Nut Co. 
ROLLS, WOOD 


Russell, 


Rodney Hunt Machine Co. 
ROOFINGS, ASBESTOS 
Johns-Manville Corporation 
ROPE DRIVES 


Dodge 
The 
The 
2. B 


Manufacturing 
Hill Clutch, 
Medart 
Wood 


Corporation 
Machine & Foundry Co, 
Company 
Sons Co. 

ROPE, WIRE 
Williamsport Wire Rope Co. 

RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
Elkhart Rubber Works 








Cutt Percha & Rubber Mfg. Co. 
Jeukins bros, 
The Mechanical Rubber Co, 


Quaker City Rubber Co. 

The Republic Rubber Co, 
SAFETY DEVICES 

The Crescent Machine Co, 

Dayton Safety Ladder Co. 


Dodge Manutacturing Corporation 
SALAMANDERS 

Geo. W. Diener Mfg. Co. 

General Wheelbarrow Company 


SAND BLAST OUTFITS 
Leiman Bros. 
SAWS, BAND 
American Saw & Mfg. Co. 


J. D. Burrill & Son 
The Crescent Machine Co. 


Simonds Saw & Steel Co, 


J. D. Wallace & Co. 

SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co. 

SAWS, gg a (Blades) 


American Saw & Mfg 
Goodell-Pratt Comp: ~ ay 
Simonds Saw & Steel Co. 
Victor Saw Works, Inc, 
SAWS, HAND, ELECTRIC 
Skilsaw, Ine. 
J. D. Wallace & Co. 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 
SCALES 
Fairbanks Company 
SCOOPS, FLOUR AND GRAIN 
Webster Mfg. Co, 
SCRAPERS 
Toledo Wheelbarrow Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co, 
Hisey-Wolf Machine Co. 
N. A. Strand & Co, 
The United States Electrical Tool Co. 
SCREWDRIV — HAND 
American Saw & Mfg. Co 
Goodell-Pratt Company 
SCREW ‘2 ay PRODUCTS 
Cap & Set Screw 
SCREW an 
Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
The Svperior Screw & Bolt Mfg. Co. 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
SCREWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 
SCREWS, THUMB 
Economy Screw Corporation 
SEPARATORS, OIL AND STEAM 
The Swartwout Company 
The D. T. Williams Valve Co. 
SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc, 
N. A. Strand & Co. 


The 


The 


Ferry 


Morse 


SHAFTING, STEEL 
Bond Foundry & Machine Co. 


Bliss & Laughlin, Inc. 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart Company 

Royersford Foundry & Machine Co. 
A. L. Schultz & Son 

T. B. Wood Sons Co. 


Co. 
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ROTARY PUMPS 


For Every Purpose 


SINCE 1857 


Handle this High Grade Line of 
ROTARY PUMPS WHICH 
SELL AT 
ROCK-BOTTOM 
PRICES 


















Serd for Cat. 50 


GEO. D. ROPER CORP. 


Rockford 


Illinois 












Place Orders Now 


for 


Bag Holders 


oti . sl We Make Three Types 


Mosher 1 
Improved Mosher 
Universal 





v 





Send for Circular 








wees 
me 








We Also Make 


ELEVATOR BUCKETS 
CAR MOVERS 

BELT CONVEYORS 

SPIRAL CONVEYORS 

MALLEABLE CHAIN 

STEEL CHAIN 

SPROCKETS 


THE WEBSTER MFG. COMPANY 


1856 North Kostner Ave. 
CHICAGO, ILL. 


























When You Stock 


the genuine 


Nason 
Steam 
Traps 


You may rest assured that 
your only duty will be to 
keep the stock replen- 
ished. 
















Class B. 
1 to 20 Ibs. 





Class C. 
20 to 70 Ibs. 








S/DELUG 


We have been creating 
demand and making 
friends for almost a cen- 
tury. 


Ask us about it. 


oe 
a 














Sidelug 
10 to 150 Ibs. 














Nason Manufacturing Co. 
Steam Specialty Specialists 


71 Fulton St., New York 
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« 
Sold 10 Days’ Trial 
No Stock to Carry—Liberal Dealers’ Discount 
i & Every In- 
dustrial 
Plant Is a 
Good Pro- 
spect for 
This  Porta- 
ble Blower 
iy Price 
Ss) $45.00 
OVER 4000 IN USE 
Think of the manufacturing plants you are calling on regularly that 
have motors, generators, switchboards, wood-working machinery, 
looms, knitting machines, and other equipment where dirt, dust and 
lint quickly injure the delicate working parts. You can’t remove 
this dust efficiently by using rags, a broom or a duster. 
66 ”? 
The “Marvel” Portable Blower 
forces DRY air into every nook and 
corner. Dust and dirt cannot accumu- 
late if you use “‘The Marvel.” It will 
keep your customers’ machinery free 
from dust. Manufacturers immediately 
recognize the value of this equipment. 
It is easy to sell for we will ship a 
*‘Marvel” Portable Blower on 10 days’ {) 
Free Trial. Simply demonstrate it. The &@ 
machine sells itself. You have no stock 
to carry. 
Write at Once for Discount 
This is a SELLING proposition, NOT 
an ORDER taking one. YOU won't 
get the business UNLESS YOUR 
salesmen put this 10 DAY TRIAL offer \~ 
up to the plant supt. 
ELECTRIC BLOWER CO. 202 citus pr ber 
352 Atlantic Avenue from light socket, Cuts motor 
Boston 9, Mass., U. S. A. troubles and the Fire Hazard. 
fs 
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SHAPERS, WOODWORKING 
The Crescent Machine Co. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co. 

SHELV _— STEEL 
David La 1 Sons Co, 
NGLES, ASBESTOS 
Johns- Manville. ‘Corporation 
SHOVELS, HAND 
Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, DRILL 
Morse Twist Drill & Machine Co. 
LDER, BAR AND WIRE 
Chicago Solder Company 
Division Smelting & Refining Co. 
Frictionless Metal Company 
Hoyt Metal Company 
Argus Smelting Co. 
SOLDERING ected «(ee PASTE AND 
SALTS 
Chicago Solder Company 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co. 
SPLITTERS, NUT 
H. K. Porter, Inc. 
SPROCKETS 
The Medart Company 
A. L. Schultz & Son 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co. 
STANDS, DRILL 
The United States Electrical Tool Co. 
STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
STANDS, EMERY WHEEL 
Bond Foundry & Machine Co. 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
The Fairbanks Company 
General Brass Co. 
Nason Manufacturing Co. 
The Wm. Powell Co. 
Walworth Company 
The Swartwout Company 
The D. T. Williams Valve Co, 
STEEL 
Bliss & Laughlin, Inc. 
Simonds Saw & Steel Co. 
STOCKS AND DIES 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co, 
STUDS, MILLED 
Cleveland W rought Products Co. 
STRAINERS 
American Injector Co. 
Kieley & Mueller, Inc. 
Mason Regulator Company 
The Swartwout Company 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co, 
I, B. Williams & Sons 
SWAGES, UPSET 
Simonds Saw & Steel Co. 
TABLES, SAW 
The Crescent Machine Co. 
TABLES, STEAM 
Nason Manufacturing Co. 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co, 
Johns-Manville Corporation 
TAPER PINS 
Morse Twist Drill & Machine Co. 
TAPPING ATTACHMENTS 
Eastern Tube & Tool Co, 
APS 
Morse Twist Drill & Machine Co. 
TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TOOLS, BORING 
Armstrong Bros, Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Delta File Works 
Goodell-Pratt Company 
Scandinavian Western Importing Co., Ltd. 
Whitman Barnes-Detroit Corporation 
J. H. Williams & Co, 
Yost Mfg. Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co, 
Walworth Company 
Yost Mfg. Co 
TOOLS, SAW 
Simonds Saw & Steel Co. 
TOOLS, VALVE — ATING 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 
TORCHES, —- 
Clayton & Lambert Mfg. Co 
Geo, W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 

TORCHES, hana = ee AND CUTTING 

The Imperial Brass Mfg. Co. 
TRACK ACCESSORIES 
L. B. Foster Co. 
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TRACK SYSTEMS, OVERHEAD 
The Chisholm-Moore Mfg. Co. 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 
Barrett-Cravens ag yg 
The Yale & Towne Mfg. 
TRAILERS, INDUSTRIAL 
The Yale & Towne Mfg. Co 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
TRAPS, RADIATOR 
Johns-Manville Corporation 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Johns-Manville Corporation 
Kieley & Mueller, Inc. 
Nason Manufacturing Co, 
D. T. Williams Valve Co. 
The Swartwout Company 
TROLLEYS 
The Chisholm-Moore Mfg. Co. 
The Dickerman Hoist Mfg. Co. 
Richards-Wilcox Mfg. Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
Anchor Post Fence Co. 


The American Pulley Company 
The Fairbanks Company 
General Wheelbarrow Company 


TRUCKS, INDUSTRIAL, ELECTRIC 
The Yale & Towne Mfg. Co 
TRUCKS, LIFT 

The Yale & Towne Mfg. Co. 

TUBES, BOILER 
National Tube Company 

TUBING, STEEL 
National Tube Co. 

TURNBUCKLES 
Brownie Mfg. Co. 

UNIONS, BRASS AND IRON 
The Fairbanks Company 
Illinois Malleable lron Co. 
Walworth Company 
VALVE +; “waned 

Chicago Rawhide Mfg. 
Edw. R. Ladew Co., oe 

VALVE-UNIONS 
Nason Manufacturing Co. 

VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 

The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company 

VALVES, CHECK 
The Fairbanks Company 
Jenkins Bros, 
Ohio Brass Co, 
The Wm. Powell Co. 
Scott Valve Mfg. Co. 
The D. T. Williams Valve Co. 
Walworth Company 


VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
Le) me FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
Ohio Brass Co, 
The Wm. Powell Co. 
Scott Valve Mfg. Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HIGH PRESSURE 
Jenkins Bros. 
Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
The D. T. Williams Valve Co. 
Walworth Company 
The Watson-Stillman Co. 
VALVES. HYDRAULIC 
The Fairbanks Company 
Jenkins Bros, 
The Wm. Powell Co. 
Scott Valve Mfg. Co. 
Henry Vogt Machine Co. 
Walworth Company 
The Watson-Stillman Co. 
The D. T. Williams Valve Co. 


VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co, 
Scott Valve Mfg. Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 

G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
Walworth Company 

VALVES, PUMP. RUBBER 
The Cincinnati Rubber Mfg. Co. 
Elkhart Rubber Works 
Jenkins Bros, 
The Mechanical Rubber Co. 

VALVES, QUICK OPENING 
Nason Manufacturing Co. 
Scott Valve Mfg. Co. 


VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
Ohio Brass Co. 
The Wm. Powell Co. 
Scott Valve Mfg. Co. 
Walworth Company 
The D. T. Williams Valve Co. 

VALVES, RADIATOR CONTROL 

Johns-Manville Corporation 

VALVES, THROTTLE 
Detroit Lubricator Co, 
Jenkins Bros. 
Scott Valve Mfg. Co. 
Walworth Company 
The D. T. Williams Valve 

VISES, BENCH, Wr TH CLAMP 

Bonney Forge & 1001 Works 
Goodell-Pratt Company 
Luther Grinder Mfg. Co. 

VISEs, DRILL PRESS 
Yost Mfg. Co. 

VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Goodell-Pratt Company 
Hollands Mfg. Co. 
Morgan Vise Company 
Parker Vises 
Prentiss Vise Co. 
Walworth Company 
Yost Mfg. Co. 

VISES, PATTERN MAKERS’ 

Morgan Vise Company 
Richards-Wilcox Mfg. Co. 


Yost Mfg. Co, 
VISES, PIPE 
Armstrong Bros, Tool Co. 
Columbian Vise & Mfg. Co. 
Hollands Mfg. Co. 
Morgan Vise Company (Combination) 
Parker Vises 
Prentiss Vise Company. 
Toledo Pipe wheeadtne ‘Machine Co. 
Trimont Mfg. Co. 
Walworth Company 
Yost Mfg. Co. 
VISES, WOODWORKERS’ 
Columbian Vise & Mfg. Co. 
Emmert Mfg. Co. 
Morgan Vise Company 
Prentiss Vise Company. 
Yost Mfg. Co. 
WASHERS, BRASS 
Economy Screw Corporation 
WASHERS, LEATHER 
Chicago Rawhide Mfg. _ 0. 
Edw. R. Ladew Co., In 
WASHERS, “RUBBER 
The Republic Rubber Co. 
WATER CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
WATER LEVEL CONTROL 
Nason Manufacturing Co. 
WATERPROOFING 
Johns-Manville Corporation 
WELDING AND cores EQUIPMENT 
The Imperial Brass Mfg. 
WHEEL aammeure 
The Cleveland Wheelbarrow & Mfg. Co. 
The Fairbanks Company 
General Wheelbarrow Company 
Toledo Wheelbarrow Co. 
WHEELS, PIPE CUTTER 


Trimont Mfg. Co. 
WINCHES 
A. L. Schultz & Son 
WIPING CLOTHS, MACHINERY 
Louisville Sanitary Wipers Co., Inc, 
WIRE —s 
Williamsport Wire Rope Co. 
WIRE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
WRENCH SETS 
Armstrong Bros. Tool Co, 
Bonney Forge & Tool Works 
Goodell-Pratt Company 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Goodell-Pratt Company 
Trimont Mfg. Co. 
Walworth Company 
J. H. Williams & Co 
WRENCHES, 7 eases CAR 
Advance Car Mover 
Safety Wrench & )t.. oe Co. 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
Goodell-Pratt Company 
J. H. Williams & Co. 
Ww ee PIPE 
Armstrong Bros. Tool 
Bonney Forge & Tool Works 
Lawson Mfg. Co. 
Trimont Mfg. Co. 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
Trimont Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Bonney Forge & Tool Works 
Goodell-Pratt Company 
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PORTABLE AND SPEEDY 
FOOT POWER GRINDERS 


This Luther foot power 











grinder is needed wher- 


L IB BEY ever a power supply is not 





available. 
High Pressure Gauge Glass Fills a special need for a 
High Pressure Red Line Gauge Glass portable, powerful tool 
Standard Pressure Gauge Glass sharpener and grinder on 
Ladetcater Clases railroads, farms, construc- 
; tion and erection projects, 
Oil Cup Glasses in schools, garages, blacksmith shops, etc. 
AMERICA’S STANDARD Ball Bearing—All Metal 
and 


All metal construction made to last and give 
Made in U. S. A. service. Head swivels and locks in any hori- 
ia zontal position. Attachments for sharpenin 
Write for Booklet . : r 


chisels and plane irons, also for sickles and 


The Libbey Glass Mfg. Co. _ 


Mfrs. of Railroad and Industrial Glassware 
SA 
LA 


Send for circular on No. 271 
and our Catalog. 


LUTHER GRINDER MFG. CO. 


283 So. Water St., Milwaukee, Wisconsin 


Toledo, Ohio 


ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 















A high grade lubricant and preserver. Easy to apply. Treat 
your belts while on the pulleys. They will hold their shape 
better and last longer. Made in three grades, for rubber, 
leather and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 
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A SINGLE ORDER 


Part of a shipment of 100 “American” 
Pressed Steel Hand Trucks sold to a rail- 
road by a mill supply house. 


lling better every day 
‘++ ata profit! 


As a dealer, do you realize the time has come to 
stock and push the sales of these strong, light, 
easy-running “American” Pressed Steel Hand 
Trucks? 


+ By ones, twos, dozens and scores, the demand is 
piling up to make this one of the most profitable 
lines for your salesmen to push. Tell them to get 
behind it so that your truck sales can ride with 

the tide of demand. 


} This growing interest is evidenced by purchases 
of increasing size through mill supply houses. 
Recently, one dealer sold a single order for 100 
“American” Pressed Steel Hand Trucks to a rail- 
road customer. Another sold 75 to a warehouse. 


=—h 


Order for stock today so you can get prompt 
‘ delivery. 


‘y THE AMERICAN PULLEY CO. 


PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 


4200 Wissahickon Ave. Philadelphia, Pa. One of a number of styles of “American” 


i: Pressed Steel Hand Trucks which take care of 
practically all trucking needs. 


ERIC = 
AM “BUILT TO WEAR WITHOUT REPAIR” 


PRESSED ICA 


“LIGHT AS WOOD AND TWICE AS GOOD” 


“4 PATENTS 
j : REG. U. 8. PATENT OFFICE 
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Process Patent, Aug. 5, 1913 


Ferry Process Screws 


Furnished in 


Low Carbon— High Carbon 
Nickel Steels 


With complete Metallurgical _ 
Laboratory and Heat Treating 
Department at Your Service. 


A Recognized 
Standard 


Cap Screws Set Screws 

sales a a of high quality and workmanship 
with 

National Reputation 


The only line of Screws and Bolts 
Stamped with Emblem of Quality below 


A complete line 


By Invitation Member 


. ° Embl f ° 
King, Spring, BUSINESS CHARACTER Connecting 
Tie Rod Bolts ee Rod Bolts 
Gunvial tacdined If it’s upset—it must be heat-treated’”’ 


Special nickel 
and ground parts 


THE FERRY CAP AND SET SCREW Co. steel parts 
Cleveland, Ohio 


PROCESS SCREWS 
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